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Home Shows Largest 
Net Income for Any 
Six Months’ Period 


Written Premiums in First Half 
of 1949 Total $82,195,000; 
Earned Loss Ratio 43% 


ASSETS TOTAL $292,197,812 


Underwriting Profit $11,917,000; 
Net Surplus Shows Increase of 
$5,000,000 to $79,178,432 


The financial report of the Home In- 
surance Co. for the six months ended 
June 30, 1949, made public by Harold 
V. Smith, president, shows the largest 
net income for any six months’ period 
in the company’s history. Total admitted 
assets also were at an all-time peak. 

Net premiums written and earned pre- 
miums both continued their upward 
trend in the first half of 1949, and repre- 
sent the largest of any American prop- 
erty insurance company, amounting ‘to 
$82,195,695 and $80,064,704, respectively. 

Large Underwriting Profit 








Net profit from sale or redemption of 
securities in the amount of $415,242 net 
income from dividends and interest of 
$4,210,410, and net profit from under- 
writing of $11,917,055, aggregated $16,- 
542,707 in the first six months of 1949. 
After provision for Federal income taxes, 
net income totaled $11,543,486. _ 

_ Since nine of ten former affiliated fire 
insurance companies were merged into 
the Home as of June 1, 1948, and one 
as of July 1, 1948, operating results for 
the first six months of 1949 are not 
poigd comparable with those for the 

first half of 1948. 

In his message to stockholders, Mr. 
Smith points out: . 

“Net income in the first six months 
of 1949 increased substantially over that 


» of the corresponding period of last year, 


reflecting, in part, increased business and 
improved operations effected as a result 
of the mergers. The more satisfactory 
results accomplished this year are also 
due in large degree to the underwriting 
policy which the management has ap- 
plied in the development of the com- 
pany’s widely diversified business, from 
the smallest to the largest risks. 

“In the first six months this year the 
ratio of losses to premiums earned was 
43.7%, as against 55.5% in the same pe- 


(Continued on Page 33) 
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Encourage conservation. 


for the country’s natural wealth, like the people’s ~=— 


property, deserves the best in protection, 
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It’s good insurance — 


Conservation Is Insurance 


30 million acres of woodland are ravaged 
by fire each year chiefly due to man’s care- 
lessness. With them are destroyed many 
summer hotels, homes and campsites, to 
say nothing of count- 

less numbers of wild 

life. 







tHe London & Lancashire 


GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. © ORIENT INSURANCE COM- 
PANY @ LAW UNION & ROCK INSURANCE COMPANY, LTD. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK ° 
(Fire Department) 


STANDARD MARINE INSURANCE COMPANY, LTD. 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 











New CLU’s 


The American College of Life Underwriters has now awarded 
the CLU designation to the following twelve Penn Mutual under- © 


writers and one Home Office man, to whom go the congratulations 


of all Pennmutualists: 


George Sydney Barton - 


George C. Claussen - 
Maurice R. Coulson - 
D. William Dewar - 
J. Edward Duker, Jr. 
Daniel F. Flynn - - 
John W. Fuss - - - 
William P. Grant- - 
John C, Hurd- - - 
James C. Ross, Jr. - 
Fred D. Saissline - - 
Kelsey Slocom- - - 
Louis J. Oswald, Jr.- 


Schnell Agency, Los Angeles 
Erbland Agency, Portland, Ore. 
Jernigan Agency, Wichita 

Stull Agency, Seattle 

Bethea Agency, New York City 
Schnell Agency, Los Angeles 
Reese Agency, Philadelphia 
Schnell Agency, Los Angeles 
Faser Agency, Boston 

Reese Agency, Philadel,hia 
Schauer Agency, Detroit 
Erbland Agency, Portland, Ore. 
Agency Department 


THE PENN MUTUAL LIFE INSURANCE CO. 
INDEPENDENCE SQUARE, PHILADELPHIA 





Zalinski Chosen By 
NALU Trustees As 
Management Head 


Ask Imig, Acting Executive Vice 
President, to Be Liaison Between 
Headquarters and Field 


ZALINSKI’S QUICK RISE 


Launched Underwriter Training 
Courses; Scenes at Convention; 
Some Personalities in Spotlight 











By CLarENcE AXMAN 

Cincinnati, Sept. 14—Edmund L. G. 
Zalinski, who in a short time has be- 
come nationally known in the life insur- 
ance production field and who has been 
managing director of the Life Under- 
writer Training Council since its organi- 
zation two and a half years ago, is the 
choice of the NALU board of trustees 
for executive vice president of the asso- 
ciation. The board voted for Mr. Zalinski 
at a late session today. He will assume 
his new duties in a few weeks, it is 
believed, as he is now engaged in work- 
ing out the details of a new training 
course. 

The position of executive vice presi- 
dent of NALU was the post occupied 
by James E. Rutherford who, after a 
long career with NALU, resigned to go 
with the Prudential as a vice president 
and to work .in association with Orville 
Beal, vice president in charge of Indus- 
trial production. When Mr. Rutherford 
left the association Richard Imig came 
in on a temporary basis in the position 
of acting executive vice president. For 
a considerable time a trustee of the 
association, he had been a _ successful 
agent of New York Life in Sheboygan, 
Wis., and had reached the Senior Nylic 
status. He was about to take a year’s 
sabbatical leave when a committee of 


five of NALU recommended to the trus- 
tees that he come in for a temporary 
period as acting managing head of the 
association. The committee consisted of 
Clifford H. Orr, Judd C. Benson, John 
Moynahan, Harry Gardiner and Clancy 
Connell. Benson will be elected president 
of the association and Moynahan will be 
elected vice president this week. 


Offer New Post to Imig 


At Wednesday morning’s session of 
National Council, President Clifford H. 
Orr announced that NALU had created 
a new department of direct service to 
state and local Associations of Life 
Underwriters and that the position had 
officially been offered to Mr. Imig. He 
added that Imig was the unanimous 
choice of the board by reason of his 
display of interest in the affairs of the 


(Continued on Page 7) 
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A current John Hancock advertisement which indicates how the spirit of American Independence is fostered and 
strengthened by Life Insurance. So that these benefits may be shared by all, the John Hancock offers life insurance in all its forms: 
life, endowment and term policies, juvenile insurance, retirement income policies, annuity contracts, and all plans of group coverage. 

She shared it all—the hardship, the danger, the work and the glory. She was Molly Pitcher, standing by the cannon when her husband fell, 
and Nancy Hanks Line rearing ¢ Si i 
Whatever happened, she was there. anc mney . “ “ incela, reariag a president in homespun, 
Whatev “mange eae She was Clara Barton, nursing the wounded, 
atever got Cone, she did her part. and Jane Addams, caring for the poor. 
She was pioneer, explorer, fighter, sod-buster, A She was a billion different women who made this country home. 
wagon-driver, farmer, carpenter, weaver, economist, teacher, 
4 nurse—maker of statesmen and of citizens. And she is one woman, bearing your name... 
3 sharing the hardship, the work 2 
She was the gentleness a troubled man came home to. Saateerie oo : "P : os ss maenapery 
She was the reassuring voice that quieted the childrc’s f ee 
as assuring at q : : Whatever gets done, she does her part. 
when the coyotes bayed around the cabin at night. 
She was the strength to try again when the crop fai « (, mm tion of this, some 78 million Americans hold life insurance 
when the shop burned down, when the money ran 01 jue. among their most valued possessions, 
i tery a 
; Shop Cz ve MUTUAL LIFE INSURANCE COMPANY 
ers > BOSTON, MASSACHUSETTS 
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“NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 





Cincinnati, Sept. 15—Few life insur- 
ance men have as broad and full a 
background as John D. Moynahan, new 
vice president of the National Associa- 
tion. Manager of the Metropolitan Life’s 
Chicago west suburban agency at Ber- 
wyn, he started his life insurance ex- 
perience as a clerk in the Springfield, 
Mass., office of Metropolitan Life while 
his father was an outstanding manager 
for Metropolitan in New England. From 
the office he went out on a debit as an 
agent and has had all the experience of 
working up through the organization un- 
til in 1935 he was appointed to his pres- 
ent post. 

His agency produces around $5,000,000 
of new Ordinary business annually in 
addition to weekly and monthly pre- 
mium, accident and health and Group 
insurance. Some large business cases 
are handled, it being no novelty to put 
through $100,000 and $200,000 business 
insurance policies. Under his supervision 
are about thirty-five agerts, four as- 
sistant managers and a dozen clerks. 

Some may wonder how Mr. Moynahan 
can find time to give to his other activi- 
ties which have been numerous. In 1938 
he was head of the Chicago Chapter of 
CLU. In 1940 he headed the Life Agency 
Managers of Chicago. In 1941 he was 
elected president of the national body 
of CLU which during his administration 
became the American Society of CLU. 
In 1944 he was elected president of the 


John D. Moynahan, Vice President, 
Has Broad Insurance Background 





JOHN D. MOYNAHAN 
Chicago Association of Life Underwrit- 


ers. He became a trustee of NALU, 
was last year elected secretary and has 
served on many committees for years. 
Among civic activities, he has headed the 
usual drives and is a director of the 
Commerce National Bank of Berwyn. 





Harry Gardiner, New York, 


Reelected as Treasurer 


HARRY GARDINER 


Cincinnati, Sept. 15—Harry Gardiner, 
general agent in New York for John 
Hancock Mutual Life, head of one of 
the largest agencies in the country and 
One of the substantial figures among 
Production forces, was slated for reelec- 
tion as treasurer. 








Treasurer Gardiner’s Report 


Cincinnati, Sept. 14—In his annual re- 
Port Treasurer Harry Gardiner of 
NALU said the assets of the association 





} had increased more than $27,000 and 





Nola Patterson Files New 
Complaint With Labor Board 


Cincinnati, Sept. 14—Nola Patterson, 
Atlanta agent, has begun a new series 
of complaints which she will file with 
the National Labor Relations Board. 
First was filed against agents associa- 
tion of New York Life. 





Group Visits Blue Grass 


Cincinnati, Sept. 13—A number of in- 
surance men who are attending the Na- 
tional Association convention here made 
a special trip to the Blue Grass section 
of Kentucky visiting stock farms and 
seeing famous race horses. They were 
entertained in Lexington by the local 
Life Underwriters Association. 


To Promote Council Groups 


Cincinnati, Sept. 13—At a meeting of 
the NALU Committee on Agents, the 
committee approved a set of principles 
and procedures in setting up a board of 
field underwriters or agents advisory 
councils. In connection therewith the 
committee recommended that kits be 
prepared and sent to 25 of the larger 
associations with a view to promoting 
the organization of such councils therein. 





sale of advertising in the Life Associa- 
tion News had increased nearly $12,000. 
One of the major and unforeseen ex- 
penses were those incurred in connec- 
tion with the National Labor Relations 
Board case which amounted to nearly 
$25,000 during the fiscal year. Total gross 
income of the association for the year 


amounted to $194,000. 


Judd C. Benson New President Was 
Farm Boy Who Becamea Teacher 


Cincinnati, Sept. 15—Judd C. Benson, 
who this week becomes president of the 
National Association of Life Underwrit- 
is a former farm boy who became 


ers, 
a teacher and then, entering life in- 
surance, made good not only in the 


production end of life insurance but also 
became chairman of some of the most im- 
portant NALU committees. He has fre- 
quently appeared in Washington before 
committees of Congress on taxation and 
Social Security matters. The town where 
he spent his boyhood is Ogallah, Kan- 
sas, and he has continued his interest 
in agriculture as he is still associated 
with his father in ownership of a two 
thousand five hundred acre wheat ranch 
at Ogallah. Incidentally that farm is lo- 
cated exactly halfway between Kansas 
City and Denver. Ogallah is on the 
Union Pacific. 

Mr. Benson taught school in Trego 
County, Kansas, between the time he 
went to high school and then to college. 
The college was the School of Business 
Administration, University of Kansas. 
After leaving college he again became a 
teacher, this time in high school at Eu- 
dora, Kansas, which is eight miles from 
Lawrence where the University of Kan- 
sas is located. He left the educational 
field to become an agent of the Equi- 
table Society in Hutchinson, Kan., re- 
maining there for five years. When he 
left to go with A. M. “Pick” Emery, fa- 
mous Kansas City general agent of 
Equitable, who recently retired, he was 
in Equitable’s half million dollar club. 
Next move was from Kansas City to 
Wichita as assistant manager of Union 
Central in January, 1929, remaining there 
for a year and a half, and in July, 1930, 
he became general agent for Union Cen- 
tral in Kansas City. In January, 1936, 
he was called to Union Central’s home 
office as assistant superintendent of 
agencies and after three months was ap- 
pointed general manager of the com- 
pany’s home office agency which at pres- 





James Moon Studio 
JUDD C. BENSON 


ent time has more than ninety-eight mil- 


lions in force. Mr. Benson’s first NALU 
convention was the one held in Denver. 
He became a prominent figure in NALU 
at the time of its Pittsburgh convention. 
For some years he was a trustee and in 
1947 was made chairman of Social Se- 
curity committee and he has been chair- 
man of Federal law and legislation com- 
mittee since 1945. 

At last year’s convention he was 
elected vice president. He is a forceful- 
convincing speaker and his Kansas 
friends recall that when a senior in high 
school he won the western Kansas ora- 
torical contest. Mr. and Mrs. Benson 
have a son, John, who is attending Coun- 
try Day School in Cincinnati. 





Hold Amer. College Dinner; 
Tributes, Officers Elected 


Cincinnati, Sept. 13—Resolutions were 
passed by leading educational organiza- 
tions in the business at the dinner to- 
night of American College of Life Un- 
derwriters trustees in which high tribute 
was paid to Julian S. Myrick, chairman 
of the American College. The organiza- 
tions are American College, American 
Society of CLU, Philadelphia and Boston 
Chapters CLU. The resolution said these 
organizations have contributed all of the 
equipment necessary to furnish a board 
room and reception space of the col- 
lege’s first permanent home which is at 
3924 Walnut Street, Philadelphia. The 
room so equipped is to be designated 
The Myrick Room. It will permanently 
record the boards’ appreciation for My- 
rick’s “Unselfish service and judicious 
demonstration of his responsibilities to 
the college.” Also the board accepted a 
painting of Myrick, the gift of Mutual 
Life of New York, which will be hung 
in the board room at 3924 Walnut. 
A portrait of Ernest J. Clark, a founder 
of the college, will be hung in the recep- 
tion hall. 

New members of board of American 
College of Life Underwriters are E. M. 
McConney, president, Society of Actu- 
aries, and president, Bankers Life; Vin- 
cent B. Coffin, vice president, Equitable 
Society. Officers of American College 


Illinois State Ass’n Shows 
Movies in High Schools 


Cincinnati, Sept. 1I3—NALU committee 
on public information today heard how 
Illinois State Life Underwriters Asso- 
ciation is interesting high schools in life 
insurance through motion 
pictures. The association has one picture 


medium of 
finished which tells what life insurance 
means to students and two other pictures 
are in preparation bearing the titles, 


“How Life Insurance Works” and 
“Planning Your Life Insurance.” 
The pictures were described to the 


committee by Robert I. Mehr, University 
of Illinois faculty. He has been teaching 
insurance in several colleges since leav- 
ing Wharton School where he was first 
student to get a Huebner Foundation 
scholarship. President of Illinois Asso- 
ciation of Life Underwriters is Ester 
Wardwell, Connecticut Mutual, Peoria. 
Chairman of Illinois Association educa- 
tional committee is Ray Martin. 





board elected for coming year are My- 
rick, chairman; Dr. S. S. Huebner, 
president; Dr. David McCahan, dean; 
Joseph H. Reese, general agent, Penn 


Mutual Life, Philadelphia, secretary; 
Sewell W. Hodge, Provident Mutual, 
Philadelphia, treasurer, and Robert 


Dechert, Philadelphia, counsel. 
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Cornerstone of many a family’s future security is a National Life policy. 


Time was when life insurance offered little more than death benefits. 
Nowadays, life insurance can do many things for you — offers you a broad 
variety of protection. You need the services of a trained specialist to show you 
how to make every dollar you invest work its hardest for you and your family. 


Such experienced family advisors are the National Life General Agents 
whose names appear above. Such, too, are the hundreds of National Life 
local representatives in cities and towns throughout the country. Call upon 
them freely. Their friendly help and sound advice are yours for the asking. 
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NATIONAL LI FE 


Insurance Compan ay 


HOME OFFICE— MONTPELIER 


VERMONT 





SOLID AS THE GRANITE HILLS OF VERMONT 


FOUNDED 1850 © A MUTUAL COMPANY 
OWNED BY ITS POLICYHOLDERS 


COPYRIGHT 1949 BY NATIONAL LIFE INSURANCE COMPANY 


“See your National Life underwriter at least once a year” 


September 16, 1949 
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Orr Calls NALU Professional Body 


Never Intended To Be a Bargaining Organization; Its Com- 
pensation and Social Security Committees 
Will Continue Active 


Taking the position that the National 
Association of Life Underwriters is a 
professional body retiring President Clif- 
ford H. Orr in his annual report to the 
NALU at Cincinnati this week made 
some comments on the present status 
of the association as the result of the 
complaint of Nola Patterson, Atlanta 
agent, filed with National Labor Rela- 
tions Boards in which activities ot 
NALU were questioned. He said in part: 

“In that complaint she contended that 
we were essentially a bargaining group 
and that various companies and com- 
pany organizations were violating the 
labor law through ‘subsidization, domina- 
tion and control’ of the National As- 
sociation of Life Underwriters. We all 
knew that the charges were without 
foundation in fact and that we never 
have been and never have intended to 
be a bargaining organization. Despite 
this knowledge, it was necessary under 
our system of law for us to properly 
defend ourselves. This was done. That 
the charges were dismissed and no com- 
plaint filed by the National Labor Rela- 
tions Board is now well known history. 
This case provided the basis for a com- 
plete reexamination of all of our various 
activities and has provided a clear cut 
chart for our present and immediate 
future undertakings. Both the national 
council and our board of trustees at 
Miami in March of this year unani- 
mously reaffirmed the statement that 
we are not and never intended to be a 
bargaining organization but rather one 
of a professional nature. I repeat that 
this position was unanimously reaffirmed 
by both of our administrative groups. 


Objectives of NALU not Affected 


“Much speculation has arisen among 
some of our members who have not had 
the opportunity to obtain intimate 
knowledge of our activities as to just 
which, if any, of the things we have 
been doing must be discontinued and to 
which of our activities we may continue 
to devote our energy and attention. If 
you will read the objects of the NALU 
you will find that they all pertain to the 
activities of a professional organization. 
There is nothing whatsoever in the case 
which is under discussion that in any 
way will or can affect our work in 
carrying out the basic objectives of this 
Association, Through the years our work 
has grown and expanded but I can state 
without equivocation that not one of our 
committees must be discontinued and the 
basic work of each of them as hereto- 
lore carried on will continue. 

“Our Agents’ Compensation Commit- 
tee may continue its efforts along lines 
of research in this subject. Our commit- 
tee on Social Security may continue 
Its activities in legislative halls in our 
continued effort to have old age and 
survivor insurance benefits extended to 
include all who are gainfully employed, 
including ordinary agents who may be 
classified as independent contractors. 
We cannot attempt to implement the 
Work of any of our committees through 
efforts to have individual companies 
adopt recommended procedures. We 
cannot as an association urge compa- 
mes to extend Social Security coverage 
to agents through a re-definition of their 
Status. The major work of this associa- 
tion throughout the years has lain in 
educational channels, in the work of our 
law and legislative committees both state 
and national, in the promotion of local, 
State and national meetings for the fel- 
lowship and improvement of ourselves 
as individuals and through the promo- 
tion of such organizations as the Mil- 
lion and Quarter Million Dollar Round 
Tables, National Quality Award, etc. In 
all of these activities, and in many others 





Bachrach 
CLIFFORD H. ORR 


of kindred nature, we may continue our 
endeavors for the benefit of all life in- 
surance fieldmen. 
Many in Organization Belong to Labor 
Organizations 
“Please observe that I am offering no 
criticism of labor organizations nor am 





effectively 
calamities. 





President Truman Praises Life Insurance 

High praise of life insurance, given by President Truman in a letter 
to President Clifford H. Orr of NALU, was read at the annual convention 
this week. In part the President’s letter follows: 

The life insurance companies of the United States now occupy an 
extremely important position in the economic life of our nation. They 
have taken the relatively small savings of vast numbers of Americans and 
converted them into substantial investments in our industries, in our public 
utilities, in housing and in Government bonds. To a significant extent, 
therefore, our economic strength depends upon the wisdom with which 
they perform their heavy responsibilities. 

The Fair Deal program of the administration has sought to expand 
the Social Security System so that more people might build for themselves 
a minimum security against their declining years. That program will serve 
as an incentive to many of our citizens to exert greater efforts on their 
own behalf. It will stimulate them to undertake, with the assistance of 
reputable insurance counselors, private insurance plans designed to bring 
them and their dependents increased individual security at higher levels 
than can be provided by Government. 

The life insurance companies have done a commendable job in selling 
peace of mind in the future and in showing the individual how he can 
safeguard his home and his loved ones against 


unforeseen 








| offering condemnation of those who 
belong or wish to belong to such groups. 
We have within our present member- 
ship many who likewise belong to a 
labor organization. I have simply re- 
stated the policy of this association as 
unanimously reaffirmed at Miami that 
we are and expect to continue as purely 
a professional group. The lines have 
been clearly defined as to the activities 
in which we may continue to engage as 
a professional trade association. You 
and each of you will determine the fu- 
ture course of this organization. You, 
the members of each local and state as- 
sociation elect two members to represent 
you at the meetings of our National 
Council. These members of the National 
Council in turn elect your national offi- 
cers and trustees. This board of trustees 
finally acts as the official governing body 
of your association. 
Care in Selection of Trustees 
“May I suggest that it is now more 
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important than ever that if you wish 
this organization to continue to function 
in accordance with its historical and re- 
affirmed professional activities, then it 
is encumbent upon you to elect coun- 
cil and board members who will carry 
out that policy. It is more important 
than ever before that each candidate 
who is presented for membership on our 
board of trustees be carefully screened 
by both those who would promise his 
candidacy and by those who will finally 
cast the ballots to ascertain whether or 
not that candidate will perform accord- 
ing to the wishes of the membership. 
“There has been much discussion in 
late years regarding candidates for office 
as to whether they are agents or have 
managerial responsibility. All of us 
would welcome more agents who are 
competent offering themselves for serv- 
ice on our board. I submit to you, how- 
ever, the thought that a man’s title is 
not of utmost importance. Whether the 
candidate is male or female, white, black, 
yellow or red is not of vital significance. 
What does matter and what you should 
ascertain before casting your ballots is 
the philosophy and thinking of the can- 
didate involved. Will he reflect not only 
publicly but in meetings of the board 
the policies you wish this organization 
to pursue? This is a democratic organi- 
zation and it is up to you to decide not 
only this year but in the years to come 
as to the type of men and women that 
you wish to represent you in the gov- 
erning bodies of our organization. And 
may I suggest as a concluding thought 
in this part of my message that you 
yourself closely examine your own think- 
ing to be sure that what you want is for 
the good of our industry and for your 
own long term good. As I have traveled 
from coast to coast and from the north 
into the south, at every stop I have 
found sound, conservative, deep thinking 
men whose years of experience have 
marked a channel through which there 
is safe sailing. 
Optimistic About Expanded Activities 


“As a prophet I have no qualifications. 
However, I foresee for this organiza- 
tion expanded activities in the interest 
of its members. It likewise appears to 
me that for the greatest good, this ac- 
tivity must lie in our well defined chan- 
ne's. As the performance of underwrit- 
ers is improved, as the standards are 
raised, as our service to policyholders 
become more skilled and _ professional, 
so, I believe, we will all advance.” 


June 30 Membership 48,470 


Chicago leads all local associations 
with a membership of 2,349 as of June 30 
with New York second having 2,174, ac- 
cording to the report of the membership 
committee, Herbert R. Hill, chairman. 
Pittsburgh was third, 1,193, then Los 
Angeles 985, Boston 939, Philadelphia 
807, Cleveland 803, Atlanta 578. Detroit 
524, San Francisco 51]. 

Total National Association 
ship as of June 30 was 48,470. 
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"Theres LIFE in che BERKSHIRE!” 


“Yes, Sir! The Berkshire is right on the 
ball with practical sales helps for the men in the 
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field. Take, for example, this new streamlined direct 
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"There 4 LIFE in the BERKSHIRE!” 


You must be referring 0 the Berkshire» new form of 
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" Theres WEE wt the BERKSHIRE!” 


“You bat! The Berkshire'’s full line of 
Preferred Rish life lines—Dovble Protec 
tion, Preferred Ordinary Life, Greded Pre- 









Premium retes—certainly give us the 
edge in the life msurance market today!” 
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This series of advertisements 
appeared in the insurance press 
this year to acquaint under- 
writers with Berkshire facilities. 
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Karl Krogue President CLU Society 


Cincinnati, Sept. 14—Karl K. Krogue 
branch manager, Business Men’s As- 
surance, Spokane, Wash., was elected 
president of the American Society of 
Chartered Life Underwriters in a mail 
ballot reported at the annual meeting 
of the society in Hotel Gibson this 
evening, Mr. Krogue was advanced from 
vice president. ; j 

Other officers elected are: vice presi- 
dent, Howard H. Cammack, Albany, N. 
y,, general agent, John Hancock Mu- 
tual; treasurer, Carl M. Spero, New 
York, N. Y., independent underwriter; 
secretary, James W. Smither, Jr., New 
Orleans, general agent, Union Central 

e. 

7 directors elected are: New Eng- 
land, New York and New Jersey district, 
Hobert E. Wilkins, Hartford, manager, 
Prudential; Middle Eastern district, 
Frank C. Wigginton, Pittsburgh, agency 
manager, Bankers Life of fowa; South- 
ern district, Foster A. Vineyard, Little 
Rock, Ark., general agent, Aetna Life; 
Middle Western district, Walter C. 
Mayer, Milwaukee, agent, Mutual Bene- 
fit Life; Western district, Hugh W. 
Davy, San Francisco, manager, Home 
Life of New York; and director to fill 





Tribute to J. E. Rutherford 


In his annual address delivered in 
Cincinnati this week President Clif- 
ford H. Orr of NALU said: 

“Precluding all else, may I repeat 
my Miami statement of the apprecia- 
tion and affection we all feel toward 
our former executive vice president, 
James E. Rutherford. During the six 
and a half years he served us in the 
highest staff office our organization 
grew tremendously, not only numeri- 
cally but likewise in activities for the 
good of all fieldmen and their policy- 
holders. Similarly, the industry itself 
benefited as the result of the improve- 
ment in standards brought about by 
the many activities in which the 
NALU has been engaged. Jim will 
occupy a permanent niche in our Hall 
of Fame. Although we will feei his 
loss and miss the soundness of his 
vision and advice I know we will al- 
ways have his interest. We wish him 
the best of all good fortune in his 
highly important new opportunities.” 

Mr. Rutherford is now a vice pres- 
ident of The Prudential. 





Elder on Advantage of 
Making Phone Engagements 


The successful experience he has had 
with the telephone was theme of the 
talk before National Sales Seminar of 
NALU this week by Andrew J. Elder, 
CLU, agent of London Life in Toronto. 
He believes in calling up a prospect, 
making an appointment and then ap- 
pearing with a planned sales idea. He 
had been doing package selling, but did 
not always have a referred lead. A re- 
ferred lead and an interesting approach 
are as useful by phone as they are on 
a personal call. He gave a number of 
examples of telephone conversations. 

Even by telephone he was able to 
arrange to have prospects come to his 
office, which saves him time. Also, he 
found that because he was in the habit 
of phoning his clients that they also 
phone him. 

“Consider your relationship to the 
switchboard girl or your prospect’s sec- 
retary when you call on a prospect for 
the first time,” he said. “Here is a girl 
who is paid to keep salesmen away 
from her employer and often is expert 
in doing so. Do you enjoy calling to 
see a man only to be turned away by 
the switchboard operator? How much 
better it is to make the first call by 
telephone, and then you come to the 
Secretary as a friend with an appoint- 
ment, and she will assist you on future 
calls. Then, too, selling the interview 
by phone is low pressure selling.” 


vacancy in Middle Western district, Roy 
E. Stringer, Detroit, agent, State Mu- 
tual Life. 

Mr. Krogue is a native of Montpelier, 
Idaho, and was graduated from the Uni- 
versity of Utah in 1929. He joined the 
Business Men’s Assurance at Salt Lake 
City, as an agent in 1930, and served 
as district supervisor. He was awarded 
the CLU designation in 1938. 

In 1941 he opened a new branch office 
as manager at Spokane. His - agency, 
with nine associates, attained a paid- 
for volume of new business of approxi- 
mately $3,000,000 of insurance for the 
year 1948, including life, health, and 
accident business. 

Mr. Krogue has held many offices in 
life underwriter organizations, He was 
president of the Spokane General 
Agents and Managers club, and presi- 
dent of the Washington State Associa- 
tion of Life Underwriters. He served 
as a member of several committees of 
the National Association of Life Under- 
writers. 


Mr. Krogue has been active in life 
insurance education for many years. He 
served as instructor in-CLU classes in 
Utah and Washington. He was a mem- 
ber of the editorial board of the “CLU 
Journal,” and has served as a director 
and officer of the American Society of 
Chartered Life Underwriters since 1945. 

He is widely active in civic affairs. He 
served in War Bond, Red Cross, and 
Spokane Community Welfare Federation 
campaigns. 

He was president of the Greater 
Spokane Music Festival, and president 
of the Spokane Philharmonic Orchestra. 
He is a member of Westminster Con- 
gregational Church, the Spokane Club, 
University Club, Early Birds Club, Press 
Club, B. O. F. Club, Horseman’s Club, 
Spokane Garden Club, Camera Club, and 
the Spokane Race Relations Council. 


Zalinski Named 


(Continued from Page 1) 


association during the time he served in 
the emergency position of acting execu- 
tive vice president. Mr. Imig is now 
giving consideration to whether he will 
continue with NALU in this new posi- 
tion when the new board of trustees 
meets on Saturday. 
Zalinski’s Career 


Born in Salt Lake City in 1915, Ed- 
mund Louis Gray Zalinski majored in 
economics at Cornell University from 
which he was graduated in 1936. He 
then attended the Harvard School of 
Business Administration, concentrating 
on sales management, and graduating 
with an M.B.A. in 1938. That year he 
joined New York Life as an agent, was 
later made an agency director and in 
the next four years managed three of 
the company’s New York City branch 
offices each involving greater responsi- 
bilities. ; 

He received the CLU designation in 
1941 and New York University in 1944 
conferred upon him the degree of Doc- 
tor of Philosophy with honors. In 1946 
he became manager of New York Life’s 
Connecticut branch at New Haven and 
in the first year doubled the agency’s 
production. He served on committees of 
the Greater New York Life Managers 
Association, New York Chapter of CLU, 
Midtown Managers Association and Life 
Underwriters Association of New York 
Citv. He is an Episcopalian, married 
and has two children. 


Early Scenes at 60th Convention 


This is the 60th annual convention of 
NALU and the hotels begar to fill up 
early. One of the first arrivals was 
Ernest J. Clark, state agent emeritus 
for John Hancock for Maryland, who 
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EDMUND L. G. ZALINSKI 


was president of NALU when it met 
in Cincinnati 30 years ago. With two 
exceptions he has attended every con- 
vention of NALU since 1900. 

Another early arrival and a _ con- 
sistent annual convention goer is John 
Blaine of Guatemala, who is here with 
his son, a graduate of a Kentucky Col- 
lege who is joining his father’s agency 
which has jurisdiction over all Central 
American territory. 

But the arrival awaited with the great- 
est interest is that of Senator Robert 
A. Taft who on Friday will address the 
American College of Life Underwriters 
on a subject interesting life insurance 
more than any other. Because Senator 
Taft is the chief spokesman of views 
reflecting American business enterprise 
and is the outstanding creator of public 
opinion on that topic, his views will 
have an unusually wide circulation judg- 
ing by the newspaper demand for copies 
of his address. The convention was for- 
tunate enough to get the acceptance of 
Senator Taft through President W. 
Howard Cox of Union Central, long 
a close personal friend and a great ad- 
mirer of the Senator. Taft will be intro- 
duced by Julian S. Myrick, chairman of 
American College, former president of 
NALU and former vice president of 
Mutual Life of New York. 

Another address which will be given 
hearing will be that of President Shanks 
of Prudential who will speak Thursday 
at a main session. One of the early 
demonstrations here was an _ ovation 
given to Grant Taggart, the Wyoming 
million dollar writer and former presi- 
dent of NALU who a month or so ago 
agreed to become a trustee filling a 
vacancy created when Mr. Imig joined 
the executive headquarters in New York. 
Taggart received an ovation at a meet- 
ing of the trustees. 


Equitable’s Convention at 
Atlantic City Biggest Ever 


Atlantic City, Sept. 15—Largest insur- 
ance convention ever held is probably 
that of the Equitable Society of New 
York meeting here this week. Business 
sessions and banquet will be in Atlan- 
tic City Auditorium. More than 3,000 
are expected to attend and among them 
will be the the Society. 
More than half a dozen hotels are be- 
used to 
gathering of 


directors of 


ing accommodate this great 


people. Presi- 
dent Thomas I. Parkinson will address 


insurance 


the banquet tonight. Among officers to 
speak at the business sessions of agents 
Friday are Vice Presidents V. S. Welch 


and R. D. Murphy. 

























Women Agents Should Talk 


Women should turn the spotlight more 
life 
said Margaret Divver, advertising mana- 
Hancock, addressing the 
underwriters NALU 
She said women find happi- 


on their work as insurance agents, 


ger of John 


women session of 


this week. 


ness and satisfaction in the profession 


of life insurance and there should be 
more women selling it. 

“When you search for the reason why 
so crowded 


to find 


fields of endeavor are 


is difficult 


other 
with women, while 
life 
communities to 
bridge you will find an amazing reticence 
life 


women in most 


table 


enough insurance 


make up a for 


on the part of insurance women to 


make known their profound joy and 
satisfaction in their chosen work,” she 
said. “Therein lies part of the answer 


to the mystery of why the prestige en- 
the life 

reflected 
There just isn’t enough of 
adver- 


insurance business is 


in the prestige 


joyed by 
not sufficiently 
of its agents. 

that 
tising applied to the selling of life insur- 


wonderful mouth-to-mouth 


as compared to the 
devoted to life insurance itself. 
Life insurance at work lacks no voice 
to praise it; the life insurance woman 
at work is too silent as to her accom- 
plishment.” 


Women Too Reticent About 
Accomplishments 


ance aS a career 


amount 


“At various times I have interviewed 
many of you for press purposes—and I 
have always come away with new and 
exciting stories about what life insurance 
does—but the clam has nothing on you 
when it comes to secreting information 
as to what selling life insurance has done 
for you as a person—for your Way of 
life—and your happiness. You are great 
boosters for life insurance—but the ca- 
reer of selling life insurance is some- 
thing few of you ever want to talk 
about.” 

To women who have the selling in- 
stinct there is no better time to sell the 
satisfactions of the job than now, when 
the gleam is in their eye and the compe- 
tition for the consumer’s dollar is so 
keen. The end of the buyer’s market is 
the beginning of a new era for the sales- 
man. Many women who can sell are 
standing at a crossroads right now, try- 
ing to decide where they will take their 
talents. In a buyer’s market they are 


in a position to pick their employers, 
they can afford to select the job which 
is most interesting as well as most 


lucrative. “Who is better equipped to 
sell them on the job than the women 
like you who hold a position of leader- 
ship in the business? Who is in a better 
position to shout—‘Come on in, the 
water’s fine,’ than those of you who have 


shown your skill in swimming against 
the current as well as with?” asked 
Miss Divver. 


“If it is true that 75% of all the goods 
and services are sold by 25% of the sales 
force, then you women are the influential 
25 percenters. It is up to you to match 
in optimism about the job the pessimism 
of those who are less accomplished at 
listening and therefore more inclined to 
find an audience when they dwell on the 
difficulties of the job and overlook its 
satisfactions. 


Both Spirit and Ability Count 


“T sometimes think the real difference 
between you women who are making 
good at selling and those who are just 
getting by is a difference in attitude and 
in spirit as much as in ability. More 
than the urge to earn is behind your ac- 
co mplishment. No matter how you may 
differ in personality or methods, there 
is one characteristic you all have in com- 


About Their Work 


mon, You are in love with your work. 
And that sort of spirit admits of no easy 
attitude toward success or failure, to 
ward working or relaxing. Behind it is 
an urge almost missionary in character 
to carry the great benefits of life in- 
surance into as many homes as you can 
reach. If you women would extend some 
of that attitude toward a project to at- 
tract to the field of life insurance sell 
ing women of character and distinction, 
women of real selling ability and com- 
munity sense—in short women like your- 


selves—you would be discharging an im- 
portant and pressing obligation to the 
business you love. 

“Like life insurance itself, the busi- 
ness of life insurance selling is one 
which needs no glamorizing to make it 
attractive. But it does need the spot- 
light of truth thrown on it to reveal it 


clearly. You can help do that by revers- 
ing your role as good listeners and start 
talking about what the business has done 
for you individually. It is not enough 
to say, ‘It’s a wonderful business—I love 
it!’ though even that phrase repeated 
often enough would be a potent one. 
Women who want to earn a living and 
have to be practical in terms of dollars 
and cents need more concrete informa 
tion than that. They want to know what 
they can get in return for their services. 
Introduce them to your way of life 
Show them what the business has made 
possible for you in comfortable living, in 
travel, in education for vour children, in 
achieving long-sought objectives, as well 


as in the deep-down satisfaction that 
sends you off to sleep contentedly at 
night. Turn the spotlight on yourself. 


You can stand the harsh light of reality 
—and you'll be doing a service, not only 
to the business, but to other women who 
will find as much joy in it as you do.” 
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Women’s $250,000 Round 
Table’s 36 New Members 


COMPLETE MEMBERSHIP IS 185 


New York Life Has More New Mem- 
bers Than Any Company; Emma 
McConnell Chairman 


Of the country’s leading women pro- 
ducers 185 qualified for the 1949 Wom- 
en’s Quarter Million Dollar Round Table 
of the National Association of Life Un- 
derwriters, Emma McConnell, Volunteer 
State Life, Chattanooga, chairman of the 
group, announced at Round Table’s ses- 
sion in Cincinnati. 

Included in this year’s membership are 
36 women who have qualified for the 
first time this year; 24 who have quali- 
fied for two successive years; 27 who are 
life members; 52 who are life and 
qualifying members; 44 who are renew- 
ing life members; and Sara Frances 
Jones, CLU, Equitable Society who is 
an honorary member. 

The first year qualifiers for the 
Round Table follow: 


Aetna: Ruth L. Skillern, St. Louis. 

Canada Life: Anabel T. Allison, 
Ore. 

Companion Life: 


1949 


Portland, 


Jean Besser, New York City. 


Connecticut Mutual: Jean Weber, San An- 
tonio, Tex, 

T. Eaton Life: Bessie R. Abell, Toronto; 
Helen G. Fisher, Winnipeg. 


Equitable Society: Florence L. Chapman, 


Hammond, Ind.; Imogene L. Zoller, Little Falls, 
‘Franklin Life: Mary K. Stuart, State Col- 
lege, Pa.; Mary Rodenberger, Salina, Kansas, 
_ Fidelity Mutual: Mary C. Bennett, Atlanta, 
aa. 

Iowa Life: Helen | a, Glidden, Ta. 
Manhattan Life: Lucille Salisbury, New 
York City. 

Massachusetts Mutual: Romola D. Hardy, 


Charlotte, N. C.; Evelyn R. Nussear, Baltimore, 
Md. 

Mutual Benefit: Frances F. White, Nashville, 
Tenn. ‘ 

Mutual Life: Ivy Gibson, Kosciusko, Miss. 

New York Life: Dorothy M. Boond, Lucille 
R. Roberts, New York City; Frances R. Bruce, 
Atlanta; LaVerne Guilfoyle, Doris Mansfield, 
Lynda M. Grothman, Chicago; Joanna _ Belle 
Gumm, Cleveland Heights, Ohio; Eve Byron 


Hickey, San Francisco. 
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Occidental: Grace Chow, Atlanta; 
Bozung, Los Angeles. 
New England Mutual: Keith W. 
St. Louis. 
Pan American: 
leans, 
Penn Mutual: 
Prudential: 


Susan L, 


La Beaume, 


B. B. Macfarlane, New Op. 
Elizabeth S. Mowatt, Miami. 


Dorothy L. Shinn, Columbus, Ind, 


Shenandoah Life: Bernard M. Berkel 
Roanoke, Va. , 
Southwestern: Williemett Andrus, San An. 


tonio. 


Union Central: Agnes Hauer, Cincinnati, 


Nell F. Burns Gives Some 
Don’ts in Pension Selling 


That there is a place for the woman 
agent in the Pension Trust field is the 
opinion of Nell F. Burns, an agent of 
New England Mutual Life in Birming- 
ham, Ala. In addressing the Women’s 
Quarter Million Dollar Round Table she 
also told when women should not try 
to write pension trusts. She shouldn't if 
shé does not have a substantial renewal 
income so that she can stand the finan- 
cial strain of “long dry spells’; or if 
she is of a temper rament which floors 
her if a case “blows up in her face” 
after working on it for weeks; or if she 
is not able to understand legal and 
Treasury Department angles; or if she 
lives in an area where there are only 
a few good corporations that might be 
prospects and the odds are against her 
selling more than one or two in her 
entire career; or if she doesn’t enjoy 
calling on top executives. 

“On the other hand,” she says, 
woman feels she can qualify in 
respects, the pension trusts represent 
one of the most satisfying, fascinating 
and lucrative fields in the entire insur- 
ance world. And there are some women 


a a 
those 


who can write them successfully. Cer- 
tainly, there are many by-products that 
this type of selling will reach because 


of the considerable spread of pension 
cases.” 





Self Discipline Necessary 
For Agents, Says Elsie Doyle 


The importance of self-discipline was 
emphasized by Elsie Doyle, Union Cen- 
tral, Cincinnati, in her NALU national 
sales seminar talk this week. Agents 
cannot retreat to their homes, close 
the door and turn a lock against busi- 
ness intrusions until another day. Some 
people prefer to discuss buying insur- 
ance when at home in midst of their 
families. Night is a good time to study 
and to plan. 

“Life insurance business demands and 
imposes a most rigid code of self-control 
and self-discipline,” she said. “We are 
in a one-man business in which one 
person holds all the offices in the organi- 
zation. As an administrator we can 
gather ideas and put the good ones and 
their stimulus into our sales talks. Self- 
discipline enables us to run_ business 
smoothly, to prevent breakdowns, slow- 
ups and other bottle necks. We must 
always be in a state of educational loco- 
motion. That means continuous gather- 
ing of knowledge of life insurance, of 
its policies, of the people we meet daily. 
Remembering to take advantage of all 
these things we enlarge our outlook on 
life and make good on our obligation 
to clients. Thus, our dreams become 
realities.” 





Little Federal Legislation 


There was no tax legislation affecting 
policyholders, or thé association during 
the first session of Congress and in view 
of the jammed condition of such vital 
things as appropriation bills the Associa- 
tion’s committee on Federal law and leg- 
islation, of which Judd C. Benson 1s 
chairman, did not think the time propi- 
tious to advocate passage of items ap- 
proved last year. Among these are elimi- 
nation of the premium payment test; 
change in the method of taxation of an- 
nuities; relief from tax on life insurance 
proceeds where there has been a trans- 
fer for a valuable consideration. 
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Want Changes in N.Y.’s Section 213 


Compensation Subcommittee Would Make Expense Limitation 
More Equitable and Understandable 


Recommendations for changes in New 
York’s expense limitation law, Sec. 213, 
to make it more equitable and under- 
standable were made to the National 
Council of the National Association at 
Cincinnati by the subcommittee of the 
committee on compensation. Chairman of 


this subcommittee is Spencer L. Mc- 
Carty. The report says: 
“Our committee recommends that if 


tis felt desirable to continue to control 
agents’ compensation under Section 213 
that it should be controlled by one type 
of control and not by the dual and over- 
lapping controls which exist in the pres- 
ent law. 

“In order to implement 
mendation, we would respectfully suggest 
that the control of agents’ compensation 
should be on a so-called ‘contract basis’ 


this recom- 


only. In other words, we recommend 
that the law set the maximum basis of 
compensation which may be paid on any 
policy to the agent of record in simple 
that 


monies paid as a result of such contracts 


and understandable language and 


be excluded from all other expense limi 


tations which may exist under the 
statute. 
“Our committee feels that the re- 


moval of the monies paid to agents, as 
suggested in recommendation 1 above, 
would necessitate the introduction of a 
new expense limit control governing the 
expenses of agencies and that this ex- 
pense limit should not differentiate be- 
tween the expenses permitted a comnany 
operating under a general agency or a 
branch office system. The net effect of 
this recommendation would be to elimi- 
nate present disparities which exist be- 
tween the expenses permitted under gen- 
ral agency and branch office companies. 
“Our committee recommends that a 
total company expense limit be retained 
but that the this 
expense limit should, as indicated, elimiu- 


expenses included in 





Keep Public Friendly to 
Business, Says College Head 


Dr. M. O. Ross, president, Butler Uni- 
versity, gave American College of Life 
Underwriters in Cincinnati this week 
his thoughts on significance of university 
and college participation in insurance 
educational developments. He also made 
a plea for conscious planning to aid in 
the creation of an effective international 
peace organization. 

“LT do not know what the odds are 
that in the predictable future we shall 
establish an effective international peace 
organization with an international court, 
common currency and international po- 
lice force,” he said. “I do know that 
when we establish such an organization 
we will have taken the first effective 
step in 300 years in putting an end to 
international warfare. Let us hope that 
the United Nations may be the first 
faltering step in that direction.” 

During his talk he urged that business 
and professional leaders aid in main- 
taining our system of economic and 
political democracy in supporting every 
effort to maintain competition in each 
Part of our business and economic life. 

One of the primary responsibilities of 
business men,” he said, “is to keep the 
public informed of the necessity of con- 
Stantly improving production and to keep 
It friendly to private business.” 


nate all monies paid to the agent of 
record for placing policies. 
“Our committee strongly feels that 


home office employes and fieldmen should 
be treated alike under the statute with 
respect to pensions, group insurance and 
other organized benefit plans. It is well 
known that home office employes and 
other businessmen receive such benefits 
without a reduction in their salaries. It 
seems only reasonable that agents and 
other fieldmen, who through long and 
meritorious service with their company, 
are entitled to these benefits, should re- 
ceive them without a reduction in their 
bases of compensation as is presently re- 
quired under Section 213. 

“Our committee finally recommends 
that any other inequalities which may 
have developed between groups in the 
industry, as a result of changing eco- 
nomic conditions since 1929, be corrected 
in the redrafting of the law. 

“It is the opinion of our committee 
that if our principles for amending the 
law be adopted, namely, that the statute 
should be made understandable and equi- 
table, great good can result to the busi- 
ness as a whole and to the general public. 
We, therefore, respectfully submit this 
report and ask that the Committee on 
Compensation approve it so that we may 
proceed with a further study of the 
specific recommendations which should 
be made to amend the law.” 


Pension Trust Law and Legislation 


The report of the committee on pen- 
sion trust law and legislation, Alfred J. 
Ostheimer III chairman, written before 
an expected conference with a similar 
committee of the American Bar Associa- 
tion in September, said: 

“The American Association has 
recommended that the Internal Revenue 
Code be amended so that an employer’s 
contribution to a so-called union welfare 
trust fund will be deductible under Sec- 
tion 23(a) rather than Section 23(p). 
Your Committee is naturally concerned 
about the confused position in the tax 
law of pension plans which are funded 
by contributions to welfare funds as the 
If em- 

plans 


Sar 


result of collective bargaining. 
ployer contributions 
which are included in union welfare funds 
(usually, the pension plan should account 
for the major part of the employer con- 
tributions) are to be granted preferential 
tax treatment, it is felt that serious dis- 
crimination against pension plans funded 


to pension 


separately and required to comply with 
Sections 165(a) and 23(p) would result. 
These Sections have been most carefully 
developed over a period of vears, having 
in mind both social policy and the pro- 
tection of tax revenue from abuses. With 
such detailed law and regulations as now 
exist, it is the Committee’s view that all 
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funded pension plans should be subject 
to the same requirements with respect to 
deductibility and all other pertinent mat- 
ters, whether they are operated as part 
of union welfare funds or otherwise. In 
view of the fact that the pension part of 
a union welfare fund could readily be 
segregated the other benefits, it 
would seem reasonable to require segre- 
gation and also to require that the pen- 
sion plan be treated like any other pen- 
sion plan for the purpose of determining 
the tax status of the employer, employ- 
ees and beneficiaries.” 

Another matter dealt with in the re- 
port was the tax consequences to a par- 
ticipant who receives a retirement in- 
come policy from a qualified plan. The 
report said: “Since our Midyear report 
was prepared, the Committee on Pension 
and Profit-Sharing Trusts of the Ameri- 
can Bar Association has held further dis- 
cussions on this subject with the Bureau 
with the result that revised thinking on 
the Bureau’s part is indicated. Upon the 
death of an insured under a qualified 
pension plan, only the life insurance por- 
tion of the contract is believed to be 
exempt from income taxation under Sec- 
tion 22(b) (1). However, if a retirement 
income contract is distributed to a par- 
ticipant and if the participant should 
thereafter die before maturity of the con- 
tract and while there is still a net life 
insurance element, the Bureau is appar- 
ently afraid that the entire death benefit 
might be exempt from income taxation 
because the contract would no longer be 
under the plan and might be treated as a 
privately purchased retirement income 
policy. Since the Bureau apparently feels 
that the participant should be taxed on 
any part of the cash value at the time 
of distribution which can possibly be 
used thereafter to provide life insurance 
protection, the Bureau indicates that the 
maturity value of the contract should be 
discounted for mortality as well as in- 
terest; then, the difference between such 
discounted maturity value and the cash 
value at distribution should be subject to 
tax in the year the contract is distributed. 
If the life insurance element has been 
eliminated from the contract entirely in 
one way or another before the contract is 
distributed, the Bureau seems to feel that 
the contract would be taxed as a retire- 
ment annuity unless the participant had 
the right to convert to an ordinary life 
or similar type of contract, in which case 


from 


the entire cash value would be taxed 
Naturally, adjustments would have to be 
made for any contributions made by the 


employe for any payment which lhe 
made to purchase the contract from the 


plan. It is your Committee’s intention 


to have a further conference with the 
Bureau on this subject in the near fu- 
ture. 





Agents Score by Sharing 
Problems of Prospects 


Given good health and a fair amount 
of intelligence an agent can accomplish 
anything if he works regularly, said Ann 
S. Liston at National Sales Seminar in 
Cincinnati this week. She paid for 
$1,300,000 in Northwestern Mutual dur- 
ing last club year. 

An open sesame to all agents is the 
innate desire of everyone to share 
problems. 

“It is this human desire that prompts 
man to be willing to listen to our 
proach. If we give an honest survey of 
his needs and present factual and realis- 
tic answers he cannot but accept what 
we suggest. 

“We must learn that our moods are 
temporary, a hard lesson to learn. If 
we are tired every pin may become the 
stab of a knife, every molehill a moun- 
tain, and we may forget that after a 
night’s rest the scene changes. We must 
not accept the depression of the day 
or the month as a permanent state of 
mind. 


ap- 
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Carrol Shanks Urges Alert Citizenry 
Guard Against Growing Welfare State 


Cincinnati, Sept. 15—The world is 
heading into a period of vast economic 
and social adjustment which will require 
the utmost vigilance on the part of the 
American people if they are to preserve 
their freedom and avoid the shackles and 
false security of the welfare state, in 
the opinion of Carrol M. Shanks, presi- 
dent of the Prudential, who addressed 
the main session of the NALU conven- 
tion here today. 

“An alert citizenry viewing current 
trends objectively and fearlessly is the 
only force which can ward off the pres- 
ent tendency to statism and the hacking 
away of our individual initiative and 
freedom,” said Mr. Shanks. “Obviously, 
our industry can meet none of the 
challenges which are presented by these 
changing times unless the bulk of the 
people enjoy the protection of the pri- 
vate insurance system. The industry can- 
not provide this protection nor will 
the people obtain it except through the 
services of the Agency System. Never- 
theless, the Agency System is one in- 
volving substantial cost. It cannot be 
otherwise. The insurance buyers of the 
country cannot be provided with the 
services of expert, professional men who 
must give considerable time in person to 
each case without substantial cost being 
involved. Doctor, lawyer or insurance 
man—personal attention by professional 
people costs money. And yet, there is 
no other way to do it. It behooves all 
of us to keep down costs where this 
properly can be done. Larger production 
per man, larger average policies, where 
this can be done and still cover all of 
the public, lower lapse rates, enhanced 
individual skill, all tend to lower unit 
costs—the goal to which we should 
strive. 


Role of Insurance Industry 


“The role of the insurance industry 
will be a crucial one in the preservation 
of our democracy in the years ahead. 
The industry has it within its power to 
help and, accordingly, has infinite re- 
sponsibility to do so. The role of the 
agent will be the central one in the 
drama. Don’t for a minute think that 
the Communists and_ fellow-travelers 
overlook this. That is one of the rea- 
sons why there will always be attacks 
upon private insurance and the Agency 
System. The industry clearly must be 
open-minded and flexible in its view- 
point. It must be willing to change and 
adjust in order to correct what needs 
correction, and to obviate all proper 
criticism. Economic and social develop- 
ments call for constant change and ad- 
justment in the industry. I believe that 
the industry is capable and willing to do 
what should be done as times change. 

“Nevertheless, many proposals made 
with respect to the industry and charges 
leveled against it are not well founded. 
For example, take the matter of equity 
capital and the constantly recurring sug- 
gestions that if the insurance industry 
would only furnish equity capital to 
business all would be well. By equity 
capittal I mean the money put in an 
enterprise behind any borrowed money, 
and representing control and ownership. 
Usually it is represented by stock. I 
personally believe that it will be possi- 
bie, through changes in law, valuation, 
etc., for the insurance companies to do 
something more in the way of providing 
equity capital than has been the case 
to date. However, insofar as any sub- 
stantial correcting of the difficulty in 
obtaining equity capital is concerned, 
we must list that as one of the things 
that it is not within the power of the 
industry to do. 


Taxation and Regulation 


“The fundamental difficulty with 
equity capital, I believe, lies in the realm 
of taxation and business regulation and 


control. The insurance company can 
neither lend nor put out equity money 
in the first instance unless 
someone who thinks he can make a go 
of a business and earn some return; 
otherwise he is unwilling to borrow or 
to provide the over-all direction of 
the enterprise which alone would call for 
equity capital. If the insurance company 
were to invest in the more seasoned 
stocks of some proven earning power, 
the result probably would be to bid up 
the price of the stocks in the market 
rather than actually to put new equity 
money into the industry. Indirectly, of 
course, such a bidding up of the price 
might enable the business enterprise to 
sell stock where otherwise it would be 
impossible because of the price being too 
low. The purchase of larger blocks of 
stock newly issued by going enterprises, 
generally speaking, would involve prob- 
lems and assumption of control which 
are not present in the case of lending 
and which the companies. generally 
should not assume. The problems of 
the life insurance industry are amply 
sufficient as they stand, and we should 
not be dragged into a position of con- 
trol in other industries. 

se é , 

New ventures, I think most policy- 
holders would agree, with their very 
high mortality rate are not proper fields 
for life insurance money except in 
amounts restricted to very small per- 
centages of the assets of the particular 
insurance company. With equities there 
is always the problem of swings in value 
which become very serious if any sub- 
stantial part of the assets of the in- 
surance company is invested in them. 
This, however, it seems to me, probably 
can be met in part at least with realistic 


there is , 


write-down provisions. The upshot of 
it all is, I believe, that insurance money 
cannot go into the equity field in suffi- 
cient quantity to have any substantial 
effect in solving the problem of the sup- 
ply of equity capital. That must wait 
upon the correction of fundamental con- 
ditions, taxation and controls, which 
will make equity capital investments at- 
tractive to the small and the large in- 
dividual investor. 

“It is said that insurance companies 
should invest money back in the com- 
munities from which the premiums come. 
No one will quarrel with this as a gen- 
eral statement, and we make a strenuous 
effort to do just that. However, when 
it comes down to practical problems of 
investment there are some important 
qualifications which must be made. The 
first is, of course, that money cannot 
be invested except in an area where 
the underlying conditions are such that 
there is a call for capital and there are 
enterprisers who believe that business 
can be done and a return earned upon 
the money. Mortgage money can go 
only where people need and want to 
build houses, buildings and plants. At 
any given time there will be different 
conditions in different parts of the 
country. For example, for some years 
past in my own particular company we 
have been investing in the West and 
the Southwest at a rate far in excess of 
the premium income from those areas. 
The Northeast and some other areas 
generate surplus funds, and the insur- 
ance industry performs the invaluable 
service of channeling these funds from 
the surplus section to the area needing 
and calling for capital. Under changed 
conditions other areas will call for and 
absorb capital. One thing is certain, the 
life insurance companies are always 
seeking good investments, wherever lo- 
cated. What they cannot do is invest 
money where there is no one who can 
put it to work for profit at reasonable 
risk, 

“In connection with housing, we con- 
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stantly hear various spokesmen Calling 
upon insurance companies to clear the 
slums and provide housing for the peo- 
ple. As a matter of fact, a most sub. 
stantial part of housing is made ayaij. 
able by insurance company mortgage 
lending; and various companies haye 
made large numbers of housing units 
available through direct construction and 
ownership. Here again, however, the 
main brunt of housing must be borne 
by individual builders and equity jp. 
vestors who can produce the structures 
with the aid of mortgage money from 
insurance companies and others. That js 
as it should be. The insurance com. 
panies should not be owners and land- 
lords of a large part of the nation’s 
housing. 

“One thing, however, we can do~— 
uniquely and well. That is sell and sery- 
ice Life Insurance—insurance which 
means security, stability and independ- 
ence to our people; security and stability 
acquired and maintained by private and 
personal thrift, initiative, self-reliance 
and_ self-respect. Through making it 
possible for our people themselves to 
provide their security and independence, 
we make possible a fearless, alert and 
objective citizenry, which is our only 
bulwark against what seems threatened 
in the looming all-powerful state. Our 
primary responsibility is to insure the 
people. That we can do—and will.” 








Estate Tax Law Discussed 
By Alberta M. Light, Detroit 


Alberta M. Light, supervisor, women’s 
division, National Life of Vermont in 
Detroit, discussed tax insurance before 
the Women’s Quarter Million Dollar 
Round Table in Detroit this week. She 
said that at the present time the possi- 
bilities under the new tax law for life 
insurance sales stem chiefly from the 
reduction in personal income taxes. 

.The estate tax law offers a new op- 
portunity for the agent, she said. The 
tax is reduced provided the estate owner 
makes plans to take advantage by the 
marital deduction. Prospects who in the 
past refused to buy because the goal 
seemed too difficult will consider pur- 
chasing insurance to cover taxes which 
have thus been reduced. However, the 
marital deduction is lost and the estate 
may be jeopardized if the spouse does 
not survive. 

The important point to be considered 
is the amount of life insurance in proper 
proportion to the remainder of the gen- 
eral estate. Suggest striking a balance 
between general property and life insur- 
ance. The proportion can probably be 
determined by deciding how much guar- 
anteed income the family should have. 





Morgan Says “Prospecting” 
Should Be “Profitspecting” 


Leonard H. Morgan, Provident Mu- 
tual, York, Pa., stressed the difference 
between “profitspecting” and “prospect- 
ing” in a talk before NALU sales sem- 
inar in Cincinnati. 

“I wonder,” he said, “if the word 
‘prospecting’ isn’t too general. If it is 
so important why do so many men in 
our business show such little reaction 
to the word? When I first heard the 
word ‘prospecting’ my mental picture 
was of myself, trudging around in the 
rain, going from door to door prospect- 
ing. Then I realized that time was money 
to me and I started to ‘profitspect.’” 

Mr. Morgan stressed the necessity of 
making use of profitable sales ideas 
when they come across his desk or he 
encounters them elsewhere. No man of 
woman in life insurance need ever fall 
short of success because of the lack of 
good sales presentation. But failure 1s 
inevitable if the agent doesn’t have 
enough of the right people to whom 
he tells these stories. “Many talented 
specialists are constantly at work try- 
ing to help us put the sell into selling, 
but the agent is the only one who can 
om the profit into profitspecting,” he 
said, 
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Committee on Management Training 


Marks Progress, States Objectives 


Cincinnati, Sept. 15—The Joint Ad- 
Committee on Agency Manage- 


yisory mn | 
ment Training composed of representa- 
tives of NALU, Life Agency Manage- 


ment Association and American College 
of Life Underwriters, made a report on 
its activities since its creation last year. 
The primary purpose of the committee 
is to promote coordination of all institu- 
tional activities in the field of agency 
management training. Chairman is hs 
Harry Wood, executive vice president 
Paul Revere Life, and co-chairman is 
Charles W. Campbell, manager Pruden- 
tial, Newark. Others on the committee 
are: Osborne Bethea, William Eugene 
Hays, Bert A. Hedges, representing the 
General Agents and Managers Commit- 
tee of NALU; Olen E. Anderson, Ward 
Phelps, William P. Worthington and A. 
E. Wall, representing the Agency Man- 
agement Association; and Dr. David 
McCahan representing American Col- 
lece of Life Underwriters succeeding Dr. 
Ross Trump who had resigned from the 
staff of the American College. 

“A number of subcommittees have been 
working during the year on different 
projects and much progress was re- 
ported. It was recommended that the 
management schools of LIAMA be ex- 
panded so that they might be the prin- 
cipal source ot management training in 
the future. Advanced schools were urged 
and also that consideration be given to 
schools for assistant managers. 

The committee adopted the following 
statement of objectives: 

“It is recognized that the primary re- 
sponsibility for the education and train- 
ing of field management personnel rests 
in the home office. 

“It is desirable and necessary that 
thorough management education and 
training be given men before they are 
placed in positions of top field office re- 
sponsibility. It is equally essential that 
continuous education and training be 
given men after they are appointed to 
manage company agencies. 

“Home office education and training 
activities have been and are being, sup- 
plemented and complemented by institu- 
tional education and training activities 
in the area of management. For exam- 
ple, the LIAMA for many years has 
done an outstanding job in management 
training. 

“The objective of the Advisory Com- 
mittee on Agency Management Training 
is to make a thorough study of the en- 
tire field of management education and 
training for the following purposes: 

“To bring about closer coordination 
of present company and institutional ac- 
tivities, and closer coordination of the 
various institutional activities in the field 
of management training. 

“To make a job analysis of field man- 
agement in order to determine which 
areas of management education and 
training need further strengthening, to 
undertake whatever steps are necessary 
to fill in any gaps in the over-all pattern 
of management education and training, 
and to suggest what further text ma- 
terial is needed in this field. 

To suggest improvements in manage- 
ment education and training procedures. 
; To avoid duplication and overlapping 
I institutional management education 
and training programs. 

‘To assist general agents and mana- 
gers associations at the national, state, 
and local levels in developing continuous 
education and training programs so that 
local, area, and national meetings may fit 
Into a logical pattern. 

“To review the management courses, 
text material, and examinations offered 
by the American College of Life Under- 
writers with a view toward making these 
Ot greater value and toward stimulating 
more participation in these courses. 

To review the management courses 
offered by the LIAMA for the purpose 





of considering the advisability of fur- 
ther expanding these, of suggesting 
changes which might further improve 
their present high standards, of encour- 
aging a greater number of enrollments, 
and of studying the need for advance 
courses. 

“To explore the matter of introducing 
management courses in colleges and uni- 
versities at the undergraduate and grad- 
uate school level, and to explore the part 
which colleges and universities can play 
in the education and training of field 
management personnel. 

“To bring to the attention of the 
LIAMA any problems in the field of 
management which could be solved 
through research and to offer to cooper: 
ate in such research. 

“To study ways and means for insuring 
wider and more complete dissemination 
of text material, research results, and 
all types of information which would be 
of interest and help to field manage 
ment personnel.” 


J. Newton Russell Award 
To John Marshall Holcombe 


John Marshall Holcombe, Jr., manag- 
ing director of Life Insurance Agency 
Management Association, has been se- 
lected to receive the John Newton Rus- 
sell Memorial Award for Outstanding 
Service to the Institution of Life Insur- 
ance for the year 1949, it is announced 
by the committee charged with the ad- 
ministration of the award. The commit- 
tee’s citation reads: 

“John Marshall Holcombe, Jr., has de- 
voted thirty-five years of distinguished 
service to the institution of life insur- 
ance, first as an attorney and later as a 
pioneer in the field of research tech- 
niques. 

“As the founder and continuous di- 
rector of the Life Insurance Sales Re- 
search Bureau, later the Life Insurance 
Agency Management Association, he 
has been a trail blazer in the field of 
studying human relations in the life in- 
surance sales forces and applying to 
them the knowledge which American in- 
dustry has developed in recent years. 
His early training in law enabled him to 
bring to the problems of agency man- 
agement that analytical approach which 
has since been recognized as its only 
sound basis.” 

The award is made in three forms: 
The recipient’s name is engraved upon 
a permanent plaque which holds a place 
of honor in the headquarters of the Na- 
tional Association of Life Underwriters; 
a miniature of the plaque, suitably en- 
graved, is presented to the recipient; 
and, in addition, he receives an engraved 
watch. 

The award was established by John 
Henry Russell, Pacific Mutual Life, Los 
Angeles, to honor and perpetuate the 
memory of his father, John Newton Rus- 
sell, president of National Association 
of Life Underwriters in 1916-17. It was 
created in 1947 and at that time it was 
presented at the Boston convention of 
the association for the years following 
Mr. Russell’s death, 1942 to 1947, inclu- 
sive, to the following: 1942, Dr. Solomon 
S. Huebner, president of American 
College of Life Underwriters; 1943, Ju- 
lian S. Myrick, past president of NALU 
and, until he retired this year, second 
vice president of Mutual Life of New 
York; 1944, J. Stanley Edwards, past 
president of NALU and general agent 
for Aetna Life in Denver; 1945, Paul 
F. Clark, CLU, past president of NALU 
and now president of John Hancock; 
1946, M. Albert Linton, president of 
Provident Mutual; 1947, Holgar J. John- 
son, past president of NALU and now 
president of Institute of Life Insurance; 
and 1948, Frederick H. Ecker, chairman 
of the board of Metropolitan Life. 
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The professional approach to life insur- 
ance selling is a principle that you, as 
Life Underwriters, endorse. A concrete 
expression of that principle is the Pru- 
dential’s “Dollar Guide’”—the keystone 
of modern Prudential training. 


The Dollar Guide is based on the belief 
that each individual knows better than 
anyone else how many insurance dol- 
lars his family will need to guarantee 
them the necessities of life. This 
method of approach places the Under- 
writer in the ideal position of profes- 
sional adviser right from the start. 


Production records show that the 
Dollar Guide is proving to be a most 
effective life insurance selling tool. 


THE 





HOME OFFICE, NEWARK, N. J. 


PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


@ mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF, 
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How Alden H. Smith 
Keeps Track of Clientele 


His system of keeping track of his 
business, his clients, his prospects and 
their families was explained at the Mil- 
lion Dollar Round Table hour by Alden 
H. Smith, CLU, Nashville, a leader of 
Northwestern Mutual Life. He started 
with his prospect files. 

“First, I want to tell you about an 
alphabetical file of what I call paper 
cards,” he said. “These paper cards are 
merely copies of regular prospect cards. 
Whenever I call on a new prospect I 
use one of these cards to get the basic 
information—name, date of birth, ad- 
dress, telephone number, dates of birth 
of wife and children, personal insurance, 
etc. This card is then brought back into 
the office and given to my secretary, who 
makes from it a regular prospect card 
for the prospect, one for his wife, and 
one for each child, at the same time 
making age change cards for each. There 
is a paper card for each family head, 
not one for the children or for the wife, 
but merely for the head of the family. 
Whenever I go to see a prospect, I 
carry this paper card with me; in fact, 
this is my method of rovting my calls. 
If I have several calls in one neighbor- 
hood, I can route them in this manner 
and shuffle the cards around any way 
that I see fit. I much prefer it to the 
daily work card idea, which I have never 
used, but which I am sure will fit some 
fieldmen better. Incidentally, I can find 
telephone numbers on these cards much 
more quickly than in the phone book; 
and furthermore, I have the card before 
me when talking on the phone to the 
prospect. Sometimes that’s helpful.” 


Prospect Cards 


In addition to the paper cards he has 
an alphabetical file of regular prospect 
cards having the same information on 
them put on the paper card. 

“These cards never leave the office,” 
he said. “They are my permanent rec- 
ord cards. I then have an age change 
file filed by months, which has the pros- 
pect’s name in the left hand corner, the 
date his rate changes in the right hand 
corner, and his date of birth in the 
lower left hand corner. I go through 
these a few days before the end of the 
month and pull the age changes that I 
want to contact during the month, trans- 
ferring these names to my desk calendar, 
of which I will speak later. These are 
my three primary prospect files—paper 
cards, regular cards, and age change 
cards. Please note that a regular pros- 
pect card is made for each boy or girl 
regardless of age. Actually, I keep these 
children’s cards in a separate youth file, 
and they are fed into the regular pros- 


pect file when the child becomes 10 
years old. 
“There are a few other sections of 


my files that I would like to mention 
briefly. For instance, I keep my out-of- 
town prospects in a separate section. I 
have a section that I might call special 
groups of prospects. For instance, a 
prospect card for each policyholder in 
a pension trust. 


His Dead File 


“T also have a dead file. I am con- 
tinually in the process of weeding out of 
my active file prospects whom I think I 
will never sell and who will be of no 
value to me as centers of influence or 
in any other way. I do not throw these 
cards away but merely mark ‘dead’ on 
them and transfer them over into my 
dead file. I have been surprised to find 
that quite a few of these cards have 
become active again after several years. 
For instance, a prospect may move out 
of Nashville temporarily and later move 
back to Nashville. At any rate, there 
are many more cards in my dead file 





than in my active file. When a card 
goes into the dead file, I leave the pros- 
pect’s age change in the regular age 
change file but write ‘dead’ on it. In 
that way, once a vear his name is com- 
ing before me and he might become ac- 
tive again.” 

In contrast he has a “deceased” file. 
“Believe it or not, there are 148 cards 
in my deceased file of people who are 
actually deceased, practically every one 
of whom was insurable at the time I 
called on him at some time in the last 
twenty-one years. Of these only 21 were 
policyholders. Now, I have never used 
this file on a prospect, but if I ever get 
around to putting on some pressure on 
someone some day I think I will just 
let him thumb through the file and see 
if it will not convince him that he, too, 
might some time be there. So much for 
my prospect files,” he continued. 


More Ways of Keeping Posted About 
His Business 


On top of his desk Mr. Smith also 
has a flat desk file, a desk organizer in 
six sections. Here he keeps track of 
his production records and quotas. Also, 
a complete list of term policies on which 
he shows date and type of policy and 
when converted. About twice each year 
he checks through this list and trans- 
fers names to his desk calendar of pros- 
pects whose term should be converted 
at a certain time. Another section is de- 
voted to Community Chest and other 
extra curriculum activities interesting 
him most at the moment. One section 
of the desk is reserved for personal 
letters. His desk calendar is one of 
most important objects on the desk. For 


instance, if a man says, “I’ll see you in 
six months,” that date is recorded. 

In a drawer of the desk is a so-called 
“idea file.” If agents do not keep such 
a file Mr. Smith thinks it a mistake. If 
good ideas in magazines and other pub- 
lications are not immediately clipped 
they may be forgotten. He also keeps 
a current file in the desk of all the 
agency bulletins. His own audit book 
stays right there when he doesn’t have 
it in his brief case. For many years he 
has carried this audit book around with 
him to use as a soliciting document. 


Also in the desk he keeps his pros- 
pect inventory folder. In that folder are 
names of persons and amounts they may 
reasonably hope to buy in any month. 
He always knows that if he will have a 
large number of prospects listed for the 
coming month he will have a _ good 
month. In the center drawer of the desk 
is his daily record of calls and inter- 
views. 

He keeps audit bookholders for addi- 
tional keeping track of clients and 
prospects. 

In the outer office are filing cabinets 
and secretaries, addressograph machines, 
typewriters, calculating machines. 

As to his promotion program he uses 
blotters (sending them to a list of 1,200 
names) sends a tax letter to about 350 
men. Among others getting the blotters 
are about 100 wives who are close 
friends of his wife. In addition to the 
blotters he sends a home office Audubon 
calendar each year to these wives. He 
also uses birthday greetings. 

During his address he highly praised 
efficient secretaries and explained what 
his own secretary does in helping him in 
successful selling. 





Julien Benoit, Great-West Life, has 
been elected president of the Life Un- 
derwriters Association of Montreal for 
the current year. 





Agency. 


C. J. SIMONS 


563 Broad Street 
New Jersey: MArket 3-8100 


A MESSAGE of THANKS 


To our Brokers and Agents in the Metropolitan Area we 
give thanks for your patronage which has been instrumental 
in aiding us to become New Jersey's largest Multiple Line 


In keeping with the tradition of this office we are now 
prepared to give you every possible aid in the soliciting and 
servicing of those of your accounts which will be affected 
by the new New York Disability Benefits Law. 


Our very recent experience with the New Jersey TDB 
Law qualifies us to afford you a superior type of service. 


General Agents 


Established 1919 


LIFE INSURANCE — GROUP — DISABILITY 


& COMPANY 


Newark 2, New Jersey 
New York: BArclay 7-8850 











Philosophy for Managers 


Given by Raleigh R. Stot 
Raleigh R. Stotz, CLU, Mutual Bene. 


fit general agent, Grand Rapids, Mich, 1 


told general agents and managers ges. 
sion in NALU convention this week that 
every agent is the supremely critical 
test of a general agent’s ability. If re. 
cruiting is right and procedure is also 
then there should be no criticism of 
the agent if he fails, but of the general 
agent. “And we never forget that he js 
not working for us; we are working for 
him,” said Mr. Stotz. 

His philosophy of agency management 
follows: 

Don’t take myself too seriously, 

Get happiness out of my job and 
enjoy doing it. 

Be sure that each of my associates 
knows that he is appreciated. William 
James, the great psychologist, once 
said that one of the deepest drives 
of human nature is what he called the 
craving to be appreciated. 

Let each associate know that he js 
expected to succeed and that we have 
a sympathetic interest in him. 

IT can never get this job done, 
Charles Evans Hughes once said that 
success must continually be won, is 
never finally achieved, and that one 
cannot rest content. 





Begin Good Habits at Start, 
Advice of Wm. Eugene Hays 


William Eugene Hays, CLU, Boston 
general agent, New England Mutual, 
addressing general agents and managers 
session of NALU this week called initial 
training of salesmen the foundation for 
their success. More than 23 years of 
experience as an agent, agency officer 
and general agent have convinced him 
that the greatest weakness in agency 
progress lies in the area of initial train- 
ing. Largest incidence of failure occurs 
in the period between induction of the 
new man and his emergency as a self- 
sustaining, experienced agent; further- 
more, the basic cause of trouble is a 
misconception of what constitutes initial 
or basic training. The agent cannot be 
called trained until he has made a skillful 
sales presentation for a sufficient num- 
ber of times to acquire a set of habits 
and he should start acquiring habits 
from his first day in training. 

Some of the habits Mr. Hays believes 
a new man must establish are these: 
proper appraisal of every prospect's 
needs with an adequate solution in terms 
of life insurance; habit of following a 
well-defined sales track designed to 
make a favorable impression; get an 
immediate agreement on prospect's situ- 
ation; explain the client’s problem 
clearly and succinctly; demonstrate ade- 
quate solution briefly and understand- 
ably; and close the sale skillfully; habit 
of prospecting early and often; satis- 
factory work habits; consistent accom- 
plishment. 





S. L. Block on How Agents 
Can Keep Stimulus on High 


Stanley L. Block, Commonwealth Life 
agent, Louisville, in addressing the na- 
tional sales seminar of NALU this week, 
told of the importance of the producer 
being steamed up and continuing in that 
frame of mind. Best way to do so is 
to remember these points: 

Continuous study and analysis of cur- 
rent economic situations in his own 
community and his own section of the 
country. ‘ 

Change of stance if he encounters a 
slump; getting back on the beam of 
continuous prospecting and selling; gen- 
eration of enthusiasm for life insurance 
and communicating that enthusiasm to 
prospect. 

Cultivate and develop nominators, and 
above all have the “do it now” attitude. 
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Ideas Aidiug C. 


Some ideas which have helped him 
sell were told by Cornelius G. Scheid, 
New York Life agent, Cleveland, talking 
to NALU’s national sales seminar this 
week. 

In replying to the young man who 
wants to talk it over with some one 
else he firmly reminds him that the 
earlier in life that he starts making his 
own decisions the sooner he’ll be making 
the decisions for others. 


A Moral From a Fog 


To those who say they cannot see 
very far ahead he asks if they have ever 
driven through a fog and remember how 
they got through it. “Didn’t they drive 
as far aS they could see and when they 
had gone that far couldn’t they see 
further?” Well, the same is true in 
life. We go as far as we can see and 
when we have gone that distance we can 
see a little further. So, pay one premium 
at a time; let the next year take care 
of itself. 

When the objection is “I am afraid 
of what is ahead,” remind the prospect 
of the history of the years 1926-29, 
Men wise up to that time in politics and 
finance were stunned later by the finan- 
cial collapse. They thought they knew 


G. Scheid to Sell 


where the country was heading, but 
they didn’t. In brief, no one can in- 
evitably predict the future. 

Another point made by Mr. Scheid 
was this: “Take a piece of paper, draw 
a line through the middle of the sheet. 
On your side write the advantages of 
acting now. On the prospect’s side let 
him write the disadvantages of buying 
now, each one of you numbering your 
points. When the figure work is com- 
pleted weigh the points. The result will 
influence him to make a decision in your 
favor. 

Dollar a Day Suggestion 


“Again—ask them where they would 
choose to live if Congress were to pass 
a law requiring men between the ages 
of 20 and 45 to pay a dollar a day 
more to live in the United States. Most 
everyone would choose the United 
States for his home in spite of its cost- 
ing him $365 more a year. Since Con- 
gress is not going to pass the law, he 
can take that money and buy any one 
of 50 different plans he may need for 
his future. Then, when he gets beyond 
his 50's, he will be able to get more 
fun out of living in the United States 
because he has saved that dollar a 
day and put it into your plan.” 


Report on Field Practices; 
Condemn Rewriting Group 


The committee on field 
David B. Fluegelman chairman, 
that one of the major accomplishments 
has been the development of the State- 
ment of Guiding Principles in Agency 
Management and the distribution of the 
Prinicples to the field. It said that these 
Principles have been of outstanding 
value in encouraging the proper train- 
ing and supervision of new men, elimi- 
nating part-time agents in urban terri- 
tories and obtaining a general improve- 
ment of the business. 

On Group insurance the report had this 
to say: 

“In connection with Group insurance, it 
has come to the attention of our com- 
mittee that there has been a considerable 
increase in the rewriting of Group life 
insurance in another company. This prac- 
tice should be brought to the attention of 
our members with the stated belief that 
such practices are not in the best interest 
of the public and the business. It has 
long been the policy of this association 
to look with disfavor on such practices 
wherever they occur as a result of ac- 
tions if ever they occur especially as 
a result of actions by our members.” 


practices, 
said 


Annuity and Instalment 
Options Big Help to All 


William D. Davidson, CLU, Equitable 
Society, Chicago, in addressing the Mil- 
lion Dollar Round Table, said: 

“Many of the people we are interested 
in don’t have enough money nor enough 
income to make it possible for them 
to provide for the future security of 
their families and themselves other than 
through life insurance. You all know of 
the virtual impossibility of an individual 
to establish an adequate income for his 
family at present investment returns. 


“On the other hand, through the use 
of the annuity principle and the instal- 
ment options in which principal and in- 
terest are distributed, it is possible for 
almost everyone to whom you and I talk 
to provide a reasonable and adequate 
income for his family and for himself. 
I am sure there are a large number of 
people whom you contact who do not 
realize this and yet, after you have 
shown them what can be done and ac- 
complished the job for them, they ac- 
quire a great feeling of security and 
satisfaction in having done something 
about a problem that is a real concern 
to everyone.” 











Business 1s Goop 





NATIONAL LIFE of VERMONT 


Congratulations to my colleague, "Cliff" Orr, 
for his accomplishments during the past year 
as president of the National Association. 


General Agent 
744 BROAD STREET, NEWARK 2, N. J. 





a 


S. FERN 








Charles B. Knight Agency 


INCORPORATED 


THE UNION CENTRAL LIFE INSURANCE CO. 


DONALD G. MILLER 


Branch Manager 


744 BROAD STREET, NEWARK 2, N. J. 
MArket 3-0606 





of 





in New Jersey 








B. C. THURMAN, C.L.U. 


General Agent 


MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Newark, N. J. 


1845 


744 Broad Street 





104th Anniversary 


MArket 2-6100 


1949 


Newark, N. J. 





JOSEPH W. FOX 


General Agent 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 


921 Bergen Avenue 


Journal Square 4-1724 


Newark 
Market 2-2242 


The Life Insurance Offices here represented, all leading agencies in New Jersey, extend 
greetings and congratulations to the National Association of Life Underwriters for its 
outstanding accomplishments this year—and for the fine leadership which has charac- 
terized the NALU throughout its long career. 


Jersey City 6, N. J. 


New York 
Rector 2-4540 
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Wiens Withdoows 
Labor Resolution 


COUNSEL ADVISED AGAINST IT 





Might Be in Confiict With Spirit of 
Labor Relations Board 


Agreement 





Cincinnati, Sept. 14—Simon D. Weiss- 
man, Equitable Society, Boston, a trus- 
tee of the National Association, issued 
this statement Tuesday afternoon con- 
cerning the resolution he had proposed 
about the newly formed Life Insurance 
Field Force of America and its relation 
to NALU: 

“Our that 
the resolution which was proposed for 


labor counsel has advised 


consideration by me may be interpreted 
as being in violation of the spirit of 
the National Relations 
agreement. I have therefore decided that 


Labor 3oard 
it would be to the best interests of the 
association to withdraw this resolution. 
I personally feel that there is need for 
which would be 


assistance to agents 


outside the scope of this association’s 
activity. However, in view of our coun- 
sel’s opinion, I do not now believe that 
the resolution as proposed can achieve 
that purpose. 

“Tt is my desire to correct an appar- 
ent misunderstanding. I am not at pres- 
ent nor have I ever been a member of 
any organization of life insurance agents 
excepting this association and its af- 
filiates and I have no present intention 
other 


of becoming a member of any 


such organization.” 





National Life Dinner to Orr 
Cincinnati, Sept. 13—National Life of 
Vermont was host at a dinner Monday 
night to NALU President Clifford Orr, 
general agent of the company in Phila- 
de!lphia. Attending the dinner were Na- 
tional Association officers, trustees and 
some other committeemen. Toastmaster 
was D. Bobb Slattery. Principal speaker 
was Vice President and General Counsel 
Deane C. Davis of National Life. Among 
officials of the company at the head 
table was L. Douglas Meredith, executive 
vice president and chairman of finance 
committee. 


\ 





E.N. Walters, Charlotte, N.C. 


Discusses Key Insurance 
Keyman’s insurance was theme of ad- 
dress given by Eva N. Walters, Pruden- 
tial, Charlotte, N. C., appearing before 
Women’s Quarter Million Dollar Round 
Table. She said that in 1945 the number 
of people living to age 65 had increased 
since 1900 by 228%. It is estimated that 
by 1960 one out of every 11 will have 
reached 65. Out of every 100 men age 
65 there are nine who are financially in- 
dependent, 34 are still struggling and 57 
are hopeless failures living on relatives 
or charity. 

She took the case of one keyman with 
an annual net income of $18,000 a year, 
explained his corporation’s deferred 
compensation plan and illustrated how 
life insurance fits into his future income. 





Guests on Television 

Cincinnati, Sept. 13—Two prominent 
life insurance women made television 
appearances today on the program of 
Women’s Magazine, of television station 
WLW, editor of which is Ruth Hackett 
of Television Magazine. Speakers were 
Marion Eberly, Institute of Life Insur- 
ance, and Norma Wasson, Phoenix 
Mutual, St. Louis. 


Wood Tells of 2-Interview Techniques 


Programming was subject discussed by 
R. Edwin Wood, Phoenix Mutual Life, 
San Francisco, in his Cincinnati talk 
this week. He said the ideal program- 
ming job is based upon a two-interview 
technique, The object of the first inter- 
view is purely to get the facts from the 
prospect. In planning the second inter- 
view the agent relies heavily on visual 
presentation. The finest presentation of 
a visual nature he has found is a chart 
of the prospect’s social security, present 
insurance and proposed insurance, each 
in a different color to be quickly identi- 
fied. 

“In charting the income, spend his 
present insurance first,” he said. “That 
means his present policies will be used 
for mortgage retirement, estate clean-up 
expenses, and to provide the income at 
the full amount for as many years as it 
will last. Then the proposed new insur- 
ance will pick up in the chart after 
the present insurance is exhausted. This 
results in substantially larger income 
being attributed to the new insurance 
because it will earn interest during the 
time when the present insurance is being 
exhausted. As a result, we can usually 
assure the prospect (even though he 
has bought his other policies years ago) 
that in terms of income to his family, 
the proposed new insurance is going to 
be the best buy he has ever made. It 
is sometimes very interesting to divide 
the proposed premium by the total 


amount of increased income provided by 


the proposed insurance (including in- 
terest) and thus show him the premium 
per thousand for the insurance benefits 
provided. Also, I like to deduct the face 
amount of the proposed and the new 
insurance from the total amount of in- 
come, including interest, that this in- 
surance will purchase. Naturally, the 
difference is the amount of interest 
that the original face value has earned 
during the income paying period. Then 
point out to the prospect that most of 
this interest is completely free from 
income tax under all conditions, irre- 
spective of his wife’s income, if the in- 
surance is properly arranged under the 
present law. 

“Again we can project the premium 
payments to the age of 60 or 65 and 
compare the result with the amount of 
cash value on the policy. Very often 
the cash value will equal or exceed the 
premiums paid. This means that the 
interest earnings on the premiums de- 
posited have paid for the cost of the 
insurance. Emphasize the fact that the 
interest so earned has been tax-free in 
that it has not run through his own 
bank account and income tax statement 
where he has had to share it with the 
Federal Government on March 15. Here 
the R. & R. Income Tax Slide Rule 
will quickly drive home to him how 
little interest would be worth to him 
in any ordinary investment after he 
reports it on top of his earned income 
in his highest tax bracket.” 








is Just as Easy! 











Transplanting YOUR Family 


Take Herb Smith —a typical Easterner. For years he yearned to live out west. 
Trouble was, the West to Herb’s family, was a wild, woolly expanse of prairie and 
mountains. Everyone they knew thought the same. 


Still, post-war reports showed millions of Easterners had settled permanently 
in western towns and cities. Billions of new dollars were being 
invested in business, agriculture, livestock, mining and other industries... all 
producing great wealth. 


And today, Herb Smith and family, living more happily than they ever dreamed 
they could, occupy an important part in a western metropolis. 


How —why, was Herb willing to pull up stakes... give up valuable 
connections and assured income? What made Mary, his wife, decide to settle the 
children in a different school—separate themselves from friends, relatives 
church and social affiliations? Uprooting such ties requires serious consideration. 


Herb and Mary weighed the pros and cons. A vacation trip convinced 
them of the friendliness of western folks. Careful investigation revealed that schools, 
universities, churches, social and service clubs, cultural activities...all were 
on a par with the East. The scenic beauty, the opportunities for 
recreation were unsurpassed. But above all, the bustling, hectic growth of 
the West afforded opportunities of adventure in business far greater 
than in the Gold Rush Days. 


With the housing situation considerably eased, transplanting the 
Smith family was no problem 


To the Herb Smith families for whom the West holds real promise of a 

NEW way of life, we offer, in our agency expansion program, 
genuine, economic SECURITY. 

Why not write us for complete details. 


Vice President and Agency Director. 


The CAPITOL LIFE 


INSURANCE COMPANY 


CLARENCE J. DALY, President 


G. A. L‘'ESTRANGE 


* HOME OFFICE - DENVER 
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New Chairman of MDRT 





THEODORE WIDING 


Cincinnati, Sept. 14—Probability is 
that Theodore Widing of Philadelphia, 
agent of Provident Mutual Life, will be 
elected chairman of the Million Dollar 
Round Table at meeting of that organi- 
zation Saturday. 

Graduate of Swarthmore of which col- 
lege’s finance committee he is chairman, 
he is also chairman of the committee on 
finance of the National Council on Re- 
ligion and Higher Education. He has 
been a member of the Round Table since 
1938. He also holds the CLU designa- 
tion. He is married and has four sons. 





N. J. Association Meets 


The first board of directors meeting 
of the Life Underwriters Association of 
northern New Jersey, under the incoming 
administration, was held recently with a 
luncheon in the Robert Treat, Newark. 
William G. C. Konow, The Prudential, 
announced his committee chairmen and 
stated that his goal for the coming year 
was a membership of 500, an increase 
from the present 385. 





President Forbes Appoints 


Commissioners Committees 
Lansing, Mich.—Commissioner David 
A. Forbes, president of the National As- 
sociation of Insurance Commissioners, 
announced the committees of that or- 
ganization for the coming year among 
which were the following: 

Life committee: C. F. J. Harrington, 
Massachusetts, chairman; A. W. Harris, 
Minnesota, vice chairman; George A. 
Bisson, Rhode Island; David B. Soule, 
Maine; John R. Lange, Wisconsin; Luke 
J. Kavanaugh, Colorado; Robert E. 


Dineen, New York; L. L. Gwaltney, Jr. 
Alabama; J. H. Graves, Arkansas; D. F. 
Dickey, Oklahoma; J. Edwin Larson, 
Florida; B. R. Stone, Nebraska; Sterling 
Alexander, Iowa; James Hubbard, Idaho; 
George B. Butler, Texas; W. O. Martin, 
Jr., Louisiana; C. S. Southall, Kentucky. 





LYNCHBURG ASSN. OFFICERS 

W. F. S. Gresham, Jr., has been elected 
president of the Life Underwriters’ As- 
sociation of Lynchburg, Va., to succeed 
Thomas M. Funk, who has been trans- 
ferred to New York City by the insur- 
ance company he represents. Arthur E. 
Stump, Jr., was elevated to first vice 
president, succeeding Mr. Gresham, and 
E. B. Felty was made second vice presi- 
dent. George D. Imes was elected to the 
board, replacing Mr. Felty. 
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Brookings Institution 
To Make Health Survey 


TO STUDY PRESENT PROGRAMS 





Full-time Staff for Research; Findings 
to Appear in Two Volumes, “Avail- 
ability” and “Evaluation” 





Washington—A two-year survey of 
medical and hospital care in this coun- 
try, intended to be the most compre- 
hensive study ever conducted in this 
field, has been started by the Brookings 


Institution. 

Under the direction of a full-time staff, 
and with the aid of specialists and the 
cooperation of Government and private 
organizations concerned with this sub- 
ject, the study will assess the availability 
of health services and facilities. 

The scope of the study will encom- 
pass all sources of medical care, includ- 
ing industrial, private practice and facili- 
ties, philanthropic, governmental, organ- 
ized labor and insurance. 

Subject of Vital Interest 

In its prospectus of the study, Brook- 
ings pointed out that “the provision of 
more adequate medical care for the 
American people has become a subject 
of vital interest and controversy.” 

Many proposals have been introduced 
in Congress, said Brockings, ranging 
from the administration’s compulsory 
health insurance program to Federal 
assistance to the states and to volun- 
tary programs. At the same time, Brook- 
ings said, many private agencies which 
oppose “Government medicine” are pro- 
moting an expansion of private medical 
services, especially the “voluntary pre- 
payment medical care plan.” 

3ut, the prospectus adds, “Most of 
the public discussion is being conducted 
on an emotional basis. Such citations of 
facts as are made are usually unreliable 
and misleading.” 

Lack Reliable Data 

It was because of this lack of “reliable 
comprehensive data to the extent to 
which medical care is now available to 
the people of the United States,” says 
the prospectus, that last year’s “prelim- 
inary” survey by Brookings, entitled 
“The Issues of Compulsory Health In- 
limited in 


surance,’ was “necessarily 
scope.” 
This survey recommended — strongly 


against the enactment of any system of 
national compulsory health insurance. 

“If we are to have a sound national 
health program,” the prospectus declares, 
“the first requirement is to ascertain the 
facts as to the state of medical service 
in the United States today. 

“For a comprehensive picture of the 
availability of medical care in the United 
States both private and public organiza- 
tions should be covered. These would 
include medical services provided by in- 
dustry, trade unions, medical societies, 
philanthropic and fraternal organiza- 
tions, national health associations, group 
health and other voluntary prepayment 
medical care plans, state and Federal 
medical aid programs including veterans 
and the armed forces, and industrial and 
commercial insurance.” 


Protection Has Increased 

Saying that the indemnity protection 
provided by insurance companies has in- 
creased over 40% in the last two years 
while the number insured against hos- 
pital bills has increased over 75%, the 
Prospectus continued: 
_ ‘The significant fact lies in the chang- 
ing attitude of the American people in 
seeking voluntary sickness insurance and 
in the growth of insurance plans. The 
question that naturally arises is ‘How 
effective is this coverage and are volun- 
tary prepayment plans an answer to 
compulsory health insurance ?’ 

Insurance plans are now provided un- 
der (1) industrial medical care insurance, 





Malcolm Adam, Penn Mutual 


President; Bodine Chairman 
Philadelphia, Sept. 14—Malcolm Adam, 
vice president of Penn Mutual Life and 
chief insurance officer, was today elected 
president and chief executive officer 
succeeding John A. Stevenson who died 
recently. William W. Bodine, financial 
vice president, was elected chairman of 
the board and chief financial officer. 
Herbert Adam, second vice president in 
charge of mortgage loans and real es- 
tate, was made a vice president and 
chief assistant to Chairman Bodine. 





OCCIDENTAL CHANGES 

Occidental Life of California has an- 
nounced two changes in the home office 
staff of the agency administrative de- 
partment. James J. Fagan, assistant to 
J. E. Carnal, home office brokerage 
manager, has resigned his post to assume 
new duties as agency manager for Oc- 
cidental’s F. B. Swanson agency, Glen- 
dale, Cal. Replacing Mr. Fagan in the 
brokerage department is Dick Smith. 





(2) group health, (3) non-profit hos- 
pitalization plans, and (4) prepayment 
medical and surgical care plans, ete. 
What is the coverage of these plans 
and what are the possibilities of po- 
tential coverage ?” 


Will Print Two Volumes 


Present plans for the investigation call 
for the publications of results in two 
volumes. The first part of the study, 
under the heading of “availability,” says 
the prospectus, “would be a comprehen- 
sive, descriptive and statistical report 
designed to make available reliable data 
on the extent of medical care and the 
existing and potential provisions for 
meeting the cost through insurance or 
prepayment plans, and in the case of 
those who cannot pay through public 
services or private philanthropy.” 

The second volume, entitled “Evalua- 
tion,” would be “an evaluation of the 
numerous plans now in operation and 
those proposed. It would deal with the 
issues of public and private policy and 
indicate the means by which adequate 
medical care can best be. provided.” 





Carefully Selected, Thoroughly Trained 
LOYAL REPRESENTATIVES Have 





VESTED LIFETIME RENEWALS 








100% Non-Cancellable, Guaranteed Renewable 
SICKNESS and ACCIDENT CONTRACTS 








PARTICIPATING LIFE INSURANCE 
Issued from Birth to Age 65 


LOYAL PROTECTIVE LIFE INSURANCE COMPANY 
Boston 15, Massachusetts 





John M. Powell, President — W. B. Cornett, Ist Vice President 





Nevada Leads in July 
Ordinary Life Sales 


Nevada showed the greatest rate of 
increase in Ordinary life insurance sales 
in July, with Utah and New 
Hampshire third, it is reported by the 
Life Insurance Agency Management As- 
sociation, which has analyzed July sales 


second 


by states and leading cities. Country- 
wide, Ordinary business decreased 5% 
in July compared with July, 1948, while 
Nevada gained 54%, Utah 22% 
and New Hampshire 13%. 
For the first seven months, with na- 
sales off 1% from a 
Mexico led with an 
with Maine in second 
the corresponding 


sales 


tional Ordinary 
year ago, New 
increase of 10%, 
place, up 6% over 
period of last year. 

Among the large cities, St. Louis 
showed the only increase for July, with 
a gain of 2%, Cleveland and Detroit 
were tied for second with a loss of 5%. 
Cleveland led for the seven months 
with a gain of 1%, being the only city 
to report an increase. 





CONTENTS 


classified A through G. 








YOUR COPY IS READY 


This handy compact guide in 
your pocket or briefcase will 
simplify the selection of the 
right plan — and the circular- 
application that will help you 
make an effective presentation 
...all during the first interview! 


Detailed description of all 
Provident commercial forms. 


(2) Summary of optional extra 
benefits available—hospital, 
surgical, medical care, and 
blanket accident expense ACCIDENT DEPARTMENT \ 
riders. 
(3) List of the more frequently Spas ar Ano er 


encountered occupations, 


See—phone —or write the nearest Provident Agency 
for your copy of this new time-saving sales aid. 


ris 
PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 







COVERAGE AND RATES 


ES 


COMMERCIAL 


ACCIDENT, SICKNESS 
and 


HOSPITAL-SURGICAL. 
POLICIES 


MPN Y 











With Despard & Co. 





ARTHUR W. MOORE 


week’s 
Arthur 


As announced in last issue of 
The W. 
Moore has, been appointed manager of 
the life insurance department of Des- 
pard & Co., Inc., New York. Mr. Moore 
life 
individual 


Eastern Underwriter, 


is experienced in all branches of 


insurance and in addition to 
cases will handle Group Life, accident 
and health, pensions and disability bene- 
fits coverage as required by state law. 





Manhattan Life News 
Issue for Policyholders 


The Manhattan Life is issuing at in- 
tervals a publication called Manhattan 
Life News which goes to policyholders. 
It is 
having to do with life insurance and the 


exclusively devoted to materials 


company. 

The initial publication starts with an 
article on Social Security featuring the 
fact that by mere sending of a postal 
card a person can check his Social 
Security status. First paragraph of that 
article reads: “If you'd like to know how 
much you are credited with on the books 
of the Social Security Administration 
you can easily find out for a one cent 
stamp.” 

Next article tells policyholders that they 
will save money if they pay premiums 
on annual basis. Another article gives 
information about one’s age changes, 
pointing out that there is a difference 
between insured’s birthday and his in- 
surance birthday. Juvenile insurance 
furnishes theme of another article and 
there is also one advantage of the com- 
pany’s Family Income = Plan. 

The periodical consists of four pages. 
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Bill C. Thurman Dead 
After Heart Attack 


LONG WITH MUTUAL BENEFIT 





Became General Agent at Newark After 
Serving as Second Vice President; 


Age Was 53 





Bill C. Thurman, 53, general agent at 
Newark for Mutual Benefit Life of 
Newark, died Saturday, September 10, 
of a heart ailment. His death came as 
a shock for he had resumed his usual 


BILL C. THURMAN 


activities following an attack some 
months ago. 
Mr. Thurman had been in the life 


insurance business since the completion 
of his formal education in Texas in 1915. 
In 1937 Mr. Thurman was called to the 
home office of the Mutual Benefit as 
field service manager where he was in- 
strumental in developing the Anala- 
graph, the company’s programming pro- 
cedure. Elected an officer of the com- 
pany in 1939, he served as assistant 
superintendent of agencies. In 1946 he 
was promoted to second vice president 
and one year later resigned this post 
to become general agent at Newark. 

3eginning his business career in 1915, 
he served as cashier for the Cleveland 
agency of Phoenix Mutual until the out- 
break of World War I. Enlisting in 
1917 he earned a commission in the 
regular army and resigned as a captain 
in 1920. He returned to civilian life and 
life insurance as assistant manager and 
served in various managerial capacities 
for the Phoenix Mutual, the Mutual 
Benefit and Guardian Life until his ap- 
pointment at the home office of the 
Mutual Benefit in 1937. 

Mr. Thurman is survived by his wife 
and two daughters. 





Security Mutual Appoints 
Assistant Medical Director 


Dr. Vincent G. Hammond has been 
appointed assistant medical director of 
Security Mutual Life of Binghamton, 
N. Y. Dr. Hammond is 30 years old, 
a graduate of Syracuse University and 
Hahnemann Medical College of Phila- 
delphia. 

During the recent war he served as 
executive assistant to the Chief of Medi- 
cal Service at Brooke General Hospital, 
Fort Sam Houston, Texas, and assistant 
transport surgeon with the Atlantic 
Fleet, Army Transportation Corps. 

During 1944 and 1945 he was resident 
interne at the Binghamton City Hos- 
pital. Later, he was medical examiner 
in Susquehanna, Pa., for the Security 
Mutual, prior to his transfer to the 
home office. 


A Salute to Bill Thurman 
By HALsey D. JosEPHSON, CLU 


Maybe nobody knows exactly what a 
great man is. But some things you do 
know. When you start thinking “What 
would Bill think about this?”, “How 
would Bill react to this?”, “Would Bill 
do it?” then you know that for you, at 
least, Bill is a great man. 

Well, Bill was a great man. He died 
the other day. Life insurance, and I, 
and hundreds and hundreds of other 
people, lost a friend—a friend who 
won't, and can’t be, replaced. I mean 
Bill C. Thurman, whose last job was 
general agent for Mutual Benefit in 
Newark, but whose important years and 
never-to-be-forgotten years, were spent 
as vice president in charge of agencies, 
and earlier as assistant director of agen- 
cies of the Mutual Benefit. 

I can report only what Bill meant to 





me. The fact that he was my chief 
meant little—little to him and little to 
me. He was my friend. He was my 


friend from the day he first looked me 
over as potential general agency ma- 
terial, during the days of my stupid and 
impulsive mistakes, during the very few 
days of my occasional and very petty 
triumphs. Much more important to me 
at least, during the days of my dream- 


PLANNED SERVICE for brokers 


oe om. OS. 


RAKSHIERE LIFE 


of Pittsfield, 


L7 Bast gend St.. N. Y. 17 





ing, my vague ideas of important things 
I would accomplish, my revolutionary 
ideas about established principles that I 
was going to change from the roots up, 
and my loose talk about what was wrong 
with the world and with life insurance. 

Bill listened to it all. He didn’t listen 
because he thought it was the tactful 
thing to do. He listened because he ac- 
tually agreed. He wanted to change 
things, too. Bill wanted to fight. He 
wanted to fight smugness, intolerance, 
injustice, meanness whenever they 
showed their ugly, nasty faces, and he 
didn’t care whether that was in his 
country, his community or his business. 
His real contribution, like yours and 
mine, we hope, was in his business, life 
insurance. He fought on all levels, from 
the bottom to the top, and he went in 
punching, regardless of the conse- 
quences. 

I guess that’s the story of Bill. If I 


WOLFSON 





AGENCY. 
INSURANCE €0, 


Mass. 





MUrray Hill 2-3030 






ever accomplish anything worth any. 
thing, Bill’s hand will be in it, some 
place. It’s a funny thing about fighters 
—I mean real fighters—fellows who fight 
because of something outside of them. 
selves. They’re tough all right, like Bill 
but they’re softies, too. And Bill was . 
softy. Bill was a softy about the things 
he loved—and they invariably were the 
things worth loving. All over the coun- 
try there are people who will never 
forget Bill, people who stand for decency 
and kindness. If they don’t stand for 
these things, they couldn’t genuinely love 
Bill. : 

I don’t know what makes a great 
agency department man. All I know js 
that Bill was it. There’s a wonderful old 
song that goes “Just My Bill.” Bill 
Thurman, I’m proud to say, was my Bill 
—and the Bill of 
others. too. 










many hundreds of 
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alone. 





Working Together — 





Our efforts were directed toward building a successful agency from the day 


I was promoted to General Agent back in 1943. 


The Company’s cooperation gave me inspiration. Its competitive life, acci- 
dent, health, hospital and group sales kit made recruiting easier and achieve- 


ment come faster. From the first, ours has been a progressive partnership. 


When the New Jersey T.D.B. law was enacted, salaried home office group 
representatives were made available to me. In the first few months, more than 


a quarter million dollars in group premium was written through my agency 


Accomplishments like that prove we'll always be successful. We’re bound 


to be, because we’re working together—the Washington National and I. 


HENRY LEVINE 
General Agent 
Newark, New Jersey 


WASHINGTON NATIONAL INSURANCE COMPANY 
EXECUTIVE OFFICES: EVANSTON, ILLINOIS 


G. R. Kendall, President 
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John Hancock Building 
Formal Opening Sept. 29 


SECRETARY SNYDER TO SPEAK 





1,000 Distinguished Guests to Take Part 
"in Ceremonies During Open 
House Week 


Boston—Secretary of the Treasury 
John W. Snyder will speak at the formal 
opening of John Hancock Mutual Life’s 
new home office in Boston on September 
29, Paul F. Clark, president of the com- 
pany revealed, Mr. Snyder’s address will 
highlight a week of activity in connection 
with the official opening of the 26-story 
Boston skyscraper, tallest structure be- 
tween New York and Canada on the 
Eastern seaboard, which houses John 
Hancock’s home office staff of 5,500. 

The opening ceremonies will be held 
in John Hancock Hall, before 1,000 dis- 
tinguished guests as part of the com- 
pany’s “Open House Week.” Mr. Snyder 
will speak following brief welcomes 
from Mr, Clark, Boston’s Mayor James 
M. Curley, and a_ representative of 
Massachusett’s Governor Paul A. Dever, 
since the latter will be in Europe. Pre- 
ceding the meeting, Secretary Snyder 
will be guest of honor at a luncheon 
attended by Hancock’s board of di- 
rectors and a few of the financial and 
industrial leaders of New England. 

The new home office building which 
towers over the Boston skyline, will be 
open Friday, September 30, from 9:30 
to ll am. 2 to 4 p.m. and Saturday, 
October 1, 10 a.m. to 3 pm., so that the 
public may view some of the features 
that have caused it to be called a model 
of skyscraper construction. Earlier in 
the week, “Family Nights” will be ob- 
served for home office people and local 
agents of the company, each of whom 
will be invited to take members of 
his family through the building on Mon- 
day, Tuesday, Wednesday, and Thursday 
evenings, September 26, 27, 28, and 29. 

On a clear day, visitors to the ob- 
servation areas on the 26th floor, the 
highest lookout point in Boston, will be 
able to see 25 miles out to sea and 65 
miles inland. Atop the building is a 
tower, 495 feet above the street level. 
A 76-foot mast for television and FM 
transmission rises above the tower. 
Planned to provide “A sense of re- 

laxed efficiency,” the building has been 
described as “built from the inside out.” 
All structural features were designed 
to meet the requirements of the internal 
operations. Air conditioning and in- 
sulating glass in the windows keep tém- 
peratures the same the year round. 
There are about 150 square feet of floor 
space per employe. An entire floor has 
been devoted to recreational facilities. 
The 2lst through the 26th floors, in 
addition to John Hancock Hall and the 
Dorothy Quincy Suite, are revenue pro- 
ducing areas on a rental basis. Located 
on one corner of the main floor is the 
Berkeley Street branch office of the 
First National Bank of Boston. 

Excavation for the new building began 
in March, 1946, and the cornerstone was 
laid October 14, 1947. A five-month 
‘moving day” from five other buildings 
is now completed. 








REPORTS RECORD PRODUCTION 
A history-making birthday recognition, 
the largest ever given to the president 
of Kansas City Life in the 39 years the 
Custom has been observed, was sub- 
mitted by that company’s field force 
August 22, when 356 agents wrote 662 
applications for a volume of $2,731;935. 
‘his figure topped the previous high in 
single-day offerings, set in 1948, by more 
than $80,000. Production for the entire 
month of August was $14,442,998, which 
was approximately $300,000 more than 
was written for the same period last 
year, Agents wrote 3,677 applications. 
Eight agencies topped the $100,000 
marker on President W. E, Bixby’s birth 
date. Eighty-two agents produced at 
least $50,000 in August, with 16 topping 
$100,000, 


State Mutual at Dayton 





%y 
% 
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MAXWELL F. ETTLINGER 


State Mutual Life of Worcester, Mass., 
announces the appointment of Maxwell 
F. Ettlinger as general agent in Dayton, 
Ohio. Mr. Ettlinger succeeds George S. 
Lott who will retire after 34 years of 
continuous service as State Mutual gen- 
eral agent there. Mr. Lott who started 
the agency in 1915 has an enviable rec- 
ord. He will continue his long associa- 
tion with the company, devoting his en- 
tire time to the servicing of his per- 
sonal clientele and in the capacity of 
an adviser to the agency. 

Maxwell Ettlinger, a million dollar 
producer, has been in the life insurance 
business since 1931, having been associ- 
ated with the Dayton agency of North- 
western Mutual. He is well known in 
life insurance circles having served as 
president of the Dayton Life Underwrit- 
ers Association. He has also been active 
in civic affairs and during World War 
II was chairman of the Payroll Savings 
Division of the War Bond Committee. 





New Prudential District 


The Prudential opened a new district 
office in Seattle to be known as the 
Rainier district and will serve Pruden- 
tial policyholders in the northern section 
of Seattle. Prudential’s district opera- 
tions in the entire city were formerly 
conducted from the Seattle district office. 
This office is now being expanded to 
provide greater service for residents in 
the southern section of the city. 

Arthur W. Siggs has been appointed 
manager of the new Rainier district 
and Alfred F. Soderland as manager of 
the Seattle district. 





MADE ASSISTANT MANAGER 


Occidental Life of California has ap- 
pointed Arthur Lindquist as assistant 
manager of the Great Falls, Montana, 
branch office. C. J. Turner is branch 
manager. 


Jefferson Standard Life Holds 
Convention At White Sulphur 


Four hundred and sixty agents, wives, 
and home office officials attended a 
convention of the Jefferson Standard 
Life at the Greenbrier Hotel at White 
Sulphur Springs, West Virginia, recently. 

Arrangements for the meeting were 
under the direction of Seth C. Macon, 
assistant superintendent of agencies, 
assisted by Frank L. Field, manager of 
the company’s branch office at Charles- 
ton, West Virginia. The business ses- 
sions were attended by wives as well as 
agents, and the program theme was di- 
rected to the wives and the place they 
occupy with the husband in the selling 
of life insurance. 


Karl Ljung Presides 


Karl Ljung, agency manager, presided 
at both business meetings and presented 
production leaders from each branch of- 
fice represented. Each leader was pre- 
sented with a gift typical of the Forty- 
Niner Campaign which the company has 
had under way this year. . 

R. G. Bosher, district manager at Vir- 
ginia Beach, Virginia, made a talk on 
‘Teadership,” addressing his remarks 
primarily to the leaders which had just 
been recognized. Mr. Bosher is the 
leading producer in the company for the 
year to date and is a member of the 
Million Dollar Round Table. Other Mil- 
lion Dollar Round Table members east 
of the Mississippi River are: Frank 
Andrews, Home Office Agency; W. L. 
Brooks, Charlotte; W. A. Bethune, 
Charlotte; N. W. Carr, Jackson; J. T. 
Comer, Charlotte; and J. L. McCann 
also of the Charlotte agency; E. H. 
Bachschmid, Washington agency. 

President Ralph Price and Second 
Vice President M. A. White presented 
service pins to W. H. White and W. 
Dick Hinton of the Home Office Agency, 
Howard Harper, manager at Mobile; 
Buford T. Pedigo, manager at Miami; 
Hudson Lansdell, manager, of the Jack- 
son agency; W. H. Branch, Durham; 
J. A. Webster, Jr., Savannah; Clarence 
Maggard, Lexington; Frank R. Richard- 
son, Charlotte, and Virginia Mitchell, 
Wheeling. 

Short talks were made by President 
Price, First Vice President J. M. Bryan, 
Executive Vice President C. E. Leak, 
and Second Vice President M. A. White. 
Agency Manager Karl Ljung and Asso- 
ciate Agency Manager R. B. Taylor gave 
short talks on agency department ac- 
tivity covering period of the past 14 
months. Other members of the agency 
department attending the convention 
were: Jack Causey, superintendent of 
agencies; Hal Marsh, assistant superin- 
tendent of agencies; W. L. Seawell, Jr.. 
assistant superintendent of agencies; and 
Mr. Macon. 

At the second business session A. R. 
Jaqua, director of the Institute of Insur- 
ance Markcting, Southern Methodist 
University, Dallas, talked to the group 
on “Wasted Hours Is Wasted Money.” 
This talk was given at the request of the 
home office officials, Mr. Jaqua having 
delivered it to a Jefferson Standard con- 
vention held for agents last year who 
lived west of the Mississippi River. 
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Arthur H. Motley, president of Parade 
Publications, delivered the final address, 
his subject being “The Importance of the 
Salesman in Our Economy.” 

Vice President and General Counsel 
Julius C. Smith delivered a message pre- 
pared by Mary R. Taylor, agency secre- 
tary, who was unable to deliver it in 
person. The message launched a new 
objective for Jefferson Standard’s field 
force, and the objective will be known 
during the coming months as “Billion 
Bound.” No time limit was set for 
reaching the one billion dollar life insur- 
ance in force; however, agents pledged 
their full cooperation. The Billion 
Bound idea was dramatized by a stage 
presentation under the supervision of 
Larry Walker, program director of Radio 
Station WBT, Charlotte, North Carolina. 

In addition to two full business ses- 
sions, there was time for relaxation in 
the form of a golf tournament and bridge 
tournament with special entertainment 
in the evenings. 

Home Office Delegation 

Other officials and wives representing 
the home office were Medical Dirée¢tor, 
Dr. H. F. Starr and Mrs. Starr; Vice 
President and Treasurer H. P. Leak and 
Mrs. Leak; George Cavenaugh, man- 
ager securities department; Secretary 
Carlyle Gee and Mrs. Gee; and Asso- 
ciate Actuary S. C. Tatum and Mrs. 
Tatum. 

Company directors present were Mar- 
tin L. Cannon, Charlotte, W. G. Clark, 
Sr., Tarboro, and W. G. Clark, Jr. and 
Mrs, Clark, Tarboro. 

Jefferson Standard’s life insurance in 
force now totals approximately $880 mil- 
lion. Sales for the first seven months of 
the year amount to $74,500,000, an in- 
crease of 4.2% over last year. 
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JOHN S. COOK’S NEW POST 





Now With Companion Life of N. Y. 


as Chief Underwriter; 20 Years 
With Bankers National 


John S. Cook, formerly assistant un- 
derwriting secretary of Bankers National 
Life, Montclair, N. J., recently joined 
the new Companion Life of New York, 
affiliate of the Mutual Benefit Health & 
Accident, as chief underwriter. Mr. Cook 





JOHN S. COOK 


is in charge of the underwriting, applica- 
tion and policy issuance departments at 
the home office of the Companion Life, 
285 Madison Avenue, New York. 

Joining the Bankers National in 1929 
Mr. Cook spent 20 years with that com- 
pany with the exception of the World 
War II years of 1944 and 1945 during 
which he was with the U. S. Army in 
New Guinea. He served as the com- 
pany’s representative at meetings of the 
Institute of Home Office Life Under- 
writers and was a member of its read- 
ing and reference committee. He has 
also contributed formal papers, one of 
them being on “Juvenile Insurance” 
which was read at the institute’s annual 
meeting last November in Washing- 
ton, 2: C. 

Recognition was given to Mr. Cook’s 
loyal service with Bankers National Life 
in the August edition of its house or- 
gan, “Policysales.” 





Mutual of N. Y. Leaders 


The Chicago (Persons) agency of Mu- 


tual Life of New York, managed by 
Henry W. Persons, led all of the com- 
panys agencies throughout the country 


in volume of insurance sold during Au- 
gust. The Grand Rapids agency, man- 
aged by Charles E. Brown, was first in 
number of policies sold. 

Richard E. Myer’s agency in New 
York was second in volume and Milwau- 
kee, managed by George A. Knutsen, 
CLU, was third. 

The Salt Lake City agency, managed 
by Carson E. Bechtel, held second place 
in policies sold, and Wichita, Percy G. 
Gibson, manager, was third. ; 





ELIMINATE PREMIUM RECEIPTS 
North American Life & Casualty Co., 

Minneapolis, this month begins the 

elimination of premium receipts. If the 

pone yholder specifically requests receipts 
rey will be furnished. 





HAIGHT, DAVIS & HAIGHT, Inc. 


FRANK J. HAIGHT, President 
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A. P. PORTER RECEIVES PLAQUE 
Marks 50th Anniversary With Mutual 
Benefit Life; Honored by Home 
Office Officials 


Augustus P. Porter, Chattanooga dis- 
trict manager for the Nashville agency of 
Mutual Benefit Life, was guest of honor 
at a luncheon at the home office in New- 
ark last week. President John’ S. 
Thompson presented him with a gold 
plaque commemorating his 50th anni- 
versary with the company. Twenty-five 
company executives were in attendance. 

Mr. Porter joined Mutual Benefit in 
1899 when the company was 54 years 
old. He joined the company’s Chatta- 
nooga agency upon the advice of his 
cousin L. D. Drewry. Mr. Drewry’s 
nephew, James S. Drewry, Mutual Bene- 
fit general agent at Cincinnati and noted 
insurance author, was then an office boy 
in the Chattanooga agency. 

Mr. Porter's talk on “My Fifty Years 
With the Mutual Benefit” at the French 
Lick regional meeting earlier this year 
was one of the highlights of the three- 
day conference. 





General Agency Changes 
Of Pacific Mutual Life 


The Joseph M. Gantz agency of Pa- 
cific Mutual Life has decided to concen- 
trate future effort in the Cincinnati 
area. As a result of this rearrangement, 
the company announces three new gen- 
eral agency appointments—Herbert W. 
Wiedemann to be general agent at Co- 
lumbus, Jake Matusoff to be general 
agent at Dayton and Edgar R. Sulier to 
be general agent at Toledo. All three 
new appointees have been outstanding 
personal producers in their respective lo- 
cations. All were inducted and trained 
under the leadership of the Gantz or- 
ganization comprising General Agents 
Joseph M. Gantz, David M. Gantz and 
Harry S. Gantz. 








HERMAN REINIS 
Brooklyn General Agent 
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(Founded 1850) 








50 Court St. MAin 4-7951-2-3 











John W. Snyder to Speak 
At ALC Annual Meeting 


John W. Snyder, Secretary of the 
Treasury, will address the forty-fourth 
annual meeting of the American Life 
Convention, according to an announce- 
ment by S. J. Hay, chairman of the 
program committee. Mr. Hay, president 
of Great National Life, Dallas, has also 
announced that the meeting will be ad- 
dressed by Judd C. Benson, newly 
elected president of the National Asso- 
ciation of Life Underwriters; and H. 
Clay Evans Johnson, president, Inter- 
state Life and Accident Co., Chatta- 
nooga. With the addition of these speak- 
ers, the general sessions program is com- 
plete. 

The general sessions of the Conven- 
tion will be held October 5 and 6, and 
will be preceded, on October 4, by the 
annual meetings of the legal and agency 
sections. The combinations companies 
section is to meet October 7. All ses- 
sions are to be held at the Edgewater 
Beach Hotel, Chicago. Convention Presi- 
dent W. E. Bixby, president, Kansas 
City Life, will preside at all general ses- 
sions and at an executive session. 





GETS NEW YORK LIFE LOAN 
Belding Real Estate Corp., wholly owned 
subsidiary of Belding Heminway Co., 
Inc., has arranged to borrow $600,000 
from the New York Life on 3%% first 
mortgage sinking fund bonds due 1964. 
The purpose of the issue is to finance the 
greater part of an expansion program 
at the company’s Bedford, Va., plant. 
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All Life, Endowment and Annuity Plans 


You 


Favorable Par and Non-Par rates 
Standard and Sub-Standard risks 


Pension Trusts — with Life Insurance or 100% on 


can’t do 
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CROLAND NO. 1 IN GROUP LIFE 








Recognized by Continental Assurance 
for Personal Production of This 
Line in Seven Months of 1949 


William H. Croland, vice president of 
C. J. Simons Corp. of Newark, N, J, 
in charge of its Group insurance actiyi- 
ties, was recently notified by the home 
office of Continental Assurance Co, that 
his large personal 
production of 
Group life busi- 
ness for the first 
seven months of 
1949 qualified him 
as the No, J 
Group producer of 
the a 

The C. J. Simons 
agency represents 
the Continental as 
general agents, 
and this week Mr, 
Croland, — accom- 
panied by his 
wife, attended the 





William H. Croland 











company’s Pyra- F 
mid Club convention in Chicago, 
While there his outstanding perform- 
ance for the year to date was given 


recognition. Mr. Croland has ranked 
among Continental’s first five in Group 
production since 1944, and in the 1947-48 
club year he served as chairman of its 
Million Dollar Group Club. 

Prominent in Newark life insurance 
circles, Mr. Croland joined the C. J. 
Simons agency in 1941 and has advanced 
by successive stages to his present post 
of vice president, secretary-treasurer of 
the corporation. 





J. W. Gladders Returns to 
Field for Minn. Mutual 


J. Walter Gladders, superintendent of 
agencies for Minnesota Mutual Life for 
the past five years has been named gen- 
eral agent for the company at Saint 
Louis, effective October 1. 

Mr. Gladders has been in the life in- 
surance business for 21 years and during 
that time has had broad experience in 
personal selling, agency management and 
home office administrative work. He 
joined Minnesota Mutual in 1944 as as- 
sistant superintendent of agencies. Two 
years later he was advanced to superin- 
tendent in charge of new agency develop- 
ment specializing in coaching and train- 
ing in the company’s organized selling 
program. Mr. Gladders is 
agency department executive to establish 
his own agency with the company, fol- 
lowing a term of experience in the agen- 
cy department of the home office. 

Prior to his association with the Min- 
nesota Mutual Mr. Gladders had been 
with the Metropolitan Life in the Saint 
Louis area. He is an alumnus of Pur- 


o 





the eighth & 


due University and a member of Sigma | 


Alpha Epsilon Fraternity. 





OPENS NEW HEAD OFFICE 
Commercial Life Assurance Co, has 
opened new head office premises at 116 
Richmond Street, West, Toronto. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
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T. M. Lemly Memphis Mgr. 


For Home Life of New York 








H. G. Nenninger Now With 
F. S. Fern Agency, Newark 


Harold G. Nenninger, prominent in 


necticut Mutual Life in Newark. In 
recent years the paid production of the 
department which he managed ranked 
among that company’s leading ten, and 
Mr. Nenninger was awarded a_ trophy 


MARKS 40TH ANNIVERSARY 

Arthur P. Hubschmitt, assistant comp- 
troller of The Prudential, is this month 
observing 40 years of service with that 


Newark life insurance circles, has joined : RO: CE eT te A p 

the Fred S. Fern agency of Ni tioual tor ra organization develop- company. He started his Prudential ca- 
ne Ayn Sits aes of ia : ment work. aed an = 

Life of Vermont in that city as broker- % : : _ reer in 1909 as a clerk in the bookkeep- 

age manager. His appointment was an- Mr. Nenninger, a former officer of ing division. In 1923 he was promoted to 


nounced by General Agent Fern on 
September 1, 

During the past 15 years Mr. Nen- 
ninger has served successively as agent, 
supervisor and brokerage manager in 


Ramsay agency of Con- 


the Supervisors Association of Newark, 
has also served on the board of directors 
of the Life Underwriters Association of 
Northern New Jersey. He has also been 
active in church, Red Cross and other 
civic affairs in his home community. 


assistant manager and four years later 
was named manager of the division. 
Subsequently, he rose to the position of 
supervisor in the comptroller’s organiza- 
tion and in 1941 he was elevated to his 
present post. 
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No, } 
ducer of 
iny, 
_ Simons 
presents 
ental as Becta bs , : 
agents, THERON M. LEMLY 
eek Mr, 
accom- P , 3 P 
y his Home Life of New York has an- 
ded the nounced the opening of another new 
Pyra- agency in Memphis, Tenn., with Theron 
chicago, M. Lemly, formerly assistant manager 
erform- in Atlanta, as manager. This is the 
3 given third new agency announced by Home : 
ranked Life in recent weeks. In making the ; 
Group announcement, William P. Worthing- He hashad.. ....... s oe 
1947-48 ton, vice president, said that these recent of classroom work unde 
1 of its F activities are part of Home Life’s present 16 ee ee 
general expansion plans. 
surance Mr. Lemly joined the company as a 
C. J.— field underwriter in the Jackson, Miss., 
lvanced agency in 1939 soon after his graduation 
nt post from Millsaps College. 
urer of 
Brooklyn Ass’n Announces 
we: Oe Plans for 1949-50 Season 
Se 2k seneel Cees SS ee The Mutual Life chooses each Field Under- _ insurance best suited to the prospect's ob- 
utua directors of the Brooklyn branch of the 
lent of § Life Underwriters Association of the writer carefully—weighing natural abilities _jectives. The subjects in the third phase are 
ife for City of New York, Edward L. Rosen- / ‘ : " 
d gen- a general agent, eign 9? “a and background. Each one is selected only _ in the advanced fields of Business Life 
Sai t Ll e, was e ecre’ cnairman oO 1e€ boara, : 
Saint @ The agenda for the year 1949-1950, as after thorough aptitude testing and several _ Insurance and Taxation. 
ste fae meee by the board, is as follows: b h 
d Jetober 20—A film, “For Some Must . : indi hat he h i = 
q , gale , : ws indicate that he has better-than : 
during Watch,” will be shown, Before the show- acces . Every part of this course has been de- 
ing of the film, John Cashmore, Borough lifi i f lj 2 
a tan* en A . ‘ rage ualincations for success. en ; ‘ 
m = sm of Brooklyn, will speak about wane Ss h id signed to place at the Underwriter’s com- 
~ fe insurance and the part Brooklyn rv effort is exerted to help the new Fie 
Tw ney in it. Following the film, Ralph sili ; , P f mand a thorough knowledge of the financial 
ie: “ngelsman, general agent, Penn Mu- Underwriter build a satisfying future. om 
velop. fil Life, will talk about. the reasons ying problems that arise in everyday living. The 
p> why the agent is in the life insurance : 
sell a Se The most important step in that direction Mutual Life feels confident that when a 
selling eld on temporary disability benefits 7 a . . 
oath ets the gag ey — is the three-year training program, which is _ Field Underwriter has completed the three- 
a S first sales congress. In April, Brook- 4 we } : 
a lyn  oaagd ee eee divided into three sections. The first deals year training program he is equipped to 
3 Flow hey o it, and the May : a . 
Min oer The = lca’ a pectennent sg ort with the groundwork ...the fundamentals _ analyze individual insurance needs prop- 
! er. > €lection of officers will be hel« i i 
Lae: in June. of life insurance and selling. The interme- __ erly, and then to recommend a life insur- 
Bas B . diate phase develops further the techniques ance program that will best satisfy those 
Sigma oston Mutual Appoints i: ; 
Diets; for determining the kind and amount of life _ needs. 
istrict Office Managers 
Boston Mutual Life has announced the 
E Weenie of Jerry A. Alajajian to the 
has osition of manager of the Waltham dis- ° 
it 116 trict office. Mr. Alajajian has been as- Our 2ud Century of Sewice 
: “are district manager of the Cam- 
ridge district office and in his new 
—— te Succeeds Harry G. Scampton who is ( 
retiring after 31 years of service with 
pees INSURANCE COMPANY of NEW YORK 
. J€ company also announced the pro- a 
71S motion of Francis J. McCabe to the "nu 
oogeerbe os of the Brockton dis- 34 NASSAU STREET Duaured, QGnoome, NEW YORK 5,N.Y. 
ict office, Mr. McCabe has been as- Ld 
sistant district manager in Dorchester : ay 
and succeeds Joseph P. Derosier who , 
— retired after 25 years of service. 
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Steel Work “Topped Out” on New 
Home Office of Mutual of New York 


Structural steel work on the new home 
office of Mutual Life of New York on 
Broadway between Fifty-fifth and Fifty- 
sixth Streets, New York City, was 
“topped out” this week, a little more 
than three months after the first steel 
column was put in place on June 8. 

The building, with 25 stories above 
ground, involved the equivalent of 31 
stories of structural steel work from 
sub-cellar to the cooling tower roof. 
The steel, furnished and erected by the 
Bethlehem Steel Co., rose at the rate 
of more than two stories a week. The 
Turner Construction Co., builders of 
the structure, stated that from the com- 
pany’s observation the job set a new 
post-war record for speed of steel erec- 
tion on a major building in New York. 


With the steel work finished and other 
construction progressing at a rapid pace, 
the scheduled completion date has been 
advanced to April or May from mid-1950, 
the Mutual Life announced. 

The 376-foot-high building will have 
a total of 390,000 square feet of office 
space. At the outset, the Mutual Life 
will occupy about 65% of the structure, 
with remaining space available for ren- 
tal. The building will replace quarters 
at 34 Nassau Street that the 107-year-old 
Mutual Life has occupied continuously 
for 65 years. 

Shreve, Lamb and Harmon Associates 
designed the new building. Edwards & 
Hjorth are the structural engineers. 

Wm. A. White & Sons are the rental 
agents. 














BEARD .on the WAY | 











Sir George H. Maddex, K.B.E., presi- 
dent of the British Institute of Actuaries, 
who is to be a guest of the Society of 
Actuaries at White Sulphur Springs, has 
had a distinguished career in Great Brit- 
ain. He joined the staff of Sir Alfred 
Watson shortly before World War I. 
Sir Alfred (of Manchester Unity Tables 
fame) was the great English consulting 
on invitation of the 
became the official 


actuary who in 1911, 
British Government, 
responsible for actuarial advice and cal- 
culations in connection with the National 
Health Insurance scheme which was then 
being started. The services of Sir Alfred 
Watson were found so useful in various 
directions during the 1914-18 war that in 
1919 he was appointed the first Govern- 
ment actuary of Great Britain, with his 
own separate department—the Govern- 
ment actuary’s department—and iv that 
capacity he became responsible for giv- 
ing actuarial advice and services to any 
Government department which needcd it. 
Many references have been undertaken 
also for Colonial and Dominion Govern- 
ments. The work of the Department has 
expanded greatly in range and variety 
since its formation in 1919, and the per- 
manent staff now includes 24 fully quali- 
fied actuaries. 

Sir George was loaned to the New 
Zealand Government in 1937 at the re- 
quest of Walter Nash, the Finance Min- 
ister, and spent nine mion* is in that 
country as actuarial advise: o the Gov- 
ernment on matters relating :o social in- 
surance. He was appointed Deputy Gov- 
ernment Actuary of Great Britain in 1944 
and Government Actuary in 1946. He is 
a member of the Statistics Ad-visory 
Committee of the Royal Commission on 
Population. This is a Government com- 
mission on inquiry which was appointed 
in 1944 and issued its report a few 
months ago. 

Sir George is a member of the Gov- 
ernment’s Standing Committee on Social 
and Economic Research which was set 
up in 1946. He is also a vice president of 
the Royal Statistical Society and a vice 
president of the Council of the Perma- 
nent Committee for International Actu- 
arial Congresses. 

Mr. Maddex was honored by His Maj- 
esty conferring on him in January, 1948, 
the Knighthood of the Order of the Brit- 
ish Empire (K.B.E.) Lady Maddex will 


accompany him to White Sulphur 
Springs. 
Brooks E. Smith, son of Sarah B. 


Smith (one of leading agents of the 
Equitable Society and who lives in 
Fairmount, W. Va.), married Eleanor 


Margaret Boyle of Morgantown, W. Va 
in Morgantown August 21. 

Mrs. Smith attended Seton Hill Col- 
lege, Greensburg, Pa., and received her 
bachelor of arts degree from West 
Virginia University and her master’s de- 
gree in retail merchandising from Uni- 
versity of Pittsburgh. 

Mr. Smith is a graduate of Phillips 
Academy, Andover, Mass., Yale Uni- 
versity and the college of law at West 
Virginia University. During World War 
IIT he spent three years with the Fifth 
Army in Italy, participating in the four 
major campaigns and_ received the 
Legion of Merit. At Yale he was a mem- 
ber of St. Anthony Hall, the Whiffen- 
poofs and Torch Honor Society. He is 
now law clerk to Judge Fred L. Fox, 
Supreme Court of Appeals of West Vir- 
ginia. 





Lawrence Christopher Bonnycastle, 
who last March was made. general 
manager of the National Life Assur- 
ance Co. of Canada, is held in high 
respect throughout Canadian life insur- 
ance circles. He succeeded G. Fay Davies. 

For some years Mr. Bonnycastle had 
been vice president and general mana- 
ger of John Labatt, Ltd., Canada’s larg- 
est brewery. 

The early part of Mr. Bonnycastle’s 
career was in life insurance. He qualified 
as a Fellow of the Actuarial Society of 
America and of the American Institute 
of Actuaries while still with the North- 
ern Life. He had spent eight vears with 
the Northern Life when in 1940 he left 
the brewery business. He left the brew- 
ery field because of personal reasons. 
News of his return to life insurance was 
unusually well received in the business. 
One of his closest personal friends is 
“Bob” Reid, general manager of the 
London Life. 

Born in Russell. Manitoba. where his 
father was a judee, Mr. Bonnycastle 
holds degrees from University of Mani- 
toba and Wadham College, Oxford, 
England. 





Delving into its archives Pacific Mu- 
tual Life Insurance Co. finds, according 
to a statement signed by the company’s 
officers as of December 31, 1887, there 
remained in the hands of the company 
the following product of the company’s 
vineyard: 6,600 gallons of wine stored in 
the company’s fireproof stone vault on 
the vineyard, valued at 20 cents per gal- 
lon; also 4,459%4 gallons of choice brandy 
stored in the U.S. bonded warehouse, 
Sacrame ito, Calif., and valued at 80 
cents per gallon. 


Uncle Francis. 


J. W. Johnson’s New Post 
J. Willard Johnson of St. Paul has 


been elected financial vice president of 
the Western Life of Helena, Montana. 
This is a newly created executive posi- 
tion and he has arrived in Helena to 
assume his duties. 

Mr. Johnson goes to the Western Life 
after nearly twenty years of work in in- 
vestment research and analysis. He was 
graduated from the University of Min- 
nesota in 1928, with a major in finance. 
He then took a year of post graduate 
work in economics at the same univer- 
sity, holding the position of assistant 
instructor at the same time. 

After a year as accountant for the 
Princeton Gas Co. of Princeton, Illinois, 
Mr. Johnson in 1930 was employed for 
four years in the investment research 
department of the First Securities Cor- 
poration and First Service Corporation, 
affiliates of the First National Bank of 
St. Paul. In 1934 he went to the Min- 
nesota Mutual Life of St. Paul to take 
charge of their investment research and 
continued in that company’s investment 
department until he resigned as assistant 
treasurer to go with the Western Life. 





BROOKLYN LUTC CANDIDATES 

Bernard Eiber, CLU, Brooklyn chair- 
man for the Life Underwriter Training 
Council has announced that there will 
be a luncheon meeting September 22 at 
Sakele’s Restaurant, Brooklyn, for the 
purpose of presenting graduation cer- 
tificates to the successful candidates of 
the LUTC course, part one. Edmund L. 
G. Zalinski, CLU, managing director of 
LUTC, will present the certificates. 





LONDON, ONT. ASS’N ELECTS 


J. A. Doucher has been elected pr :si- 
dent of the Life Underwriters Ass: cia- 
tion of London, Ontario, for 1949- i950. 
Vice president is G. Hartwell and secre- 
tary Ronald White. 
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MORE... 
or LESS? 


As competition for the buyer’s 
money increases, our men are 
finding that the combination of 


Life Insurance 
and 
Noncancellable Sickness 

and Accident 
insurance, means MORE . 
in sales ‘ ‘leverage” oP 
ability to service soundly . 
in prestige and profit. 
Noncancellable Sickness and 
Accident insurance is playing 
an increasingly important 
part in the sales program of 
our successful life under- 
writers these days. Sales rec- 
ords reflect the fact that, as 
their Non-Can sales increase, 
their Life sales increase, too! 


Such is the benefit of a 
COMPLETE sales kit. 
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We have pleasure in announcing | 
| the opening of | 



































A BRANCH OFFICE AT 
| 


62 WILLIAM STREET 
New York City 
Phone: WH-4-8998 























and the appointment of 


MILTON RIFKIN 

















as Branch Manager 





















This Branch will be completely equipped to service our growing 
brokerage business in the Downtown Insurance district. 






















The S. S. Wolfson Agency 


BERKSHIRE LIFE INSURANCE COMPANY 


























17 East 42nd Street, New York 17, N. Y. 
MU 2-3030 


Brooklyn Branch: 66 Court Street — Phone: MA 4-1793 
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AN EQUITABLE BRIEFCASE 
One of a series of advertisements illus- 
trating how a life insurance agent serves 
his community by selling life insurance. 





Amazing —bumper crops of wheat in this briefcase! 


FRANK TOWNSEND, the owner of this briefcase, is no 
farmer—but he’s helped sow the seed for several 
thousand bushels of wheat, corn and other vital 
crops. What’s more, because of his success in plac- 
ing Equitable Plans for the Business of Farming, 19 
families in his section have become farm owners 
instead of tenant farmers. 

And from this same briefcase of Frank Town- 
send’s have come a score of Equitable Assured 
Home Ownership Plans. It is generally agreed that 
men who own their own homes or operate their own 
farms are the backbone of a free country. So Frank 





uisten ro “THIS IS YOUR FBI” 


... Official crime-prevention broadcasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 


EVERY FRIDAY NIGHT + ABC Network 











THOMAS I. 





Townsend has a mighty good reason to feel satisfied 
with the job he’s doing as an Equitable Society 
Representative. Men of his stamp have a right to 
the highest title that can be awarded in a democracy. 
He’s Frank Townsend, Good Citizen...a man who 
does much more than his share to make his home 
town a better place to live in. 

That’s why Frank wouldn’t trade jobs with any- 
one else in the country. As a member of an honored 
profession...as a representative of an institution like 
the Equitable Society, he holds the respect and 
regard of every one who counts in his community. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


PARKINSON, President - 393 Seventh Avenue, New York I, N.Y. 
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Named to New Post by 
Mutual Life of New York 


Matar 


STANTON G. HALE 


Roger Hull, vice president and mana- 
ger of agencies for Mutual Life of New 
York, has announced several changes in 
the company’s territorial supervision 
plan which was inaugurated in 1945. 
The New York City agencies are now 
included in the eastern division, and 
other changes include transfer of the 
five Ohio agencies from the eastern 
to the central division; the Oklahoma 
City agency from the central division 
to the southern division. 

Also announced by Mr. Hull were two 
changes in supervisory duties. Stanton 
G. Hale, formerly superintendent of the 
eastern division, is appointed assistant 
manager of agencies in the home office 
to assist in the over-all supervision of 
agency activities. Frank B. Jackson, su- 
perintendent of agencies, will have su- 
pervision of the newly formed eastern 
division. Mr. Jackson was brought to 
the home office last year after serving 
as manager of the St. Louis agency. 

The company’s three other divisions 
will continue to be supervised as fol- 
lows: D. D. Briggs continues as super- 
intendent of agencies of the southern 
division; E. E. Waller as superintendent 
of agencies of the central division, and 
H. B. Cadwell as superintendent of agen- 
cies of the western division. 





National Life Booklet 


A booklet which is expected to be 
helpful to its full-time representatives is 
being released by National Life of Ver- 
mont. Aside from the educational aspect 
of the booklet, it contains answers to 
the technical questions which arise regu- 
larly in the producer’s daily routine. Al- 
though the booklet outlines the practices 
and policies of the company which are, 
more or less, technical in nature, the ex- 
planations or answers are in the lay- 
man’s language. 5 

Entitled “True of False Quiz,” the 
booklet is the outgrowth of a feature 
which ran for more than a year in the 
company’s magazine, “National Mes- 
senger.” Various departments in the 
home office prepared the series of true- 
or-false quizzes which covered a variety 
of subjects such as the 1948 edition of 
policy, 1948 revenue act, general tax 
questions, selection and policy issue, 
beneficiaries and assignees, death and 
endowment claims, policy change and 
reinstatement, ownership and premiums, 

The quiz series was instituted by the 
agency department under the direction 
of John G. Karnedy, agency assistant. 
The introduction tells how the booklet 
may be used best. 





Murrell Brothers Open New 
Building in Los Angeles 


The Murrell Brothers, Thomas G. and 
Weymouth L., general agents for the 
state of California for Mutual Benefit 
Life, have recently completed their new 
Los Angeles office building at the cor- 
ner of Sixth and Harvard. 

Of red brick structure, the new build- 
ing doubles present space in that there 
will be 22 private offices contrasted with 
nine presently. Its location represents 
the current trend in Los Angeles to move 
westward. According to the Los An- 
geles planning committee, this location 
will be two blocks from the center of the 
city eight years hence. 

One of the main features of the new 
site is the parking area at the side of the 
building. It is estimated that each agent 
will gain 45 minutes working time each 
day through elimination of the acute 
downtown parking problems. 

The Murrell Brothers have been gen- 
eral agents for the state of California 
since 1942. From 1937 to 1942 they were 
co-general agents in Los Angeles. 

A luncheon in honor of W. Paul Still- 
man, chairman of the board, and H. 
Bruce Palmer, vice president in charge 
of agencies of Mutual Benefit, was held 
this week. Special achievement awards 
were made in recognition of the winners 
in a July and August drive for new 
business. A formal opening date of 
the new offices will be announced later. 








George L. Kappes 


ANNOUNCES the opening of an office 


at 


347 Madison Avenue 
Murray Hill 6-5500 


where he will continue to specialize in tax, insurance, and estate 
law as applied to the problems of business and estate conservation. 











ALBERT DAOUST RETIRES 


Albert Daoust has retired as branch 
manager in Quebec City for the Great- 
West Life after 43 years of service with 
the company. Jean Lamarche, formerly 
branch manager at Sherbrooke, Quebec, 


succeeds Mr. Daoust. 





“And I'll tell you why — 


INCORPORATED 1851 








"“Thone's LIFE iz the BERKSHIRE!” 


The Berkshire is way out in front in the field of Juvenile 
Insurance coverages issued on the lives of children from 
ONE DAY to 14 Years of Age — 


_ ULTIMATE AT AGE 1 and RETURN PREMIUM Plans —with 
Payor Benefit provisions available. 
You can enjoy added commissions and increased earnings 
during 1949 selling Berkshire Juvenile Insurance—one of 
the most appealing and popular forms of coverage that 
has ever been made available to the insurance buying 
public. It’s good business for you.” 


B THE . 


LIFE INSURANCE COMPANY 


HARRISON L. AMBER, President 


If you are a full time Agent 
of any company we solicit 
your surplus business only. 


~ 


PITTSFIELD, MASS. 









Made Brokerage Manager 





MED A. NATION, JR. 


Arthur Milton, general agent of Postal 
Life in midtown New York has an- 
nounced the appointment of Med A. 
Nation, Jr., as brokerage manager. Mr. 
Nation was born in Topeka and attended 
the University of Minnesota majoring in 
pre-law and law. In 1941 he entered 
the Navy where he served for four years, 
three of which were in the Pacific thea- 
tre. In 1946 he entered the insurance 
business and soon after became a general 
agent in St. Paul. In January 1948, he 
resigned to enter politics and served as 
executive secretary of a non-partisan po- 
litical group in St. Paul. Mr. Nation 
came East and became associated with 
Arthur Milton agency in June of this 
year. 

Mr. Nation’s father started as an agent 
in Topeka 35 years ago and later became 
president of the Modern Life Insurance 
Co. He was president at the time of his 
death in 1945. 





Sam P. Davis Agency Leads 


Sam P. Davis, manager, Phoenix Mu- 
tual Life, Lincoln Building, New York 
City, has been advised that his agency 
again was first in the United States 
for his company during August. This 
is the third out of the last four months 
that the New York Lincoln agency has 
led all of the Phoenix Mutual agencies 
in the country. 

Mr. Davis, with ten of his men and 
their wives, last week were at the Skytop 
Club in the Poconos of Pennsylvania. 
Those agents qualified for a Phoenix 
Mutual conference on advanced undet- 
writing. 
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Manager Tom Morgan of 
Washington, D. C., Dies 


WITH MUTUAL LIFE OF N. Y. 








Gave Much Aid to NALU in Matters 
Having to Do With Income 
Tax Unit 





Thomas P. Morgan, Jr, 63, manager 
in Washington, D. C., of Mutual Life 
of New York, died on September 8 of 
4 heart attack. His father, Thomas P. 
Morgan, was manager for many years. 
The services to life insurance of the 
Morgans was of extreme value, because 
of the acquaintance they had with many 

mbers of Congress. 
oe the days when Julian S. Myrick, 
former president of National Associa- 
tion of Life Underwriters, came to 
Washington to see what he could do as 
association representative to straighten 
out interpretations of tax matters, and 
would see the Income Tax Unit of the 
Internal! Revenne Bureau—or others in 
Washington official life—he was gen- 
erally accompanied on these visits to 
Washington offices by Thomas P. Mor- 
gan, Jr. 
~ Thomas P. Morgan, Jr., was a de- 
scendant of Thomas Johnson, one of the 
three commissioners appointed by 
George Washington to build the Federal 
city. His grandfather, Thomas Morgan, 
was one of the first of these commis- 
sioners when the district form of gov- 
ernment was installed, serving from 1879 
to 1883. 

Appointed to the District Boxing Com- 
mission in 1940 he was credited with giv- 
ing Washington its only heavyweight 
championship bout, the Joe Louis-Buddy 
Baer fight in 1942. 

Surviving are two children, Woodruff 
S. Morgan of Washington and Mrs. W. 
Blodgett of Binghamton, N. Y. 





Northwestern Mutual Makes 
Changes in Agency Dep’t 


Changes in assignments of the officers 
in the agency department of Northwest- 
ern Mutual Life, Milwaukee, have been 
announced by Grant L. Hill, vice presi- 
dent and director of agencies. 

Willard H. Griffin, assistant director 
of agencies, is now directing the na- 
tional advertising and sales promotion 
activities, with the aid of Robert Tem- 
plin, agency assistant. This function was 
formerly in charge of Lawrence J. Evans, 
recently appointed general agent of the 
company in Portland, Ore. after 13 
years as assistant director of agencies 
at the home office. 

Harold Gardiner, educational director, 
will be liaison officer with the standing 
committee of the Northwestern Mutual 
Association of Agents in planning the 
annual meeting at the home office in 
July, as well as the New York Eastern 
and the West Coast regional meetings 
of agents. 

The induction of new agents has been 
assigned to Roe Walker, a recent addi- 
tion to the staff of assistant director of 
agencies, who has an outstanding record 
for both personal production and_ in- 
ducting others into successful produc- 
tion, 


D. J. Reidy ABA Speaker 
Daniel J. Reidy, general counsel of 
Guardian Life, delivered an address on 
estate taxes at the 72nd annual meeting 
of American Bar Association in St. Louis 
last week. “Problems of Apportion- 
ment of Estate Taxes Under State Stat- 
utes” was the subject of Mr. Reidy’s 
talk, which was given before the real 
Property probate and trust law section. 





MADE ASS’T GENERAL COUNSEL 
p he appointment of George Frank 
urvis, Jr, as assistant general counsel 
to the company’s general counsel 
Solomon S. Goldman has been an- 
nounced by Pan-American Life, New 
tleans, 


PRODUCTION CONTEST WINNERS 

The Virginia agency of Northwestern 
Mutual won the 16th annual All-South- 
ern Feud production contest during the 
three month summer period. Under the 
leadership of Howard D. Goldman, gen- 
eral agent at Richmond, they achieved 
a perfect cumulative score and set an 
all-time record in volume of business, 
number of lives written and percentage 
of quota. The Tennessee agency of 
E. T. Proctor, Nashville, was second 
among the agencies. 


PRUDENTIAL APPOINTMENT 

H. Dean Hoff has been placed in 
charge of The Prudential’s agency ac- 
tivities in Idaho Falls, according to an 
announcement by Theron W. Fothering- 
ham, manager of the company’s Salt 
Lake City agency. 

Mr. Hoff is a native of Georgetown, 
Idaho, and has spent his entire business 
career in the state. Prior to joining Pru- 
dential as an agent in Idaho Falls in 
1944, Mr. Hoff was associated with the 
Union Pacific railroad. 














HEADS BUFFALO MANAGERS 

Charles C. Browning, manager, New 
York Life was installed as president of 
the Buffalo Life Managers Association 
at the initial luncheon meeting of the 
season September 8 at the Buffalo Ath- 
letic Club. Bernard B. Hoffman, retir- 
ing president, was the installing officer. 

Speaker was Levi E. Bottens, admin- 


istrative director of the Life Underwriter 
Training Council of New York City. He 
discussed the training of life insurance 
salesmen. 











BQ, 


Five years certainly make a big diff- 
erence at Junior’s age! Even at your 
age five years mean a lot. For in- 
stance, haven’t you found yourself 
wishing you had taken out life insur- 
ance five years sooner? Chances are 
you’ve heard yourself saying, “If I 
could only turn back the clock !” 


Well — now you can turn back the 
clock, thanks to Union Central’s Pre- 
mium Reduction Policy. Here is a 
completely new development in life 
insurance. After the first five years, 
the premium automatically reduces 


about 40%, and remains level there- 
after. In effect, you turn back the clock 
to the premium rate for a younger age. 


And Union Central’s Premium Re- 
duction Policy gives you even more 
than the advantage of the past. It is 
a forward looking policy, too, taking 
into consideration that changing cir- 
cumstances may make some other 
form of insurance better suited to 
your needs. Therefore, after five years, 
Premium Reduction actually offers 
5 options. 


In addition to the automatic option 
to reduce premiums by about 40%, 
you have the following options: you 
can continue payments at the origin- 
al rate and have a Limited Payment 
Life Policy or an Endowment Policy; 
or you can discontinue payment al- 


Daddy... can that be me? 


together at the end of the first five 
years and have Paid-Up Term Insur- 
ance with full protection, or paid 
up protection for life on a reduced 
amount. 


By turning back the clock, Union 
Central’s Premium Reduction Policy 
gives you a five year head start on 
protecting yourself and your family. 


* * * * 


The Union Central agent has a plan 
to meet every life insurance need. He 
has contracts ranging from Non-Con- 
vertible Term, the lowest premium 
policy of all, to Single Premium En- 
dowment, the highest. Through these 
modern, liberal policies, he can pro- 
vide the finest possible life insurance 
coverage for applicants from birth to 
age 65, inclusive. 


The Union Central Life Insurance Co. 


CINCINNATI, 


OHIO 
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Wolfson Agency Opens 
Downtown N. Y. Branch 





MILTON RIFKIN ITS MANAGER 





Jules Nassberg, MDRT Member, Joins 
Agency and Will Locate at 
New Office 





Hilliard N. Rentner, vice president in 
charge of production of the S. S. Wolf- 
son agency, Inc., general agent in New 
York City of Berkshire Life, announced 
this week the opening of a branch office 
at 62 William Street, and the appoint- 
ment of Milton Rifkin as branch mana- 
ger. 

Mr. Rifkin, a native New Yorker, was 
graduated from Brooklyn College and 
attended Harvard Law School. He en- 
listed in the U. S. Navy at the outbreak 
of World War II and was discharged in 
January, 1946, with the rank of lieuten- 
ant (sg). He joined the Wolfson agency 
in April, 1946, as a full-time representa- 
tive, and was appointed a supervisor in 
July, 1948. Mr. Rifkin is a member of 
the Life Supervisors and the Life Un- 
derwriters’ Associations of New York. 

Jules Nasserberg, life and qualifying 
member of the Million Dollar Round 
Table, has joined the full-time organiza- 
tion of the Wolfson agency and will be 
located in the new branch office. 

Prior to his entering the insurance 
business in 1928, Mr. Nassberg was a re- 
porter for the New York Globe and the 
New Rochelle Star. He served for many 
years as press agent for the late George 
M. Cohan. He was born in New York 
City and attended New York Univer- 
sity. He is an ardent fisherman and an 
amateur photographer. He is married, 
has two children and resides in Belle 
Harbor, L. I. 





Pacific Mutual Gets Award 


For Television Commercial 


Pacific Mutual Life’s entire home office 
staff met in the company’s Los Angeles 
nome office auditorium recently to 
witness presentation of an award from 
Television Magazine, won in connection 
with the company’s five two-minute tele- 
vision commercials. 

Presentation was made by Arthur En- 
gel, West Coast Manager of Television 
Magazine and received by John Little, 
vice president of Foote, Cone & Belding, 
Pacific Mutual’s advertising representa- 
tives. A beautiful gold cup, the award is 
inscribed “For originality in the use of 
television.” 

Also introduced at the gathering by 
Pacific Mutual’s President Asa V. Call 
were five of the company’s outstanding 
field producers—R. Earl Denman, Cin- 
cinnati; Abram L. Geller, Houston; 
Robert A. Brown, Los Angeles; Chas. F. 
Linder, Oklahoma City; and C. Porter 
Hochstadter, Cincinnati. 





JOINS GREAT SOUTHERN 


Great Southern Life has appointed P. 
H. Huffstetler manager of its Dallas City 
agency. He was formerly manager of 
the Dallas territory for Reserve Loan 
Life. 





EIGHT BIG FEATURES 


Sub-standard Term . . . Disability Income 
$10 per M... Non-medical—O to age 40 
.. + Non-Can. A. & H. .. . Liberal con- 
sideration for overweights, members of 
armed services, aviation personnel and 
diabetic risks. 


Samuel D. Rosan Agency, Inc. 
General Agent 
CONTINENTAL ASSURANCE COMPANY 


76 William Street, N. Y. C. 
Whitehall 3-7680 



































N. Y. Life Production 
Clubs Conferences 


OVER 1,800 AGENTS QUALIFIED 


Series of Meetings Opened Last Week 
at Sun Valley; Three Other 
Conferences Scheduled 





The theme for ten educational con- 
ferences of the New York Life’s agency 
production clubs meeting in September 
and October will be “the New York 
Life Agent in Your Community Is a 
Good Man to Know,” the keynote of 
New York Life’s current national maga- 
zine advertising program. 

More than 1,800 New York Life agents 
qualified for the clubs this year despite 
requirements for 


considerably higher 


membership. 
Top Club Council 


The series of educational conferences 
opened with a meeting of the Top Club 
Council, comprised of the top 200 pro- 
ducers in the company’s field force, at 
Sun Valley (Idaho) Lodge September 6 
to 10. Welcoming the council members 
was Dudley Dowell, vice president in 
charge of agencies, who discussed the 
outlook for the life insurance agent in 
1950. At the opening session there were 
talks by Edward J. Mintz, CLU, San 
Jose, president of the 1947-48 Nylic Top 
Club; C. H. “Smokey” Killen, San An- 
tonio, president of the 1948-49 Top Club, 
and Edwin T. Golden, CLU, San Fran- 
cisco, national vice president. Josef E. 
Josephs, CLU, Charlotte, N. C., gave 
the annual report of the Agents’ Ad- 
visory Council. 

President Devereux C. Josephs ad- 
dressed the Top Club Council at the 
second morning session September 7. 
Financial Vice President Richard K. 
Paynter, Jr., spoke about “Investment 
Operations”; Assistant Vice President 
A. H. Thiemann talked on “Our Na- 
tional Advertising,” and Vice President 
James T. Phillips discussed “C. I. P.— 
What It Is and What It Does.” 

Participating in a panel discussion on 
advanced underwriting were Daniel H. 
Coakley, Jr., Boston; Erle L. Collins, 
San Francisco; Edward J. Mintz, San 
Jose, and Elmer C. Moore, Wichita, from 
the field; and, from the home office, 


George J. Marsh, director of field train- 
ing; Walter D. Freyburger, tax coun- 
sel; James D. Dunning, supervisor of 
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Jay R. Benton, President 


advanced training, and Joseph D. Her- 
ring, consultant in the field training 
division. 

Assistant Vice President Raymond C. 
Johnson, CLU, presided at a panel dis- 
cussion on “Modern Marketing Meth- 
ods” held on the third day. Included on 
the panel were Isaac S. Kibrick, Boston; 
Robert A. Davies, CLU, San Francisco; 
Kenneth C. Fitch, Wichita; Edwin 
Golden, CLU, San Francisco; Josef E. 
Josephs, CLU, Charlotte, N. C.; Rudolf 
L. Leitman, Detroit; George J. Lucas, 
Sioux Falls, S. D.; Ben H. Sekt, Sioux 
City, Iowa, and Norman Warren, CLU, 
New York City. 

“Tailor Made Dollars,” a new motion 
picture for agency training on Nylic 
Planned Security, was introduced by 
Andrew H. Thomson, CLU, director of 
sales promotion. On the third day of 
the Top Club Council conference, Ster- 
ling W. Sill, CLU, manager of the 
Intermountain branch office, presided 
at an open forum with “The New York 
Life Agent in Your Community Is a 
Good Man to Be” as the subject. 

Assistant Vice President Walter Weis- 
singer, who is directing arrangements 
for the ten educational conferences of 
the 1949 Nylic Clubs, was chairman of 
the Top Club Council’s annual dinner, 
the concluding event of the meeting. 

The general pattern of the Top Club 
Council’s program will be followed at 
meetings of the other clubs. At the 
meetings, each group will elect its 
representative to the Agents’ Advisory 
Council, the function of which is to pro- 
vide a closer liaison between the field 
force and the home office. 


Other Council Meetings 


Following the Top Club Council meet- 
ing, there will be three regional confer- 
ences of the Top Club: Pacific Division 
at the Broadmoor, in Colorado Springs, 
being held this week; Central and West- 
ern Divisions at The Arlington, Hot 
Springs, Arkansas, September 19-22; and 
the Northeastern and Southeastern Di- 
visions at The Cavalier, Virginia Beach, 
Virginia, September 28-October 1. 

Regional meetings of the Nylic Star 
Club are at French Lick, Ind., and Bol- 
ton Landing, New York, this week; 
Mackinac Island, Michigan, September 
14-17; Coronado Beach, California, Sep- 
tember 26-29; Roanoke, Virginia, October 
2-5; Galveston, Texas, October 16-19. 


JAMES F. MacGRATH, Jr. 
General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 
In The City of New York 





“eee, 6.” 


We have a new booklet detail- 
ing the provisions of New York's 
new Disability Benefits Law. 


This booklet is available on 
request. Also available is our 
personal aid in planning for effi- 


cient presentations. 


July 1, 1950 is nearer than you 
thinkl 














84° WILLIAM STREET 
New York 7, N. Y. 


War phone : HA 2-7865 





ASSISTANT 
GENERAL AGENT 


Successful General Agent (downtown} 
requires an assistant. Good salary, 
personal commissions and unusual op- 
portunity for advancement. Write in 


confidence. Box 1898, The Eastern 
Underwriter, 41 Maiden Lane, New 
York 7. 











LOUISVILLE CPCU COURSES 


CPCU courses of instruction for 
agents, solicitors and insurance office 
workers will again be made available this 
fall according to George C. Gibson, Jr. 
a leader in the Louisville, Ky., program, 
and one of the instructors of the classes, 
Last year Louisville made an enviable 
record when nine out of ten students 
passed the No. 1 group tests, whereas 
the national average is only 55% of stu- 
dents passing. 

Courses 1, 2, 4 and 5, will be made 
available the coming season. Already 
forty-four persons have written in that 
they desire to enroll. 








SECURITY 


“Give it the gun” is a mod- 
ern expression. Your great 
grandfather wouldn’t have 
understood it in his day. 


He didn’t understand about 
disability insurance either. 
We do today. Make sure 
your clients do, also. They 
need it. 


LIFE © GROUP 
A & H * NON-CAN 


Security Mutual 
Life Insurance Company 


INCORPORATED 1886 
Binghamton, New York 











Frederick D. Russell, President 
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Pensions Approved by 
Presidents’ Steel Board 


BENEFITS COST 10¢ AN HOUR 





Pension Together With Social Security 
to Give Workers $100 a Month 
at Age 65 





The President’s Steel Board which has 
been holding hearings in New York on 
the CIO Steelworkers’ demands for a 
wage boost plus pensions made a report 
which is considered to have possible far 
reaching influence in the future pattern 
of wage agreements. The board rejected 
4 wage increase but recommended a 
pension-insurance “package” the bene- 
fts under which would cost up to 10 
cents an hour for industry. 

The board said living costs have de- 
clined and the postwar race between 
them and wages has been called off by 
“economic forces.” Therefore it recom- 
mended against a pay boost. 

Instead it advised: 

1. A company financed pension which, 
taken together with social security, 
would give workers $100 a month at age 
65. 

2, A company-financed insurance sys- 
tem, the details to be worked out by col- 
lective bargaining. 

Together these things would cost the 
industry up to 10 cents an hour per 
man, the board estimated. Six cents of 
this would be for pensions and four 
cents for insurance. 

The union had asked for a 30-cent 
package, including 124% cents an hour 
as a direct wage boost. Present wages 
average about $1.65 an hour. 





Mayor O’Dwyer Officiates 


At Queensview Cooperative 

Mayor William O’Dwyer, New York, 
officiated at ground-breaking ceremonies 
last week for Queensview, the coopera- 
tive housing project being constructed at 
Long Island City, New York. The proj- 
ect is being financed in major part by 
a $6,406,000 mortgage loan from the Mu- 
tual Life of New York. 

The Queensview development will 
house 624 moderate income families on 
a 10% acre site in Long Island City. 
Among those attending the ceremonies 
were Gerard Swope, honorary president 
of General Electric Co.; Louis H. Pink, 
president of the Associated Hospital 
Service of New York, and Louis W. 
Dawson, executive vice president of Mu- 
tual Life. Mr. Swope and Mr. Pink are 
chairman of the board and president, re- 
spectively of the Queensview coopera- 
tive. 

In addressing the ceremonies, Mr. 
Dawson pointed out that in the past 
three years, the life insurance business 
has advanced nearly $6,000,000,000 for 
residential construction. Mutual Life 
alone has advanced over $200,000,000 in 
the same period. 





Underwriting Extensions 


Connecticut General announces exten- 
sions in its underwriting of life insur- 
ance for children. The age limit for 
Waiver of premium disability has been 
extended from age 10 downward to age 
) and for additional indemnity from age 
15 down to age 5 

The company’s program for children 
offers life, retirement income, and en- 
dowment (including educational endow- 
Ment) contracts down to age 0. Both 
guaranteed cost and participating plans 
are included. 





DEPARTMENT STORE LOAN 
Bullocks, Inc., Los Angeles’ largest 
€partment store, has placed directly a 

$15,000,000 fifteen-year 3% note with the 
New York Life, proceeds to be used to 
tétund bank borrowings and the balance 
available for general corporate pur- 
Poses, 





PHILA. OPEN HOUSE SEPT. 21 


Invitations Issued by Arthur W. 

Schmidt; Opened N. E. Mutual’s 

New Agency There on Sept. 1 

Arthur W. Schmidt, CLU, manager of 
the newly opened Philadelphia agency 
of New England Mutual Life in the 
Lincoln-Liberty building of that city, has 
invitations for an open house 
party which will be held next Wednes- 
day, September 21, from 4 to 6 p.m. in 
his agency. 

George Willard Smith, president of 
the company, hopes to be able to attend 
this opening if his schedule permits. In 
addition the home office will be repre- 
sented by George L. Hunt, vice presi- 
dent; Homer C. Channey, director of 
agencies; Charles F. Collins, agency 
secretary, and William C, Gentry, as- 
sistant director of agencies. There will 
also be a delegation from the H. Arthur 
Schmidt Agency, New York, as well as 
general agents from nearby cities. 

Mr. Schmidt’s appointment as agency 
manager and the establishment of the 
company’s second Philadelphia agency 
were announced as of September 1 by 
President Smith. He said at the time: 


issued 


“Our first agency office in Philadelphia 
was opened in 1866 and has been in 
continuous operation since that time. 
Recognizing the importance of the east- 
ern Pennsylvania territory, we are open- 
ing this second agency—the 75th in 
New England Mutual’s nationwide or- 
ganization.” 


Mr. Schmidt is well equipped to as- 
sume the management of the new 
agency, having obtained his initial life 
insurance experience with the Aetna 
Life as Group manager in its Baltimore 
and Rochester agencies followed by 
supervisory work with New England 
Mutual both in the field and home office. 
Stationed for 15 months in his father’s 
office—the H. Arthur Schmidt general 
agency in New York City—Mr. Schmidt 
was transferred to the home office in 
May, 1947 and assigned to the agency 
department. Since then much of his 
time has been spent in perfecting train- 
ing procedures and maintaining field 
contact with many of the company’s 
agencies. 

A graduate of Princeton in 1939, Mr. 
Schmidt saw two year’s service in the 
U. S. Navy during the war, most of 
his duty being as communications officer 
on the carrier “Monterey” in Pacific 
waters. In Philadelphia he starts from 
scratch— a newcomer to the city and 
with an agency force of zero. 








WANTED—MEDICAL DIRECTOR: A sizeable, 
aggressive Pacific Coast Life Insurance Company 
writing both ordinary and group life, sickness 
and accident, desires the services of a compe- 
tent Medical Director. Prefer man under 45 
years of age now employed as an Associate, 
who wishes to better his position and livi 

conditions. Exceptional opportunity. Give full 
details in first letter which will be treated in 
confidence. Our Medical Department knows of 
this advertisement. Write Box 1901, The Eastern 
Underwriter, 41 Maiden Lane, New York 7, N. Y. 











MUTUAL BUYS PAPER PLANT 

Zellerbach Paper Co. has sold to Mu- 
tual Life of New York its new one-story 
steel and concrete distribution plant and 
office located at 1100 Richards Boule- 
vard, Sacramento, Cal. The property has 
been leased back to the seller for a long 
term. 





WITH PRUDENTIAL 30 YEARS 
Francis J. Engel, manager of The 
Prudential’s Jamaica district office on 
Long Island, recently completed 30 years 
of service. Mr. Engel, who joined Pru- 
dential as an agent in Hoboken in 1919, 
later became assistant manager of that 
district. He served as manager of the 
3rooklyn district office. No. 2 from 1929 
until 1948, when he transferred to 
Jamaica. 
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softening up the tough ones | 
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The experienced Broker or Surplus Writer knows what 
to do with involved, complicated life cases. He just 


rings Prudential's DOWNTOWN AGENCY and puts 


his problems in our lap. 


He's sure that no matter how difficult a case may be, 
we'll give it all the time and personal attention it 
requires. On lines of insurance requiring several com- 
panies, this includes the paper work, selection of com- 
panies, distribution of the insurance, and all details up 
to the time the policies are issued. 


Best of all, the Broker or Surplus Writer knows his 
commissions are secure, because the DOWNTOWN 
AGENCY makes no charge of any kind for this service. 


BROKERAGE SPECIALISTS 


EUBANK & HENDERSON, Managers 


Downtown Agency 


The Prudential Insurance Co. of America 





ASSOCIATES 
L. P. ROBINSON — E. J. CURTIN 
H. H. MOORE H. A. EUBANK 
LEO BLATZ W. Q. MEEKER 





FOR MORE AND MORE 
PROFITS MAKE 
EUBANK-HENDERSON 
PARTNERS FOR LIFE 
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Marital Deductions in Estate Tax 


Harrison B. Clapp, assistant secretary of Massachusetts 
presented a paper before the 
=. Bar Association at St. Louis last week the first portion of 
Part I] follows: 


of the Massachusetts Bar, 
1 The Eastern Underwriter last week. 


Company Forms Permitting Wife to 
Appoint to Her Estate 


Most life insurance companies will 
permit the insured, by a rider prepared 
by the company, to give his wife the 
right to direct after his death that any 
amount held by the insurer at her death 
shall be paid to her estate. Such a rider 
can often be attached without rewriting 
the existing provisions for payments 
after the wife’s death receiving 
interest or installment payments. Most 
companies do not provide specifically 
that the wife may revoke an exercise 
of the right, or having revoked it, exer- 

In some companies, how- 
exercise of the right is 
specifically revocable and subject to 
successive exercise. Since the wife's 
exercise of the right will subject any bal- 
ance remaining at her death to adminis- 
tration charges as a part of her estate, 
it is not anticipated that the right will 
often be exercised. Almost no com- 
panies will permit provision for the wife 
to appoint to persons named in her will. 

The riders of all life insurance com- 
panies contain purely formal limitations 
on the manner in which the wife’s ap- 
pointment may be exercised. The regu- 
lations indicate that such formal limita- 
tions will not disqualify, specifically list- 
ing as examples of formal limitations 
requirements that the exercise must be 
in a particular form, that it must be 
filed with the company, and that rea- 
sonable notice must be given, or that 
reasonable intervals must elapse be- 
tween successive partial exercises (as 
partial withdrawals). Some companies, 
although feeling that formal limitations 
contained in their riders would not dis- 
qualify, revised their rider form to elimi- 
nate some administrative requirements 
upon finding the list of examples in the 
final regulations to be so meager. The 
meticulous practitioner will wish to as- 
certain that policies of his clients are 
covered by the latest revision of each 
company’s rider. 


while 


cise it again. 
ever, the 


Company Requirement of Proof of Death 


With reference to the question of the 
requirement of insurance companies that 


the benefxiary submit proof of the 
insured’s death, the final regulations 
State: 


“A contract which otherwise requires 
the insurer to make annual or more 
frequent payments to the surviving 
spouse following the decedent’s death, 
will not be disqualified merely because 
the surviving spouse must comply with 
certain formalities in order to obtain 
the first payment. For example, the 
contract may satisfy conditions (1) and 
(2) even though it requires the surviv- 
ing spouse to furnish proof of death 
before the first payment is made. ... In 
determining whether the terms of the 
contract satisfy conditions (3), (4), and 
(5), the principles stated in paragraph 
(c) of this section (relating to trusts) 
are applicable. As stated in such para- 
graph (c), the surviving spouse’s power 
to appoint is ‘exercisable in all events’ 
only if it is 
following the decedent’s death. 
Where the power is exercisable from 
the moment of the decedent’s death, the 
contract is not disqualified merely be- 
cause the insurer may require proof of 
the decedent’s death as a condition to 
making payment to the appointee. 
Where the submission of proof of the 
decedent’s death is a condition to the 
exercise of the power, the power will 
not be considered ‘exercisable in all 
events’ unless, in the event the surviving 
spouse had died immediately following 
the decedent, her power to appoint 
would have been considered to exist at 


in existence immediately 


Mutual Life and member 
Insurance Section of the 
which was printed 


the time of her death, within the mean- 
ing of Section 811 (f) (3).” 

The careful practitioner will wish to 
satisfy himself that the particular power 
of appointment by which it is designed 
to qualify a particular settlement under 
the contracts of a particular life insur- 
ance company meets the requirements 
of the quoted material and is effectively 
exercisable immediately after the in- 
sured’s death, before proof is submitted, 
as well as at all other times up to her 
later death. The final regulations state 
that it is not necessary that the phrase 
“power to appoint” be used in the con- 
tract. Such a power, it is stated, may 
be either (1) a power to appoint to 
herself, such as a right to withdraw 
the amount remaining in the fund held 
by the insurer, or (2) a power to ap- 
point to her estate, such as a right to 
direct that any amount held by the in- 
surer under the contract at her death 
shall be paid to her estate. 


Insurance Owned by Insured’s Wife 


In some instances it may be anticipated 
that a portion of the proceeds of a life 
insurance policy will be includable in 
the insured’s gross estate even though 
the insured no longer owns the policy. 
This might occur because of the insured’s 
payment of early premiums under the 
policy, although at some date after Janu- 
ary 10, 1941 he had assigned the policy 
to his wife by way of gift, and subse- 
quent premiums had been paid by her. 
The Senate Finance Committee Report 
stated: 

“Under Subparagraph (G) of Section 
812 (e) (3) an interest is considered as 


passing from the decedent to the person 
entitled to receive the proceeds of insur- 
ance upon the life of the decedent re- 
gardless of whether the decedent had pre- 
viously assigned the policy or paid the 
premiums by way of gift.” 

The wife as owner of the policy may 
have arranged for the proceeds at her 
husband’s death to be paid to her under 
settlement option with remainder at her 
later death over to contingent benefici- 
aries. If it is desired that the marital 
deduction be available to the insured’s 
estate as to whatever portion of the pro- 
ceeds proves to be includable, it may be 
wise for the wife to have the insurance 
company prepare for her execution a 
rider reserving to herself the power to 
appoint the balance at her death to her 
estate. 

Proceeds Payable to Trustee 

Life insurance proceeds payable to the 
trustee under an inter vivos trust do not 
depend for their qualification upon the 
requirements of Section 812 (e) (1) (G) 
because that section applies only to pro- 
ceeds held by the insurer. The Treasury 
Department originally indicated their 
concurrence with this view by special 
letter ruling, and a statement to this 
effect is included in the final regulations. 
The question of qualification here de- 
pends upon whether the terms of the 
trust qualify under Section 812 (e) (1) 
(F), and if so, the marital deduction is 
available with respect to the proceeds. 
Disclaimers of Life Insurance Proceeds 


One matter to which relatively little 
attenion appears as yet to have been 
given is the situation where, after the 
insured’s death, it may be to the ad- 
vantage of his surviving wife to disclaim 
all interest in life insurance proceeds 
payable to her on a basis qualifying for 
marital deduction in the insured’s estate. 

If, between the time the policies were 
so arranged as to qualify, and the in- 
sured’s death, the wife received substan- 
tial inheritances of her own, it might 
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Brokerage Supervisor 
and 
Full-time Supervisor 


Top-flight mid-town agency offers 
excellent opportunity for a brokerage 
supervisor and a full-time supervisor, 

Our brokerage contacts are very 
much alive but need servicing and a 
little cultivation, which we are sure will 
pay-off in a substantial income for the 
right man. 

Our plans for a full-time supervisor 
would include the recruiting, training 
and supervision of a separate unit of 
full-time representatives, the supervi- 
sion of which would be his sole re- 
sponsibility. 

Our staff knows of this advertisement, 

Write in confidence to:—Box 1902, 
The Eastern Underwriter, 4! Maiden 
Lane, New York 7, N. Y. 











quite possibly be to her advantage tax- 
wise and to the insured’s estate as well, 
considering the two estates together, for 
no m ital deduction whatsoever to be 
claimed in the first estate, or for only a 
portion of the allowable marital deduc- 
tion to be taken. In other situations, if 
more non-probate property was qualified 
for marital deduction than can be utilized 
in claiming the maximum allowable de- 
duction, and a “formula” bequest is not 
being used, the overall advantage in both 
estates might be best served by elimina- 
tion of some marital deduction property 
in the first estate, even though the 
maximum allowable deduction is to be 
claimed. 

Generally, of course, the decision for 
or against claiming the marital deduction 
or for qualifying non-probate property 
must be made prior to death. When the 
decision to qualify is once made, and 
the-property remains qualified up to the 
husband’s death, whatever adverse tax 
effects the qualification may produce in 
the wife’s estate follow automatically, 
even though the amount qualified exceeds 
the allowable marital deduction in the 
husband’s estate. 

The disclaimer provisions of the Code 
and regulations offer perhaps the only 
method of deferring, until after the hus- 
band’s death, the decision as to whether 
or not a marital deduction is to be taken 
in the husband’s estate. Except for the 
tax “formula” type of bequest, these pro- 
visions also offer perhaps the only meth- 
od of deferring, until after the husband’s 
death, decision as to how much non-pro- 
bate property is to be qualified. 

By a “complete and unqualified refusal 
to accept the rights to which one 1s 
entitled,” in the words of the Senate 
Report, the surviving wife may preclude 
allowance of marital deduction in her 
husband’s estate on otherwise qualified 
property and prevent the property dis- 
claimed from becoming exposed to tax 
in her own estate. The regulations spe- 
cifically contemplate a situation where 
the wife refuses insurance proceeds 
which consequently pass to an alterna- 
tive beneficiary designated by the de- 
ceased insured. The regulations further 
indicate clearly that in such a situation 
the marital deduction in the insured’s 
estate is not allowed as to the proceeds 
disclaimed. In certain instances of the 


types described, such a disclaimer may 
offer a useful means by which the wife 
may divert, to contingent beneficiaries 


ni umed in the policy, insurance otherwise 
“passing” to her. This would be pat- 
ticularly important if such a complete 
disclaimer does not give rise to gift tax. 

It is of course true that the wife’s 
disclaimer of insurance proceeds would 
not accomplish the desired result where 
the husband's will established the amount 
of the marital deduction bequest by 4 
‘tax formula” clause since this is what 
might be called an automatically  self- 
adjusting clause. In such a case, if she 
were to disclaim the proceeds of a pat- 
ticular policy, probate property would 


(Continued on Page 27) 
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Medical Directors Program 
The 58th annual meeting of the Asso- 

ciation of Life Medical Di- 

rectors of America will be held at Hotel 

Statler, New York, October 13-14. Pro- 


Insurance 


eram follows: 

Rickdiseases in the U. S.: Dr. W. S. Mid. 
dleton, dean, medical school, University of 
Wisconsin. 

Low Back _Pain: Dr. 
New York City. 
Voluntary Health I 
Hawley, chief executive 
Commissions, Chicago. 
Cancer: Dr. Cornelius P. Rhoads, Memorial 
Hospital, New York City. 
Antibiotics: Dr. Walsh I 
York Hospital, and Dr. Joseph E. 
medical director, Interstate L. & 
Surgical Treatment for Coartation of the 
Aorta: Dr. Robert E. Gross, Boston, and Dr. 
Laurence Miscall, New York City. ‘ 

Medical Follow-Up Studies of Verans: Dr. 
0. H. Perry Pepper, University of Pennsylvania. 
Arterial Hypertension: Dr. Cecil C. Birchard, 
chief medical officer, Sun Life of Canada. 


Alan DeForest Smith, 


Insurance: Dr. Paul R. 
officer, Blue Shield 


McDermott, New 
Johnson, Jr., 
A. 


Estate Tax 


(Continued from Page 26) 


take up the slack in making up the mari- 
tal deduction. Where the “formula” be- 
quest is not used, however, and by no 
means all draftsmen use such a clause, 
there would be no automatic adjustment. 

Should disclaimer by the wife be de- 
sirable, the wife’s disclaimer of all or 
part of her rights under her husband's 
will would of course not affect property 
“yassing” to her outside the will. As to 
life insurance proceeds payable to her 
under settlement option where “spend 
thrift” clauses are present, it is ex- 
tremely doubtful whether she could ef- 
fectively disclaim by the “complete and 
unqualified refusal” required by the 
language of the Senate Report, unless 
the insured had specifically granted to 
her the right so to disclaim. The custo- 
mary “spend thrift” clause contains a 
specific prohibition against alienation. 

Whether life insurance companies gen- 
erally will be willing to incorporate, at 
the insured’s request, a clause permitting 
such disclaimer by the wife to whom pro- 
ceeds are payable under a_ settlement 
option remains to be seen. If such a 
clause should be permitted, administra- 
tive necessities would probably require 
the inclusion of language permitting the 
wife to disclaim only before she had 
filed claim. 

Language would also doubtless be 
necessary indicating clearly that the ef- 
fect of the wife’s disclaimer would be to 
make the policy payable as if the wife 
had not survived the insured. Without 
such provision, if for example, the settle- 
ment provided interest on the proceeds 
to the wife for life, with the proceeds 
at her death going to contingent bene- 
ficiaries, question might well be raised 
as to whether or not the wife’s disclaimer 
would operate to accelerate the right of 
the contingent beneficiaries to receive 
principal, Such a question would of 
course arise whether or not the settle- 
ment contained a “spend thrift” clause. 
_ If such clauses should be permissible, 
it would seem that marital deduction 
Programs would achieve some additional 
flexibility, always a desirable quality. 
In instances, for example, where the 
wite would not wish to disclaim the en- 
tire amount passing to her under her 
husband’s will, she might be quite will- 
ing to disclaim completely the proceeds 
of one or more policies of insurance. 
Such a complete disclaimer under one or 
more policies might be more advantage- 
ous, gift taxwise, than a partial dis- 
claimer under the will. 

It would seem, therefore, that making 
available to the wife an opportunity of 
disclaiming policy proceeds after het 
husband’s death would substantially in- 
Crease the flexibility of insurance for 
marital deduction purposes and establish 
a useful area of maneuverability for the 
insured’s estate and his surviving wife. 
Of course many factors other than taxes 
alone must be weighed before a decision 
to disclaim could be made. 


Berkshire Names Ad Agency 

3erkshire Life of Pittsfield, Mass., has 
appointed the Stuart Sande Advertising 
Agency, Ashley Falls, Mass., as its offi- 
cial advertising agency to handle its 
trade journal advertising. 





PLAN CASHIER’S COURSE 
New England Mutual Life will open 
its fall educational program for mem- 
bers of the field force on September 19 
with a six-day cashier course. It is ex- 
pected that 14 cashiers will be in at- 
tendance. 


PRUDENTIAL MANAGER 

Appointment of Charles J. Tiensch, 
CLU, as manager of The Prudential’s 
district office at Passaic, N. J. has been 
announced. With Prudential since 1933, 
Mr. Tiensch has served in various home 
office administrative positions and im- 
mediately prior to this appointment was 
engaged in special field research work. 

Mr. Tiensch is a graduate of Princeton 
University. He is a member of the Sales 
Executive Club of Northern New Jersey, 
the American Society of Chartered Life 
Underwriters and the Life Underwriters 
Association of Northern New Jersey. 





TO ERECT NEW BUILDING 

A building permit has been issued to 
the Home Beneficial Life of Richmond 
to erect at 3901 West Broad Street an 
office building at a cost of $1,301,301. 
The company is now located at Ninth 
and Broad Streets. The Home Beneficial 
Building will occupy the entire 3,900 
block of West Broad Street and its 
architecture will be patterned after that 
used in the restoration of Colonial Wil- 
liamsburg. Doyle and Russell was listed 
as the contractor. Carneal and Johnston 
are the architects. 


They'll be scooping up sales nuggets in Boston this month, 


but not with a power shovel. 


Our “Forty-Niners”. . . the Company’s agents who topped the field 


during our 38th annual Policyholders’ Service Months. . . 


are on their way to the home office for a 3-day conference 


on how to take advantage of the golden opportunities 


in estate analysis, business insurance and pension trusts. 


: The NEW ENGLAND MUTUAL 


Life Insurance Company of Boston 


FIRST MUTUAL LIFE 





INSURANCE COMPANY CHARTERED 


IN AMERICA — 1835 
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Deutsch te Rochester 


For National Life 


SUCCEEDS BRUCE S. JOHNSON 





Former Assistant Superintendent of 
Agencies Takes Over Managerial 
Duties 





National Life of 


pointed J. Edward Deutsch, 





BRUCE S. JOHNSON 


ing Bruce S. Johnson who will continue 
as associate general agent devoting his 
time to his personal clients. 

Mr. Deutsch became associated with 
National Life in 1946, has been director 
of training and last January was made 
assistant superintendent of agencies. 





J. EDWARD DEUTSCH 


Native of Meadville, Pa., he was edu- 
cated at Allegheny College and entered 
life insurance in 1934. He has had broad 
field and home office experience, having 
specialized in all phases of selection, 
recruiting and training. He was chair- 
man of the National Life’s agents selec- 
tion committee which selects agents for 
training. 





To Hear H. G. Kenagy 


_H. G. Kenagy, vice president of the 
department of public services of Mutual 
3enefit Life, Newark, will address the 
members of the Midtown Managers As- 
sociation, New York, September 21 at 
the Uptown Club. Mr. Kenagy’s subject 
will be “How Can We Get the Agents 
to Function Effectively in Public Rela- 
tions ?” 


Vermont has ap- 
assistant 
superintendent of agencies, to be gen- 
eral agent at Rochester, N. Y., succeed- 


Business Men’s Personal Producers 


Mark Company’s 40th Anniversary 


On September 11 approximately 350 of 
the leading personal producers of Busi- 
ness Men’s Assurance, and their wives, 
met at Banff Springs, Canada, in cele- 
bration of the company’s 40th 
The meeting was preceded by 
a two-day managers’ meeting at Lake 
Louise, which was attended by branch 
office managers and representatives of 
the home office. 

W. T. Grant, chairman and founder of 
the company, to whom the 40th anniver- 
sary celebration was dedicated, and Mrs. 
Grant, spent a vacation at Banff Springs, 
prior to the date of the meetings. 

Those that attended the meeting were 
the company’s all-star salesmen. .Qualifi- 
cation had been over an eighteen-month 
period and those who met the quotas 
represented the upper 25% of the field 
force who produced 45% of the com- 
pany’s business. 

The program 


anni- 
versary. 


included two days of 


business sessions with ample time for 
various forms of recreation in the Cana- 
dian Rockies. Highlights of the program 
included talks by W. T. Grant, chairman 
and founder; J. H. Torrance, vice chair- 
man, who has been with the company 
since the very early days; and . 
Higdon, president. Chairman of the busi- 
ness sessions was Saylor, vice 
president in charge of sales. 
Chairman Grant’s Report 


In his anniversary address to the 
group, Mr. Grant pointed out that at the 
beginning of the company’s fifth decade 
on July 1, BMA had $389,807,875 of life 
insurance in force; total assets of $76,- 
467,230; and that premium income for 
the first six months amounted to $11,169,- 


287. 


Also invited was J. C. Nichols, chair- 
man of the board of J. C. Nichols Co. and 
developer of Kansas City’s country club 
district. Mr. Nichols is one of the origi- 
nal directors of the company who as- 


sisted Mr. Grant in 
Business Men’s 
back in 1909, 


Other speakers included: M. E. Ladish 
Chicago, president of the Grant Club: 
G. P. Belcher, Mouthcard, Kentucky, 
vice president of the Grant Club; C. W 
Robbins, Salem, Oregon, president of the 
Life Club; A. P. Van Dine, San Diego 
California, vice president of the Life 
Club; C. A. Hansen, San Jose, California 
president of the Accident and Health 
Club; and H. A. Quist, Green Bay, Wis- 
consin, vice president of the Accident 
and Health Club. These speakers were 
introduced by the officers of last year’s 
honor clubs. : 


organizing the 
Accident Association 


Timely sales slants were presented by 
Robert Sanders, manager of the San 
Dievo branch office; G. A. Diehl, man- 
ager of the Milwaukee branch office; 
Bert A. Hedges, manager of the Wichita 
branch office; and J. P. Baldwin, vice 
president and manager of the San Fran- 
cisco branch office. 


Other home office representatives that 
attended the meeting include: L. L. 
Graham, vice president in charge of 
claims; H. C. Pogue, Sr., manager of 
the Group department; Jack R. Morris, 
director of publicity; G. J. Tritch, field 
manager; and D. H. Armstrong, assistant 
to vice president. 





and family. 


These Benefits Are Worth While 


Based on his production, the qualified Lincoln National 
representative is given group life insurance. He is also en- 


titled to hospital and surgical expense coverage for himself 


Ask any LNL man. He'll tell you these benefits are 
worth while. They are another reason for our proud claim 


that LNL is geared to help its field men. 











The 


Its name indicates its character 


LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


Fort Wayne I, Indiana 
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Saw Marshall Plan at Work 


Julius Eisendrath, Guardian General Agent, Back From 
Abroad, Says Western European Nations 
Approach Normalcy 


Julius Eisendrath, general agent, 
Guardian Life, Empire State Building, 
New York, has returned from Europe 
where he has been a frequent visitor 
for years. Born in Amsterdam he al- 
ways includes that city in a foreign 
itinerary. He visited Holland, Switzer- 
land, Belgium, France and Luxemburg. 

He returned with a feeling that the 
Marshall Plan has saved western Eu- 
rope from communism. To one who has 
seen European nations struggling for 
maintenance of democratic ideals he 
said it was a thrilling experience to 
note the progress being made at the 
present time. He felt, however, that 
there should be more widespread knowl- 
edge throughout Europe about what the 
Marshall Plan is doing. Many who are 
benefitting by the Plan’s operation do 
not know the American source of those 
benefits. 

Europeans Again Enjoying Holidays 


France has been gradualiy progressing 
although slowly in some sectors. The 
trend there and in most countries, how- 
ever, is One way, and towards democ- 
racy. Europeans are again taking holi- 
days. Mr. Eisendrath said that this was 
a significant sign that the peoples are 
more optimistic. As for food in western 
Europe Mr. Eisendrath thought the 
hotels and restaurant were serving just 
about what they did before World War 
II and that the Cafe Royal, Brussels, 
which some travelers regard as the best 
restaurant in Europe—a sweeping state- 
ment which will be disputed by some, 
particularly by Parisians—continues to 
maintain its high cuisine standards. 

As a native Hollander nothing gave 
Mr. Eisendrath greater satisfaction than 
to observe how that nation has worked 
out of its difficulties resultant from the 
war. The ravages of that war were re- 
paired within a year after the conflict 
ended, and that destruction included 
damage to the countryside coming when 
the Nazis broke dykes and fiooded part 
of the country. He also noted every- 
where in the country a consistent work- 
ing towards normalcy. 

Mr. Eisendrath found an optimism 
through all of his Holland contacts hold- 
ing the belief that the schism between 
the nation and Indonesia has narrowed. 
At the present time there is gathered 
in The Hague representatives of the 
mother country and Indonesia which 
conference in the opinion of the Dutch 
press and public officials will have happy 
results. Naturally, too, there is a large 
segment of public opinion in the Dutch 
East Indies believing that those islands 
had made remarkable progress under 
the Dutch, and, therefore, that a close 
link must be maintained between the 
Dutch East Indies and Holland so that 
the islands will be able to develop their 
resources more effectively than if the 
link were severed. The islands will un- 
doubtedly have a larger autonomy than 
before the war started, an issue which 
will eventually be resolved satisfactorily. 


Plea for Better Understanding of Europe 


Mr. Eisendrath remarked that a better 
understanding of Europe on the part of 
the average American is essential for 
world peace. Especially he felt that 
Provincialism in outlook may do irre- 
parable damage. His advice is that if 
Americans pay any attention to Euro- 
pean developments of a_ political or 
€conomic nature and to our aid of west- 
ern European nations that they do so 
objectively, by following developments 


consistently instead of by fits and 
starts. This can be done by reading 
despatches of able, intellectually-honest 
correspondents who write without preju- 
dicial slant or coloring. And, certainly, 
Americans cannot correctly follow these 
situations by gathering information 
mostly from any particular group of 
radio broadcasters or columnists who 
have individual, editorial viewpoints 
which they constantly emphasize by 
giving partisan, non-objective interpre- 
tations of events, always cocksure, fre- 
quently sensational and carrying the idea 
that something which has happened 
within the past 24 hours is the most 
important event since the World War 
ended. 

Mr. Ejisendrath found that life insur- 
ance buying is growing in western 
Europe popularity. Asked why, he 
thought it was because there had been 
so many disillusions and economic dis- 
appointments over the years that the 
appeal of the soundness and safety of 
life insurance furnished something tan- 
gible in safety. 





VOTE INCREASE IN STOCK 
Connecticut General Stockholders and 
Directors Approve Increase From 
$3,000,000 to $6,000,000 


Connecticut General Life stockholders 
at a recent special meeting voted to 
authorize an increase in the capital stock 
of the company from $3,000,000 to $6,- 
000,000 and the directors, meeting im- 
mediately thereafter, voted this increase 
in stock. This increase will be carried 
out by a transfer of $3,000,000 from the 
surplus account to the capital account 
and each stockholder of record at the 
close of business September 17 will re- 
ceive one additional $10 par value share 
for each share then held. 

The last capital increase for the 
Connecticut General came in 1929, when 
the capital was increased from $2,000,000 
to $3,000,000 after the par value had 
been reduced from $100 to $10 per share. 
The stockholders then paid $10 per share 
for the additional stock. 

Frazar B. Wilde, president, who acted 
as chairman of the meeting, stated that 
the primary purpose of the proposed 
change is to give the company a capital 
more in keeping with its present size. 
He said that other desirable results will 
be to estabilsh a better ratio between 
the capital and surplus accounts of the 
company and to add this sum to the 
stated capital as further protection to 
policyholders. 

At a meeting of the directors held 
after the stockholder’s meeting the regu- 
lar quarterly dividend at the rate of 50 
cents per share was declared. This divi- 
dent is payable October 1 to stock of 
record at the close of business Septem- 


ber 17. 





RAE JACKSON HONORED 

Miss Rae Jackson was guest of honor 
at a breakfast this week at Schrafft’s 
Rockefeller Center Restaurant. The 
breakfast marked Miss Jackson’s 25th 
anniversary as cashier of the New York 
Uptown agency of Phoenix Mutual Life. 

Harry N. Kuesel, branch manager, was 
toastmaster. Attending from the home 
office was Vice President Dwight N. 
Clark. 





JOINS DALLAS AGENCY 

Orville W. Erringer, Jr., has joined 
the Dallas agency of State Mutual 
Life as an estate planning representa- 
tive. General agent is Stanley E. Mar- 
tin. Mr. Erringer is closing his general 
agency in Albuquerque, N. M. to accept 
the Dallas appointment. 














Now in Effect! 
70 °0,000 
NON-MEDICAL 


On Any 
Manhattan Life Policy 


All Agents licensed with The Man- 
hattan Life may now submit up to 
$5,000 on a Non-Medical Basis. This 
applies to any and all policies issued 
by the Company, up to and includ- 
ing Age 40. 





Non-Medicals, when issued on a standard basis, 
will automatically include the Waiver of Pre- 
mium Benefit without specific extra charge, a 
feature of all Manhattan Life standard issues 


since January 1, 1948. 


This applies to both men and women applicants 





The Manhattan Life’s Waiver of Premium 
Benefit is effective for total and permanent 
disability commencing between ages 5 and 60. 
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WELCOMES’ BUYERS’ 
MARKET 


Any man or woman in the insurance 


RANDALL 


business who has been viewing with 
alarm the big bad wolf of the so-called 
new “buyers’ market,” may take heart 
from the thinking on this subject of 
Jesse W. Randall, president of the Trav- 
elers Insurance Cos., as expressed in an 
address he delivered before the Pennsyl- 
vania Association of Insurance Agents at 
Bedford Springs on Monday. 

With his customary ability to think a 
situation through and attack it boldly, 
Mr. Randall without discounting the fact 
that the buyers’ market is here, looked 
at and found it good for a number of 
pertinent reasons. He thinks the passing 
of the days of easy commissions and easy 
profits and the return to an era of com- 
petition between agents between 
companies is healthy and may even be 


and 


the best thing that could happen to the 


insurance business right now. He said: 


You men did not build up your agen- 
cies to the profitable position in which 
you find them today by sitting in the of- 
fice and taking orders. We did not build 
our companies in sellers’ markets. Com- 
petition—otten ferce competition—was 
the crucible in which our early metal 
was fired. The best agents and the best 
companies have always thrived on com- 
petition. Nothing that is good and last- 
ing was ever achieved without hard 
work. Our very way of life in the United 
States is built on enterprise and free 
competition. And so I look upon the 
present situation with calmness and 
without dismay. Indeed, I welcome it. 

Now that the fat days of easy business 
are on the wane I look for a return of 
all the sterling qualities—in our agents 
and other producers and in the person- 
nel of our home offices—which have 
made our industry great. Energy, intel- 
ligence, ingenuity, perseverance and 
brains—these qualities we have always 
possessed and these qualities we will 
bring into play once more to develop, 
to refine, and to improve our business 
and our service to the public. In short, 
a buyers’ market is just what we need! 

Mr. Randall expects the buyers’ 
market to stimulate a agency- 
client relationship because the agent will 
find the greatest opportunities for serv- 
ice that he has ever known—largely be- 
cause a change in the economic picture 
has brought his’ position into true focus 
once more. He looks upon the period 
just ahead as a magnificent opportunity 
for young agents. 
them,” he said. 


closer 


“In a way I envy 
“They will have the 


oportunity to show the stuff of which 
they are made!” 

He says that improvement in the busi- 
ness will come fastest in a hard-fighting, 
give-and-take, competitive market and 
when the business gives the public the 
best possible services and coverages and 
keeps improving all the time, there will 
be no longer any fear of the Govern- 
ment taking over the business. Further- 
more, be believes the companies, forced 
by competition to improve their serv- 
ices, will now find more time to develop 
new and improved rating 
plans and underwriting methods to get 
business; that the “good old [company- 
agency] team of the _ pre-inflationary 
days will again be put in double-harness. 
He declared: 

Anxiety over a perfectly natural swing 
in the economic cycle is utter nonsense. 
I, for one, am not sitting on any mourn- 
ers’ bench. That fellow, “sellers’ market” 
was too smooth an article to suit me 
anyway. He was like opium, obscuring 
realities with pleasant dreams. 


coverages, 





PIERCE ON PROFIT SYSTEM 

Curtis W. Pierce, president of the Fac- 
tory Insurance Association, has attracted 
wide attention with an editorial he wrote 
for the FIA Sentinel in which he defends 
the capital stock insurance system as 
squaring precisely with the profit objec- 
tives of American business. Copies of 
the complete statement by Mr. Pierce 
may be obtained from the Factory Insur- 
ance Association, 555 Asylum Street, 
Hartford, Conn. 

Long an outspoken defender of the 
private enterprise system Mr. Pierce 
sounds a warning to insurance men and 
women when he states in part the fol- 
lowing: 

Private initiative, backed by insurance, 
has made possible the development of 
our vast economic system of today. Pri- 
vate initiative, encouraged by the incen- 
tive for profit, has played an outstand- 
ing part in the nation’s high production 


of goods and services, by business, and 
of foodstuffs by farmers. 

Some people preach that the making of 
profits is an evil. However, it is a fact 
that the making of losses is the real evil. 
Profits earned as a result of capital in- 
vestments are distributed among millions 
of workers and the general public in the 
form of dividends. They are also avail- 
able for plant expansion with additional 
employment, for technical research, and 
in other ways, all of which operate to 


(Continued on Page 34) 





Conway Studios, Inc. 


WALTER L. FLYNN 


Walter L. Flynn, manager of the re- 
search department of the National Sure- 
ty Corp. and chairman of the Surety 
Claim Men’s Forum of New York, will 
be speaker at the luncheon meeting of 
Risk Research Institute at the George 
Washington Hotel, New York City, Sep- 
tember 22. His subject will be “What 
Can Be Done About Employe Dishon- 
esty ?” 

Me ae ae 

Alfonso Johnson, manager’ of the Dal- 
las Insurance Agents Association, who 
has just been sworn in as a member of 
the Dallas Fire Prevention Council for 
the tenth consecutive two-year term, has 
probably set a national record in length 
of service on a city advisory board. Gen- 
erally municipality advisory members are 
changed with each new administration. 
Mr. Johnson was first appointed by City 
Manager John N. Edy in 1931 and has 
been re-appointed regularly each two 
years. He has served as secretary of the 
council for sixteen years and has been 
reelected to that position. In addition 
to his service on the Fire Prevention 
Council, Mr. Johnson has also served 
on the Dallas Welfare Board and is a 
member of the Dallas Public Library 
3oard, of which he has been president. 

ae 

Robert O’Brien, Royal-Liverpool state 
agent, Topeka, has been named district 
chairman of the National Fire Waste 
Council for Kansas. Mr. O’Brien has 
direct charge of Fire Prevention Week 
activities in the state in all 44 cities that 
are affiliated with the Chamber of Com- 
merce of the United States and has ap- 
pointed local contact men from the mem- 
bership of the Kansas Fire Prevention 
Association to set up local fire preven- 
tion committees. 

oR Ce 

H. O. Cramer, Columbus, vice presi- 
dent and state manager of the North 
American Life, is confined to Doctors 
Hospital in Columbus, having suffered a 
stroke. A company party was to have 
been given in Columbus next Saturday 
night to commemorate the 80th birthday 
anniversary of Mr. Cramer. He has been 
with the company more than half a 
century and was to have been presented 
a 50-year pin. 

x * * 

William H. Scott, formerly an under- 
writer for the American Automobile 
Insurance Co., has been appointed sec- 
retary for the Aaron S. Freedman 
Agency, Inc., of Buffalo, N. Y. 








John C. Stott, Norwich, N. Y., presj- 
dent, National Association of Insurance 
Agents, and Frank C. Colridge, former 
secretary of that organization, now gen- 
eral manager, Board of Fire Underwrit- 
ers of the Pacific, are making a series of 
addresses before agents’ associations jn 
the Pacific Coast states. Both of them 
appeared before the Washington Asgo- 
ciation of Insurance Agents at Seattle 
and the Oregon association at Portland 
at the end of last month and Mr. Stott 
spoke before the Idaho association at 
Shore Lodge, McCall, September 8-10, 
Mr. Colridge is on the program of the 
Utah association at Salt Lake City, Sep- 
tember 26-27, and there he will be joined 
by O. Shaw Johnson, Clarksdale, Miss., 
vice president of the NAIA, who, ac- 
cording to precedent, will then have been 
elected president of the NATA, succeed- 
ing Mr. Stott. 

kk Ox 

F. E. Dufty, who has been associated 
with the Yorkshire and the London & 
Provincial Marine & General for more 
than 40 years, has retired as manager 
for Canada due to ill health. He has 
been succeeded by C. G. Angas. Mr. 
Dufty started his insurance career 46 
years ago with the Guardian Assurance 
of London. Mr. Angas joined the York- 
shire at Leeds, England, in 1924. In 1946 
he was moved to the head office at York 
and became agency superintendent there 
before being transferred to Canada. 

* * x 

John O. Cole, vice president and secre- 
tary, Stewart, Hencken & Will, Inc. 
New York brokerage house, recently 
made a hole in one while playing the 
Montclair, N. J. Golf Club course. His 
lucky shot was on the seventh hole of 
the third nine. In keeping with the 
usual procedure Mr. Cole has filed proof 
of his hole-in-one with the PGA and 
expects shortly to receive its certificate 
of performance. 

* 

Miss Gertrude V. Hall, cashier and 
Mrs. Elizabeth H. Zeb, senior stenogra- 
pher, of the Gerald L. Griffin agency of 
Massachusetts Mutual at Albany, N. Y., 
marked their 25th anniversary with the 
company recently. They were honored 
at a clambake at the home of William 
E. Duncan, Troy, representative of the 
company, 

* * * 

Jacob N. Sokohl, Jr., has become gen- 
eral agent with his father in the Mid- 
land Mutual agency at Philadelphia. 

* * * 


Edward J. Hummell of Cincinnati, for- 
mer secretary of state, now seeking the 
Republican nomination for governor, has 
declared in favor of compulsory automo- 
bile insurance. 

* x 

Clarence D. Hartzler has resigned as 
credit examiner for the Ohio Depart- 
ment of Highways to become associated 
with the Case & West Insurance Agency 
in Columbus. 

eT Oe 

Eugene Shaffer, manager of Pruden- 
tial’s district office No. 2 at Newark, 
N. J., completed 35 years of service on 
August 29, 

* * * 

Leonard F. Kamp has been appointed 
an associate of the Buffalo agency of 
the State Mutual Life. He is a graduate 
of Canisius College, Buffalo. 

* * x 

W. E. Mallalieu, general manager of 
the National Board of Fire Underwrit- 
ers, was a featured guest on the “True 
Detective Stories” broadcast over 490 
stations of the Mutual Broadcasting 
System recently. Mr. Mallalieu asked for 
increased public support of the battle 
against fire destruction. 
















Septem! 


= 


\ 


Fairlei 
Geor: 
resigne 
secreta 
Insurat 
the Ge 
Insurat 
a lune 
newsp< 
9 at th 
The 
brougt 
leigh’s 
wish h 
Ackert 
ly Un 
cerem(¢ 
with a 
eon § 
Work: 
New 
Walla 
The 
secret 
Out 
Deard 
States 
Kenny 
States 
telegr: 
of Mr 
friend 
parts 
Gen 
and / 
did 1 
Archi 
Smith 
paper 
Amor 
now 
Mag: 
the / 
Mr 
for (¢ 
arrar 
of th 
at th 
home 
talks 
leigh’ 
tives 
whicl 
NAL, 
Ame: 
assis 
splen 
capat 
prov 
made 
try 1 


corp 
poin 
He 

expr 
fina 
kno 





























































































































ee eS eh ae te 


1949 











September 16, 1949 


Our 50th Year 








Our 50th Year 





Page 31 











Fairleigh Honored by Newspapermen 

George DuR. Fairleigh, who recently 
resigned as treasurer and _ assistant 
secretary of the National Association of 
Insurance Agents to become manager of 
the Georgia and Atlanta Associations of 
Insurance Agents, was honor guest at 

luncheon tendered him by insurance 
newspapermen of New York, September 
9 at the Drug & Chemical Club. 

The luncheon was informal and 
brought together a group of Mr. Fair- 
leigh’s close friends who gathered to 
wish him well in his new position. E. M. 
Ackerman, associate editor of the Week- 
ly Underwriter served as master of 
ceremonies and presented Mr. Fairleigh 
with a scroll, autographed by the lunch- 
eon guests, from the “Unorganized 
Working Insurance Newspapermen of 
New York,” known as “UWINNY.” 
Wallace L. Clapp, associate editor of 
The Eastern Underwriter, served as 
secretary. 

Out of town guests were Robert R. 
Dearden III, president of the United 
States Review, Philadelphia, and Roger 
Kenny, insurance editor, the United 
States Investor, Boston. Letters and 
telegrams were received from a number 
of Mr. Fairleigh’s former associates and 
friends who are now located in other 
parts of the country. 

General Counsel Walter H. Bennett 
and Assistant Secretary John G. Mayer 
did the honors for the NAIA and 
Archibald J. Smith, president, Zweig, 
Smith & Co., and several of the news- 
papermen present made _ short talks. 
Among them was Robert W. Sheehan, 
Fortune 


now an associate editor on 
Magazine, who is a former editor of 
the American Agency Bulletin. 


Mr. Fairleigh, who left early this week 
for Chicago where he is in charge of 
arrangements of the annual convention 
of the NAIA, and his family will leave 
at the end of the month for their new 
home in Atlanta. The warmth of the 
talks at the luncheon attest Mr. Fair- 
leigh’s popularity among the representa- 
tives of the press. In the 13 years in 
which he has been associated with the 
NAIA, first as managing editor of the 
American Agency Bulletin and then as 
assistant secretary, he has made a 
splendid reputation. In his administrative 
capacity as assistant secretary, he has 
proved himself an able officer and has 
made friends in all sections of the coun- 
try who wish for his continued success. 

a 

New Chairman General Accident 

The new chairman of General Accident, 
Perth, is Robert Gordon Simpson, M.C., 


M.A. He succeeds Frederick Richard- 
son, who was a former United States 
manager. 


Mr. Simpson became a director of the 
corporation in June, 1941, and was ap- 
pointed deputy chairman in May, 1947. 
He brings to the ch: uirmanship a wide 
experience of company management and 
finance. Senior partner of the well 
known Edinburgh firm of chartered ac- 

















he is a direc- 


Chiene & Tait, 
tor of many trust and financial compa- 
nies as well as being connected with a 


countants, 


undertakings in 
Among these are 


number of industrial 
Scotland and England. 
United Molasses Co., Scottish National 
Trust Co., Ltd. Pentland Investment 
Trust, Ltd., Scottish Investment Trust 
Co., Ltd. and John Jeffrey & Co., Ltd. 
Of a number of these companies he is 
chairman. 

At present time he is also president of 
the Society of Chartered Accountants. 
He owns several racehorses. 


* 2k * 


International Marine Insurance 


Conference 
The annual general meeting of the 
International Marine Insurance Union 
was held at San Remo, Italy, beginning 
on September 9. The agenda covered 
cargo business under seven headings: 
theft and cargo claims, suppression of 


combined marine surcharges, Rhine busi- 
classification clauses, bankers’ 
clauses, shore and warehouse risks and 
exchange of lists of average agents. Max 
Nielsen of Baltica of Copenhagen, was 
chairman of theft and pilferage com- 
mittee which has done considerable ex- 
ploration on the subject. Among other 
things the Standard Packing Code was 
discussed. A. B. Stewart and Harold 
H. Mummery were chairman and deputy 
chairman of the Joint, Hull Committee 


ness, 


which has been an important facter in 
stabilizing British hull insurance. 
N. E. Kihlbohm, managing director 


of a Swedish company, was due to tell 
of the first major achievements of post- 
war Union activities, and also to discuss 


the 1938 water borne-only war _ risks 
insurance agreement. Mr. Kihlbohm is 
also chairman of the General Average 


Committee and had a first-hand view to 
give of problems relating to the revision 
of the York-Antwerp rules. 
Discussing legal problems facing the 
conference H. King-Page, writing in The 
Policy-Holder, said: “The first item is 
‘General Average,’ and again Captain 
Kihlbohm, who is chairman of the Union’s 


General Average Committee, will prob- 
ably report. He will be speaking only 
a few days before the revision of the 


York-Antwerp Rules, 1924, comes before 
the Amsterdam Conference of the Com- 
ité Maritime International, and he may, 
possibly, expound to the Conference, 
the draft amendments, which by then 
should be available to all interested 
parties. The importance of the amend- 
ments lies in the fact that in large 
measure they are aimed at bringing the 
Rules into a form which will be accept- 
able in its entirety to United States 
interests, for if this can be accomplished 
the York-Antwerp Rules will, for the 
first time in history, be virtually inter- 
national. It is interesting to reflect that 
at Cannes, two years ago, the Union 
was definitely interested in the question 
of the abolition of general average. The 
General Average Committee’s report at 
Noordwijk last year, made it clear that 
abolition was impossible, and now the 
Union is very definitely interested in 


perfecting, so far as is possible, the code 
for the adjustment of general average 
by internationally uniform practice. 

“Another legal question on the agenda 
is ‘Recoveries from Carriers,’ with the 
‘Comité de Contract de Transport In- 
ternational par route.’ I have no knowl- 
edge of any committee of that name, 
but at Noordwijk last year the Confer- 
ence had before it a vast chart or dia- 
gram showing the varying degrees of 
liability attaching to the carrier at 
every stage of a voyage from Sweden 
to New York under a ‘Through’ bill of 
lading, and it seems to me that this 
committee with a French name is con- 
cerned with such bills of lading, while 
I believe that the Comité Maritime In- 
ternational has the question of liabilities 
under through bills of lading under con- 
sideration. At a guess there is some 
connection between the two committees 
with French names, but I may be wildly 
wide of the mark.” 

The National Association of Insur- 
ance Companies of Italy gave a banquet 
to the delegates. 

* * * 


Dr. Max Wollner in Europe 


Dr. Max Wollner, president of the 
Canadian Home Assurance Co. of Mon- 
treal, a former European insurance ex- 
ecutive and also a well known actuary, 
is in Europe. In San Remo, Italy, last 
week he attended the annual con- 
ference of the International Marine In- 
surance Association, president of which 
is Carl Briner, general manager of the 
Switzerland General. The 1949 confer- 
ence was organized by the National 
Association of Insurance Companies of 
Italy. 

Dr. Wollner 
August 27. 


sailed on Queen Mary 


* * * 
National Industrial Conference 
Board to Meet Here 


National Industrial Conference Board, 
Inc., 247 Park Avenue, to which a large 
number of insurance companies belong, 
some of their representatives being on 
important committees, will have its an- 
nual meeting September 23 at the 
Waldorf Astoria Hotel, New York. Gen- 
eral theme is the business outlook. 
Round Table conferences will be held 
on the measurement and meaning of 
unemployment, what will deficit spend- 
ing do for the nation, what makes merit 
rating click and reducing factory costs. 

Three of the principal speakers will 
be Emil Schram, president, New York 
Stock Exchange; Jacob Viner, professor 
of economics, Princeton University; and 
John S. Sinclair, president of the Na- 
tional Industrial Conference Board. 
Chairman of the general session will 
be A. W. Robertson, who is chairman 
of the NICB. 

Speakers at the Round Table having to 
do with deficit spending discussion are 
Philip Young, dean, Graduate School of 
Business, Columbia University; Harley 
Lutz, professor emeritus, public finance, 
Princeton; A. P. Lerner, professor of 
economics, Roosevelt College; James F. 
Hughes, partner in Auchincloss, Parker 


& Redpath; Leon H. Keysering, vice 
chairman, President’s Council, Council 
of Economic Advisors. 

* * * 


New IBM Machines 


International Business Machines Cor- 
poration has a number of new machines. 
They include IBM Cardatype, a new 
IBM accounting machine with wheel 
printing, the Card-Programmed Elec- 
tronic Calculator, the Electronic Statis- 
tical Machine, a completely new Card 
Punch, the Electronic Collator and the 
Consecutive Spacing Time Recorder. The 
corporation has issued some new liter- 
ature on the IBM Electric Executive 
Typewriter, the IBM Service Bureau, 
the improved Accounting Machine which 
prints three lines from one IBM card 
and a general booklet on IBM service. 

The IBM Cardatype uses prepunched 
and preverified IBM cards to prepare 
documents automatically on the IBM 
Electric Typewriter. It assures accuracy 
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in transcription and types automatically 
at a speed of 10 characters a second. The 
basic unit of the Cardatype consists of 
an IBM Electric Typewriter and a card- 
reading unit. A program tape controls 
the reading of the card and typing of 
the information desired in the correct 
position on the document. 

Features of the new IBM Accounting 
Machine with wheel printing at 150 lines a 
minute include 120 alphabetical-numera) 
printing positions in one continuous line; 
10 printing positions to the inch, as in 


Pica typewriting spacing; and a type 
wheel in each position that can print 
47 characters, including all letters, nu- 


merals and some 11 special characters. 
It includes new card feed, which holds 
a card stationary and allows it to be 
read repeatedly. 

The IBM Card-programmed Electronic 
Calculator is a combination of machine 
units, connected by electrical cables, and 
includes an electronic unit for perform- 
ing arithmetical operations; a_unit for 
interpreting instructions from IBM cards 
and for accumulating and printing re- 
sults; one for retaining information for 
later use in a problem and another for 
punching results in IBM cards. It has 
many scientific, engineering and actu- 
arial uses. 

The IBM Electronic Statistical Ma- 
chine sorts, counts, accumulates, bal- 
ances, edits and prints informational 
summaries of facts recorded in IBM 
cards. 

The IBM Card Punch is aimed to make 
punching easy and fast. It is avail lable 
in a non-printing model, and in a print- 
ing model for simultaneous interpreting 
of the information punched in the cards. 
It is available either for punching nu- 
merical data only, or for punching both 
numerical and alphabetical information. 

The IBM Alphabetical Collator is used 
by organizations maintaining active files 
on names or codes composed of digits, 
letters or any combination of digits, 
letters, special characters and spaces. In 
one operation the Alphabetical Collator, 
operating at a speed of 240 cards a 
minute, accurately collates cards having 
control data of varying lengths up to 16 
or 19 characters. 

The IBM Consecutive Spacing Time 
Recorder is a compact recorder which 
combines the advantages of automatic 
consecutive spacing of time registra- 
tions with automatic pressure printing. 
Time registrations are printed automati- 
cally on the front of the card. Each 
registration is automatically spaced im- 
mediately beneath the one preceding, 
no matter how complex_the schedule. 

The IBM Electric Executive Type- 
writer has been designed expressly to 
prepare distinctive-looking correspond- 
ence. It has a specially-styled type. 
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Fire Rates Reduced 
By 7% in Pennsylvania 


TOTAL SAVINGS ARE = $20,095,000 





Reductions Range From 10% to 25% 
While Increases Are 10% to 20%; 
Revisions Are Statewide 





Insurance Commissioner James F. Ma- 
lone, Jr., of Pennsylvania, has announced 
a general reduction in fire insurance 
rates covering all classes of fire risks 
throughout the state. New rates will be- 
come effective October 1, and will effect 
premiums charged the public by the 281 
stock fire insurance companies and the 
80 mutual fire insurance companies 
which are members of the Middle De- 
partment Association of Fire Underwrit- 
ers. The revisions are statewide in ef- 
fect, and not limited to particular terri- 
tories or rating zones. 

Mr. Malone points out that normally 
a rate filing must be on file for a 30- 
day waiting period before becoming ef- 
fective. In this case he has taken ad- 
vantage of Section 4(d) of the Rate 
Regulatory Act of 1947, which author- 
izes him to accelerate the effective date 
to October | in order to bring the rate 
reductions to Pennsylvania insurance 
buyers at the earliest possible date. 
Rates Based on Five-Year Experience 

New rates are based on the loss ex- 
perience of the companies involved, cal- 
culated on the five-year period from 
1944 to 1948 inclusive. 

Rates will be reduced in 55 classes, in- 
creased in 28 classes, and unchanged in 
six classes. The increases, based on the 
last five years of premium volume, will 
amount to $5,386,000. The reductions, 
based on the same premium volume for 
the same period, will amount to $25,- 
481,000, or a net saving to policyholders 
of $20,095,000 projected over the five- 
year period. 

Reductions range from 10% to 25% in 
various classes, and increases range from 
10% to 20%. The new rates, including 
both increases and decreases, result 
in an over-all reduction of 7%. 

Mr. Malone emphasized the fact that 
while the present rate revision has de- 
veloped in the course of a general re- 
view of fire insurance rates which he 
ordered on May 23, such general rate 
review has not been completed and will 
continue. Mr. Malone stated that as 
additional statistical data becomes avail- 
able in his general rate review, he will 
consider further rate revisions. 

The Commissioner recently concluded 
hearings on a complaint filed with him 
protesting his approval of a reduction 
in certain rates in certain territories, 
made by the Insurance Co. of North 
America. Mr. Malone said the evidence 
produced at these hearings, coupled with 
the study his Department had started, 
indicated that rates in most classes were 
too high, and that those classes were 
carrying part of the load for the un- 
profitable classes. 

He felt that the evidence was so con- 
clusive that the filing approved this 
week should be made, pending comple- 
tion of his study, so that those policy- 
holders entitled to a reduction may en- 
joy the benefits during the time the 
study is in progress. 

The Commissioner said that “we have 
reached the place where each class of 
business should pay its own way and 
not be carried by other profitable 
classes. In other words, home owners 
should not, and will not in the future 
be compelled to carry the load for the 
more hazardous risks.” 

The largest saving in the new rates 

(Continued on Page 40) 


Arson Alleged in Fire 
On Atlantic City Pier 


Arson was responsible for the fire 
which caused damage, estimated at $250,- 
000 or more, to the “Million Dollar Pier” 
at Atlantic City on Tuesday in the opin- 
ion of the arson expert of the Atlantic 
City police. He said that “we have every 
reason to believe it was arson.” The 
blaze was discovered before dawn and 
was checked nearly three hours later. 
About half the pier was destroyed. The 
pier closed for the season on Labor Day. 

An insurance representative expressed 
the belief that damage would exceed 
250,000. He said the pier was covered 
by a total of $524,800 in insurance plus 
several thousand on contents. 





Marine War Risk Premiums 


Reimbursable by ECA 


The Association of Marine Under- 
writers of the United States has notified 
member companies that war risk insur- 
ance premiums have now been made 
eligible for ECA financing. C. L. Simp- 
son, assistant controller of ECA at 
Washington, has written to President 
John T. Byrne of the marine association 
that “although we find a difference of 
opinion in the trade as to whether war 
risk insurance is included in marine 
insurance coverage, we have decided to 
make war risk insurance premiums eligi- 
ble for ECA financing provided there is 
compliance with Section 201.6(h) of ECA 
Regulation 1. 

“The insurer, in filing the monthly 
statement required in the above section, 
should indicate separately for war risk 
insurance the information requested in 
the section.” 


Newcomb Vice Pres. of 
Great American Group 


HEADS WESTERN DEPARTMENT 





Billings Elected Secretary at Chicago; 
Newcomb Entered Business in 1927 


in San Francisco 


The Great American has 
elected William E. vice 
president of the Great American, Ameri- 
can Alliance, American National Fire 
and Rochester American. He will be 
in charge of the western department 
at Chicago, succeeding the late Samuel 
M. Buck. Roger D. Billings has been 
elected secretary of these companies and 
will assist Mr. Newcomb in association 
with Secretary Earl R. Sanborn. 


Group 
Newcomb a 


Newcomb Career 


Mr. Newcomb entered fire insurance 
in 1927 when he went with the San 
Francisco department of the Commercial 
Union, remaining about three years. He 
was then appointed special agent for 
the Commercial Union Group and _ re- 
mained with that organization until 
1941, at which time he joined the West- 


ern Underwriters Association as_ field 
supervisor, later becoming assistant 
manager. 

He became associated with the Chi- 


cago office of the Great American Group 
in 1946 and was elected secretary of 
the fire insurance companies in 1947, 
as second in command of the western 
department. He has participated exten- 
sively in organizational activities and is 
presently serving the WUA as chair- 
man of the policy committee and as a 
member of the research and public rela- 
tions committees. 

Mr. Billings began his insurance 
career in 1934, entering the employ of 
the Great American Group in the home 
office of the Detroit Fire & Marine. He 
was transferred to the Chicago office in 
1947 and appointed an agency superin- 
tendent. In 1948 he was appointed an 
assistant secretary of the fire compa- 
nies of the group. 
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EXCESS AND SURPLUS LINES 
SAFETY AND CLAIMS SUPERVISION 


Our facilities are available to 
insurance companies and to 


responsible agents and brokers. 


Since 1921 


South and Water Sts. 
Baltimore 2, Maryland 
Phone: L. D. 109 





—— 


40 Exchange Place 
New York 5 
Phone: HAnover 2-6384 
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N. Y. Rate Body Files 
Escott Plan Procedure 


FORM A IS NOW REINSTATED 





Rate Applications for All Forms To Be 
Handled by Suburban Division at 
85 John Street, New York 





Announcement is made that the New 
Ycrk Fire Insurance Rating Organiza. 
tion has filed with the New York State 
Insurance Department a statewide pro- 
cedure for handling multiple location 
risk business, familiarly known as the 
Escott Plan, for Forms 1 and 5, and the 
Department has accepted this filing ef. 
fective as of September 1 

Concurrently with such acceptance 
Form A, both inter-state and intra-state. 
is reinstated for use on risks having five 
or more locations. Form A, therefore 
may again be used, as heretofore, at two 
or more locations. 

Rate applications and all other mat- 
ters dealing with multiple location risks 
will hereafter be handled by the subur- 
ban division for the entire state. All 
applications and inquiries should be di- 
rected to the Multiple Location Risk De- 
partment, Suburban Division, New York 
Fire Insurance Rating Organization, 8 
John Street, New York. 

The following rules of procedure, says 
General Manager Homer D. Rice, goy- 
ern the handling of business with incep- 
tion dates prior to, and on and after 
September 1: 

Forms 1 and 5 

1. Business effective on and after 
September 1, 1949, shall be written under 
rules, forms and rates (Escott Plan) 
filed as of that date. Revised rules will 
be furnished when available. Applica- 
tions for publication of rates should be 
filed with the Suburban Division. 

2. Outstanding business with an in- 
ception date prior to September 1: 

(a) Shall be completed and charged 
for only on the basis of the rates and 
rules in effect prior to November 1, 1948. 
If rates are not available for the above 
procedure, apply to the Suburban Divi- 
sion for same and mention inception 
date of the insurance. 

(b) Such business shall not be can- 
celed to take advantage of rates result- 
ing from September 1 filings except at 
short rate as of date of request for 
cancellation. 

(c) Such business shall not be can- 
celed nro rata and rewritten under any 
conditions, New Fork City Rule 17 and 
New York State Rule 11 to the contrary 
notwithstanding. 

Form A 

The prohibition against the use of 
Form A on five or more locations having 
been renealed, any policy which qualifies 
as to minimum number of locations (two 
or more) may be written under rates, 
rules aid forms in present hand books 
or general rules. 





Harrington Feels Doubtful 
Of Escott Plan Legalitv 


Those who argue that the Escott plan 
for rating multiple location contents fire 
risks may not be legal have gained a 
supporter in Commissioner Charles F. T. 
Harrington of Massachusetts. Address: 
ine a meetine of mutual fire company 
fieldmen in Boston this week said he 
feels changes will have to be made ir 
the plan if it is to meet requirements 
of the Massachusetts rating law. 

Mr. Harrington declared that “the 
Escott plan cannot successfully accom- 
plish its purpose unless it is legal un- 
der both Federal and state laws an4 
unless it receives the approbation of 
all states wherein those risks qualifving 
for multiple location treatment are lo- 
cated. 

“T am of the opinion,” Mr. Harrington 
said, “that price differentials which dis- 
criminate not only between persons of 
different classes, but between persons of 
the same class, should be supported by 
evidence to demonstrate that discrimina- 
tions are not unfair.” 
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Camden Fire Announces 
Staff, Field Changes 


HOWARTH ASST. TO VICE PRES. 





Shafer State Agent in Michigan; Bunn 
Special in Virginia and Beal Is 


in Western Pennsylvania 





Barry Truscott, president of the Cam- 
den Fire, announces several changes in 
the Camden’s staff. Thomas J. Howarth 
has been appointed assistant to the vice 
resident, where his activities will in- 
clude handling of advertising and other 
proda:tion problems relating to the 
agency department. He has been asso- 
ciated with the company for 20 years, 
coming uj. through the ranks in the 
underwriting department, later serving 
as special agent in southern New Jer- 
sey for four years. For the past four 
and a half years he was state agent 
for the Camden in Michigan. 

Shafer Michigan State Agent 

His place in Michigan will be taken 
by Aibert W. Shafer whose office will 
te at 949 Free Press Building, Detroit. 
Mr. Shafer is a graduate of Bucknell 
College, class of 1942. Upon graduation 
he entered the Army where he remained 
until 1946. Upon his affiliation with the 
Camden he received extensive training 
in the home office underwriting depart- 
ment and later acted as special agent 
in Kentucky and Tennessee. 

William H. Bunn, Jr., has been ap- 
pointed special agent for Virginia, with 
ofices at 223 North Boulevard, Rich- 
mond. Since his association with the 
Camden, Mr. Bunn has had training in 
the underwriting and loss departments. 

Another special agent has been added 
to the Pittsburgh office, Edward D. 
Beal, where he will assist State Agent 
Edward Hodgdon. Mr. Beal was in the 
United States Navy from 1941 until De- 
cember, 1945. His insurance training 
began as an inspector for the Middle 
Department Association of Fire Under- 
writers, followed by training at the 
home office before being assigned to 
his new duties in western Pennsylvania. 


Packard in Pennsylvania 


For Commercial Union 


H. W. Miller, United States manager 
of the Commercial Union Group, an- 
nounces appointment of LeRoy B. Pack- 
ard as special agent for eastern Penn- 
sylvania. He will be associated with 
Special Agent G. P. Hammond. 

Mr. Packard has had a well rounded 
experience, having spent several years 
as an underwriter in the Pennsylvania 
department and also in the countrywide 
brokerage department. Until recently he 
has been doing field work in the New 
York suburban territory. 





Home Insurance Co. 


(Continued from Page 1) 


riod last year. The ratio of expenses and 
taxes to net premiums written was 40.3% 
against 41.2%. Operating ratios in this 
year’s first half total 84% against 96.7% 
in the first half of 1948, an improvement 
of 12.7%.” 

The company’s balance sheet as of 
June 30, 1949, shows total admitted assets 
reached a new record at $292,197,812, and 
compare with $285,245,438 at December 
31, 1948. Among the principal items in 
the balance sheet, cash on hand and in 
banks amounted to $29,296,458 on June 
30, compared with $31,027,607 at the end 
of 1948; United States Government 
bonds $109,769,689, versus $107,440,207; 
other bonds and_ stocks $123,919,743, 
against $122,046,607; investment in the 

ome Indemnity $7,122,847, against $6,- 
871,511. j 

Reserves for unearned premiums were 
$143,860,258 at June 30, against $141,729,- 
267 at the year end; reserves for losses 
were $32,278,571 compared with $33,- 
879,862. Surplus rose to $79,178,432 from 
$73,823,520 and capital stock was $20,- 
000,000 against $20,013,595. 


Providence Washington Dedicates 
New Colonial Style Home Office 





New home office of the Providence Washington Insurance Co. is the beautiful 
Georgian-Colonial building erected in the heart of the downtown Providence, R. I., 
business section. 


Dedication ceremonies for the new 
home office building of the Providence 
Washington Insurance Co. were held 
Thursday afternoon, September 15, in 
Providence, R. I. President Stephen W. 
Carey, 3rd, formally accepted the keys 
to the structure from Thomas F. Gilbane 
and Thomas Mott Shaw, builder and 
architect respectively, yesterday after- 
noon. Fieldmen and branch office em- 
ployes were present for the program 
and for a first hand view of the new 
offices. 

The colonial style building has been 
constructed in the heart of the business 
and financial district of downtown 
Providence in commemoration of the 
150th anniversary of the company, one 
of the nation’s oldest insurance organi- 
zations. 

Excavation Started in October, 1947 


Work on the four-story structure was 
begun in October, 1947, when excavation 
was started. One of the major construc- 
tion problems was the unexpected varia- 
tion of more than 50 feet in locating a 
firm base ‘or the foundation piles be- 
neath th> vuilding site. 

Following 1%ch century architecture in 
over-all design, the U-shaped building, 
set on a granite base, houses the most 
modern lighting, wiring, plumbing, air- 
conditioning and heating systems in 
operation today. Outstanding in modern 
construction are its Robertson Q-floors 
which make it possible to install busi- 
ness machines and telephones anywhere 
on the floor surface. Electrical outlets 
are easily and quickly installed by 
merely drilling through the floor surface 
to the raceways of the Q-floor which 
carry electrical wiring for power, tele- 
phones and inter-office communications. 

A new arrangement of baffles with 
single slimline fluorescent lamps in flush 


deep reflecting troffers is providing effi- 
cient light for the large offices on the 
first three floors which have a total 
working area of nearly 37,000 square 
feet. For the first time single slimline 
fluorescent lamps have been installed in 
aluminum Miller reflecting troffers set 
flush with the sound-proof ceiling. 

The building site was once a river 
mouth and its surface consisted of filled 
in land. Reports on the borings indi- 
cated that the average depth of the 
foundation piles should be around 12 
feet where it was believed, a fairly solid 
rock base would help support the build- 
ing. However, when the steel casements 
were sunk tremendous boulders, now be- 
lieved to have been deposited by the pre- 
historic glacier which covered all of New 
England, were discovered. The result 
was that the longest pile reaches a 
depth of 60 feet while one is as short 
as 7 feet. 

An 18 inch concrete cap has been laid 
on top of the foundation piles both to 
distribute the building load evenly over 
the piles and to provide a stabilizing fac- 
tor in case of a hurricane and tidal wave 
of the proportions of the 1938 storm 
when the building site was under more 
than 13 feet of water and gales reached 
a force of over 100 miles per hour. 

As a safeguard against damage from 
similar conditions there are no onenings 
helow grade 15 in the building base of 
four inch granite veneer over five inches 
of concrete. Additional safety measures 
include waterproofing on all walls and 
floor surfaces below grade 15 with a 
hvdrolithie plaster coating of iron filings 
mixed with cement which has heen 
troweled on the finished walls and floor 
surfaces. The interior wall foundations 
have a one inch waterproof covering in 
the basement and & inch covering above 
the basement to grade 15. 





NFPA MEETING AT BUFFALO 

The 1949 northeastern regional meet- 
ing of the National Fire Protection As- 
sociation will be held on Tuesday and 
Wednesday, November 1 and 2, at the 
Hotel Statler in Buffalo, N. Y. General 
Manager Percy Bugbee will be one of 
the speakers. 











The Value 


of a 


Good Name 


“Who steals my purse 
steals trash... 

But he that filches from me 
my good name 

Robs me of that which not 
enriches him, 

And makes me poor 
indeed.” 


Shakespeare said it, and 
we believe he would have 
made an outstanding in- 
surance agent. For in in- 
surance the value of a good 
name cannot be over-esti- 
mated. There is no easy 
way to acquire a good 
name. No amount of money 
can buy the confidence 
and good will it inspires, A 
good name can be earned 
only by years of consistent- 
ly sound service and prompt 
payment of all just claims. 
In view of Hanover’s and 
Fulton's outstanding record 
we feel that the Bard of 
Avon would be the first to 
pardon us for pointing with 
Pride to our own good 
name. 


* 


The 
HANOVER 


FIRE INSURANCE CO. 
OF NEW YORK 
Org. 1852 


* 
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HOME OFFICE 
111 John Street 
New York 7, N. Y. 


WESTERN DEPT. 
Insurance Exchange Building 
Chicago 4, Ill. 


PACIFIC COAST DEPT 
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Pittsburgh Schools in 
Commencem’t Exercises 


ALEXANDER TO MAKE ADDRESS 
Elementary School, Sponsored by Wom- 
en’s Group, Will Graduate 30 Stu- 
dents; 17 Finish Advanced Course 





The commencement exercises of the 
two Pittsburgh Insurance Schools will 
be held on Monday, September 26, at 
7:30 p.m. in Hotel Sheraton. The grad- 
uates completed their courses during the 
1948-49 term of the schools. 

The Elementary School, which is spon- 
sored and conducted by Insurance 
Women of Pittsburgh, will graduate 30 
students. There will be 17 graduates 
from the advanced course presented by 
the Pittsburgh Insurance School under 
the joint sponsorship of Insurance Club 
of Pittsburgh and Pittsburgh Associa- 
tion of Insurance Agents with the co- 
operation of the school’s alumni asso- 
ciation. 

Alexander Will Speak 

Ralph H. Alexander, Deputy Insurance 
Commissioner of Pennsylvania, is to 
deliver the commencement address. Ann 
Juba of the Knox & Knox Agency and 
Donald J. Thomas of Logue Bros. & 
Co. will deliver the valedictory addresses 
as honor students of the advanced 
course. The Elementary School’s vale- 
dictories will be by honor students Ruth 
V. Bente of the John J. Hess, Jr. 
Agency, James K. Critchlow of the 
Harold R. Kirk Agency and Nancy Gene 
McKay »f Aetna Casualty & Surety Co. 

The Elementary School diplomas will 
be prestnted by La Verne Zattler and 
Gladys Martin of the Zurich-American 
Guarantee, who are the president and 
immediate past president of Insurance 
Women of Pittsburgh. The diplomas for 
the advanced course will be presented 
by Paul J. Trimbur of Paul J. Trimbur, 
Inc. and George F. Avery of United 
States Fidelity & Guaranty Co. as presi- 
dent and immediate past president of 
Insurance Club of Pittsburgh, and by 
W. A. Shaw of W. J. Kellar Agency 
and W. J. Zwinggi of Logue Bros. & 
Co. as president and immediate past 
president of Pittsburgh Association of 
Insurance Agents. 

Special recognition will be accorded 
the teachers in the two schools, the In- 
surance Women’s education committee 


and the board of governors of the 
Pittsburgh Insurance School. Handling 
this portion of the program will be 


Emilie R. Schiller of Commercial Union, 
who has recently been appointed to 
succeed herself as the education com- 
mittee chairman, and A. Joseph Cavan- 
augh of New Amsterdam - United States 
Casualty Co., who is the immediate past 
director of the Pittsburgh Insurance 
School. 
To Award Scholarships 

A highlight of the affair will be the 
awarding of scholarships to the Pitts- 
burgh Insurance School. They are to 
be made available to honor graduates of 
the elementary Insurance School by 
Wallace M. Reid of W. M. Reid & Co., 
Insurance Club of Pittsburgh, Insurance 
Women of Pittsburgh and Pittsburgh 
Association of Insurance Agents. 

A welcome to the graduates will be 
voiced by Dewey Clark of Frank T. Lau- 





Aetna Life Home Office 
Delegation to NAIA Meet 


Eight members of the home office staff 
of the Aetna Life Affiliated Companies 
of Hartford, will attend the annual meet- 
ing of the National Association of In- 


surance Agents, September 19 to 22 at 
the Hotel Stevens in Chicago. 

Representing the Aetna Casualty and 
Surety will be Edward C. Knapp, secre- 
tary, and Francis W. Potter and Ru- 
dolph C. Larson, field supervisors. Rep- 
resenting the Automobile and Standard 
Fire will be James F. Dissell, secretary; 
Renry D. Van Gils, assistant secretary, 
and W. W. G. Wheeland, agency super- 
intendent. Representing the Aetna Life 
Affiliated Companies will be Robert E. 
Brown, Jr., assistant manager of the ad- 
vertising and publicity department, and 
Ernest G. Eppler of the public educa- 
tion department. 

Opportunities for building prestige and 
increasing profits through loss preven- 
tion work will be the theme of the 
Aetna’s 30-foot exhibit at the conven- 
tion. Agents also will be able to test 
their alertness in emergency driving 
conditions on the Aetna’s Driveometer. 
In addition, the latest safety films pro- 
duced by the company’s motion picture 
bureau will be shown on a portable pro- 
jection unit. 





WESTCHESTER AGENTS MEET 

The Westchester County Association 
of Insurance Agents will hold a dinner 
meeting at the Hotel Gramatan, Bronx- 
ville, N. Y., on Monday evening, Sep- 
tember 19. The meeting will be open 
to all agents in Westchester County. 





inger Co., who is president of the Pitts- 
burgh Insurance School Alumni Asso- 
ciation. Val E. Schott of Aetna Casu- 
alty & Surety will preside as director 
of the Pittsburgh Insurance School. 

The graduates will be escorted in the 
commencement procession by the entire 
Alumni Association. Invitations have 
been issued to all members of the in- 
surance fraternity and a large crowd is 
expected to attend. 

The two schools will again offer ele- 
mentary and advanced multiple line in- 
surance instruction for the 1949-50 term 
and applications for enrollment in both 
courses are now being accepted at the 
office of the Insurance Club of Pitts- 
burgh in Hotel Sheraton. 


PHOENIX OF LONDON-PENNA 
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Since 1894 


Corbett President of 
Johnson & Higgins, Ill. 


HALL NOW BOARD CHAIRMAN 





Corbett Has Been Associated With At- 
lantic Mutual, Continental Casualty 
and Chicago Agency 





Paul M. Corbett, formerly vice presi- 
dent of the Youngberg-Carlson insur- 
ance agency of Chicago, yesterday was 
elected president and director of John- 
son & Higgins of Illinois, succeeding W. 
E. Hall, president since 1921, who has 
been elected chairman of the board. 
Johnson & Higgins of Illinois, with head- 
quarters in Chicago, is a subsidiary of 
Johnson & Higgins, well-known interna- 
tional insurance brokerage organization. 

A native of Chicago, Mr. Corbett en- 
tered the insurance field in 1932. He 
has since been associated with the Con- 
tinental Casualty and the Atlantic Mu- 
tual and was assistant vice president of 
the former organization when he re- 
signed last year to become vice presi- 
dent of Youngberg-Carlson. He is a past 
president of the Executives’ Club of 
Chicago, the Northwestern University 
Club of Chicago, and the Barrington 
Hills Country Club. 


W. E. Hall’s Career 


Mr. Hall has been prominent in Chi- 
cago insurance and civic circles for many 
years. He became associated with the 
Chicago office of Johnson & Higgins in 
1912, and when Johnson & Higgins of 
Illinois was founded as a separate cor- 
poration nine years later he became its 
first president and a director of the 
parent company. He will continue as a 
director of both corporations. 

Mr. Hall served as chairman of the 
Insurance Group of the Red Cross drive 
in Chicago from 1943 through 1946, and 
was president of the Evanston Golf Club 
in 1928 and 1929 and again in 1938 
through 1940, serving five terms in all. 





Lieberman & Bernstein 
New Agency in Newark 


A new general insurance firm Lieber- 
man & Bernstein, has been formed by 
Morris J. Lieberman and Joseph Bern- 
stein, with offices at 60 Park Place, New- 
ark, N. J. For the past eight years Mr. 
Lieberman was associated with his 
father-in-law, the late Harry P. Lowy, 
prominent in insurance circles. Mr. 
Bernstein has been in the general in- 
surance business in Newark for twenty- 
three years. 

Mr. Lieberman is a member of the 
Life Underwriters Association. He is a 
treasurer of the Village Club of South 
Orange and is New Jersey chairman 
for the Jewish Chautauqua Society. 

Mr. Bernstein, a graduate of New 
York University School of Accounting 
and Insurance, for many years has been 
agent for the Manufacturers Casualty. 

The new firm has already been se- 
lected as agent for several insurance 
companies, and is equipped to handle 
any type of insurance. 
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Four From N. Y. City Agents’ 
Ass’n To Be at NAIA Meeting 


The Association of Local Agents of 
the City of New York, Inc., will be 
represented at the annual convention 


September 19-22 in Chicago by the fol- 
lowing officers: John C. Weghorn, presi- 
dent, who is president of John C. Weg- 
horn Agency, Inc.; Russell Edgett, sec- 


retary-treasurer, who is president of 
Thos. J. Hogan, Inc.; Harold R. Hall, 
executive committeeman, who is vice 


president of Willard S. Brown & Co, 
Inc., and David S. McFalls, vice presi- 
dent, who is president of R. B. McFalls 
& Son, Inc. 





Entertainment Program 


For Convention of NAIA 


The Zurich-American Insurance Com- 
panies will offer a program to entertain 
guests at the annual banquet of the Na- 
tional Association of Insurance Agents 
at the Stevens Hotel, Chicago, Wednes- 
day evening, September 21. Also, on the 
preceding night, the Chicago Board of 
Underwriters will be hosts at a dance in 
celebration of its 100th anniversary, with 
3etty Jane Watson and Jerry Austen, 
singing stars of “Oklahoma,” among the 
entertainers. 

The traditional cocktail party of the 
America Fore Group has been moved up 
this year from preceding the banquet 
to Tuesday at 5:30 p.m. 

Headlining the ladies’ entertainment 
during the convention, September 19-22 
will be a luncheon and style show at the 
Lake Shore Club on Tuesday, and a 
theatre party at the Selwyn Theatre to 
see the technicolor film “Red Shoes” on 
Wednesday. 





Pierce on Profits 
(Continued from Page 30) 


the end of more production and more 
jobs for more people. 

Yet there are in this land announced 
enemies who operate in small but well 
organized groups, who are workings de- 
liberately for the overthrow of our ex- 
isting capitalistic economy; groups who 
believe we should have a dictator who 
would do the thinking for the people. 
There are others who would nationalize 
our business and thereby “destroy the 
incentive to profit. 

These forces today are a challenve to 
the profit system. Destroy the incentive 
for profit, the very sparkplug of busi- 
ness initiative and business progress, 
which operates to the advantage of the 
worker and the investor alike, and our 
whole field of unlimited’ opportunity 
would soon vanish and be replaced by 
the heavy hand of regimentation by 
government bureaucracy. 

The system of capital stock insurance, 
which is represented by the Factory In- 
surance Association, justly expects a rea- 
sonable profit on its operations, exactly 
as do the great industrial and business 
concerns which it insures. 
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Elijah Myler House 
where Washington Planned 
his Campaign 


(. EORGE WASHING- 


| ton’s slumbers often 
must have been uneasy 
during the nights he 
spent in the Elijah Mil- 
ler house. Here he had 
his headquarters during the anxious period 
of the White Plains campaign and here he 
planned his army’s strategic retreat into 





New Jersey. 

Though a small village at the time of the 
Revolution, White Plains was of consider- 
able importance as county seat and busi- 
ness center. The Declaration of Independ- 
ence was given official reading from the 
steps of the old court house for the first 
time in the colony. 
As the Declara- 
tion changed the 
Colony of New 
York to the State, 
the court house is 
considered the 
birthplace of the 
State of New 
York. 

Washington es- 
tablished his 
White Plains 
headquarters in October, 1776, and re- 
mained there until November 10th. The 
house was owned by the widow Ann Miller, 
whose husband, Adjutant Elijah Miller, had 
died a few months earlier. Standing just 
over the most northerly boundary of White 
Plains, it was a simple farmstead which had 





Old-time utensils adorn fireplace in family kitchen 
Shaded by an ancient sycamore tree on 








been built about 1738 and was enlarged by 
an addition in 1770. 

During his stay at the Miller home, 
Washington occupied two rooms in the 
newer part, one of which had a door open- 
ing on the porch, thus making it possible 
for visiting officers to come and go without 
encountering the family. Built at the foot 
of a hill from which the last shot of the 
White Plains campaign was fired, the house 
had a secluded yet accessible location which 
made it ideal as a military headquarters. 

Mrs. Ann Miller continued to occupy the 
house until her death at the age of ninety- 


two. This patriotic woman served her 


country long and well. Besides her husband, 
she lost her two 
sons to the cause 
of freedom. Both 
died on the same 
day of disease 
contracted in 
camp. In addition 
to making her 
home available to 
Washington, Mrs. 
Miller nursed 
many wounded 
soldiers there. 


which George Washington must have 
looked, the house he made his headquarters 
is now maintained by the Westchester 
County Park Commission and the White 
Plains Chapter of the Daughters of the 
American Revolution. Many fine Revolu- 





tionary relics are on display. An interesting 
feature of the house is the cellar cut into the 
hillside where ammunition was stored for 
the troops encamped nearby. 

Washington was again in White Plains in 
1778 and in 1781. On the second of 
these visits the war 
had progressed so 
satisfactorily that 
he commented ina 
letter to one of his 
officers that the 
army “which was 
the offending par- 
ty inthe beginning 
is now reduced to 
the use of spade 


Used to store ammunition 


and pickaxe for 
defense. The hand of Providence has been 
so conspicuous in all this that he must be 
worse than an infidel that lacks faith and 
more than wicked that has not gratitude to 
acknowledge his obligations.” 


* * * 


The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American homes and the 
homes of American industry. 


* THE HOME * 


Home Office: 59 Maiden Lane, New York 8,N.Y. 


FIRE ° AUTOMOBILE e MARINE 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity & Surety Bonds 
Copyright 1949, The Home Insurance Company 
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Service to Community Essential to 


Successful Insurance Performance 


cited 
success- 


Service to the community was 
the 
ful insurance performance by Edwin E. 


manager of the pub- 


as one of prerequisites for 
assistant 
licity department of the Travelers Insur- 
address before the 
Agents in 


Sterns, 


ance Companies, in an 
Association of Insurance 


lowa 
Des Moines last week. 
Mr. Sterns said that the agent, in 


order to become well regarded in his 





STERNS 


EDWIN E. 


must 
than 


possess and use 
a working knowl- 


own community, 
something more 


edge of insurance. 
“The agent,” he said, “should be re- 
garded as one of the community’s most 


useful business men, whose interests are 
definitely identified with that of the 
oe business. leaders in the commu- 
nit 

The Travelers speaker urged his listen- 
ers to further the efforts of worthy 
community drives both by personal par- 
ticipation as workers and by boosting the 

ampaigns in their own advertising. 


Community Advertising 


“The public relations value of com- 
munity advertising is inestimable,” he de- 
ared. “Such advertising makes you 


“etn to your customers and prospects 
as a civic-minded citizen of your commu- 
nity. It follows that such advertising 
will not only enhance your reputation 
but more important it creates the im- 
pression that you are friendly—a good 
man to talk to and a good man to do 





Underwriters Golf Ass’n 


Tournament Events 

Nine events are listed for the fall 
tournament of the Underwriters Golf 
Association which is to be held on 
Friday, September 23, at the Montclair 
Golf Club, Montclair, N. J. The schedule 
is as follows: 
Eighteen-hole 
18-hole medal 


medal play handicap, 
play gross score, 18-hole 
medal play kickers’ handicap, 18-hole 
best ball foursome, best net individual 
score to win leg on championship cup, 
president’s prize for low net on first 
nine, secretary’s prize for low net on 
second nine, 18-hole medal play handi- 
cap for guests and lowest gross total 
on the four par 3 holes. The tourna- 
ment will start at 1 p.m. with dinner 
and annual meeting following at 6:30 
p.m. Victor Kurbyweit, secretary of the 
Continental Insurance Co., is secretary- 
treasurer of the association. 





business with. 

“In reaching the members of your 
community,” he pointed out, “it is well to 
remember that they will be most favor- 
ably influenced by intelligent sales pro- 
motion activity.” He advocated an ad- 
vertising program that will let prospec- 
tive buyers know that the agent is 
interested in their personal problems 
and that he is ready to deal with them 
on an individual basis with a plan fitted 
to their particular needs. 

Mr. Sterns said that the main job of 
insurance advertising is to let the pros- 
pect know that there is no adequate 
substitute for the agent’s friendly and 
skillful help as a solution to insurance 
problems. He reminded his audience that 
it is their responsibility to make sure 
that the people of the community get 
the insurance they need. 

Mr. Sterns said that there is still a 
lot to be done to increase the public’s 
appreciation of what the insurance agent 
contributes to the community in which 
he lives and works. “It is our particular 
job as individual and collective represen- 
tatives of the insurance profession to 
bring about a better understanding of 
the friendly aid and service performed 
by the insurance man,” he said. 














WE ARE PLEASED TO ANNOUNCE THAT 
NORMAN T. ROBERTSON 


IS NOW ASSOCIATED WITH US. 


SHELBY CULLOM DAVIS & CO. 


Members New York Stock Exchange 


Oldest Specialists (with Predecessor Firm) in 
Insurance Shares. Serving Investors since 1927. 


110 WILLIAM STREET, NEW YORK 7, N.Y. 

















SQUARE CLUB MEETS SEPT. 19 


The Insurance Square Club of New 
York, Inc. will hold its first meeting of 
the fall season on Monday, September 
19, at the Drug and Chemical Club. The 
entertainment, after a short business 
meeting, will consist of motion pictures 
featuring the underwater phase of sal- 
vage operations which will be shown 
through the courtesy of the Fireman’s 
Fund. 

Plans have been made for the annual 
dance which will be held on Friday, De- 
cember 2, at the Hotel Statler. 
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amounts on a fidelity bond. 







Only a drop in the bucket applies to 
many insurance policyholders all too frequently. In some 
cases, it means not enough fire insurance on dwellings or 
contents. In others, it means inadequate limits on liability 
policies. Again, it can be too small an amount of weekly 
indemnity under a personal accident policy or insufficient 


The amount of insurance that many people carry is really 
a drop in the bucket. You as an agent will render a real 
public service if you impress this fact upon your clients 
and show them the need for adequate protection. 
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PEARL-AMERICAN CHANGES 





Jarvis Secretary of All Three Compa. 
nies; Fisher Treasurer and Kareth 
Asst.-Treasurer, Comptroller 


The Pearl, Eureka-Security Fire & 
Marine and Monarch Fire, associated 
companies in the Pearl- American Group, 
announce the following changes in their 
official staffs: 

Adam Benus, who has long been secre- 
tary of the Eureka - Security, has re- 
signed. Mr. Benus has been on the re- 
tired list for many years but has held 
the title of secretary. George Fetick re- 
cently retired a secretary of the Monarch 
and assistant secretary of the Eureka- 
Security. 

Harold K. Jaris, who has been treas- 
urer of the Eureka-Security and the 
Monarch, has been made 
those companies. Mr. Jarvis is branch 
secretary of the Pearl. 

Robert Fisher, who has been assistant 
treasurer of the Monarch and Eureka- 
Security, has been made treasurer of 
both companies. Mr. Fisher is financial 
secretary of the Pearl. 

F. Kareth has been elected assist- 
ant treasurer of the Monarch and Ev- 
reka-Security and appointed comptroller 
of the Pearl. 





ROBERTSON WITH DAVIS 





Veteran Fire Company Executive Joins 
New York Insurance Stock Invest- 
ment House 


Norman T. Robertson, who recently 
retired as president of the Secured Fire 
& Marine Insurance Co., Indianapolis, 
has become associated with Shelby Cul- 
lom Davis & Co. as an insurance stock 
specialist. 

A veteran insurance man, Mr. Robert- 
son has been president of four insurance 
companies and chief underwriting officer 
of a fifth. His career in insurance began 
in 1904 as a field man in Texas for the 
Continental. In 1921 he became president 
of that company after having served as 
president of the American Eagle for two 
years. ; 

Later Mr. Robertson was vice presi- 
dent and underwriting manager of the 
National Liberty. When this became a 
member of the Home Group, he was 
made president of the newly formed Ger- 
manic Fire. Following liquidation of this 
firm in 1931 during the financial crisis 
in Germany, he opened offices as a re- 
insurance specialist in New York. In 
1942 he became president of the Secured 
Fire & Marine. 





New “Minute-Movie’’ for 


Fire Prevention Week 

A dramatic new “minute- movie” for 
showing in local theatres during Fire 
Prevention Week, October 9-15, has 
been produced under the direction of the 


September 16, 1949 


—:_ 


secretary of f 





Septemb 


——— 
—_—_ 





National Board of Fire Underwriters. 

Prints are available to fire chiefs, 
agents’ associations, safety councils, an 
other organizations, and should be or- 
dered directly from Filmack Corporation, 
1327 South Wabash Avenue, Chicago, Ill. 
The name of the sponsoring organization 
will appear at the end of the film. The 
cost is $6 a print. 
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Stepping Out... 


“Recognize me? I’m your Stand In... symbolizing your services to the 


public ...in all North America National Magazine 





advertising. x In fact...| act as Stand In not only for 





North America Companies’ Agents, but for all members 


of the American Agency System.” 


%& INSURANCE COMPANY OF NORTH AMERICA INDEMNITY INSURANCE COMPANY OF NORTH AMERICA *& 
de PHILADELPHIA FIRE AND MARINE INSURANCE COMPANY THE ALLIANCE INSURANCE COMPANY OF PHILADELPHIA * 
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Adjustment Problems Under Loss 


Payable Provisions of Auto Policies 


Robert S. Lindsey, Little Rock Attorney, Tells How Courts 
Have Settled Questions Involving Mortgagee 
Interests on Financed Automobiles 


Many difficult problems arise under 
loss payable provisions in automobile 
insurance policies on financed cars Rob- 
ert S. Lindsey, Little Rock, Ark., attor- 
ney, told the Insurance Section of the 
American Bar Association at St. Louis 
last week. Mr. Lindsey, who is a mem- 
ber of the firm of Wright, Harrison, 
Lindsey & Upton, reviewed numerous 
cases arising out of questions of dis- 
position of amounts payable by insur- 
ance companies to mortgagors and mort- 
gagees. He took up the questions of 
special rights of mortgagees and pro- 
tection of insurance companies from 
exposure to double payments of losses. 

“Any discussion must necessarily be 
prefaced,” Mr. Lindsey said, “by refer- 
ring to the two most common types of 
insurance policy provisions for the ben- 
efit of mortgagees. 

Two Loss Clauses 

“On the face of a standard policy a 
loss payee provision is incorporated and 
provides that any loss is ‘payable as 
interest may appear to the named in- 
sured and,’ space being provided for 
insertion of the name and address of 
the mortgagee. Sometimes the phrase 
‘subject to the conditions, stipulations 
and provisions of the policy’ is included. 
This, of course, is the simple or open 
loss payable clause, the effect of which 
is, by and large, to designate the mort- 
gagee an appointee to receive whatever 
is payable in the event of a loss. 

“The other common type of provision 
for mortgagees includes the simple loss 
payable statement, but, in addition, pro- 
vides that as to the mortgagee, the in- 
surance shall not be invalidated by any 
act or neglect of the mortgagor. This is 
the standard or union mortgage clause, 


and the difference is often the differ- 
ence between an insurance company 
having issued one policy and_ having 


issued two separate policies. 

“Under the simple or open loss pay- 
able clause, the general rule is that the 
mortgagee cannot recover if the mort- 
gagor cannot; the contract to the mort- 
collateral to the principal un- 
mortgagor; the 

wholly 
those of 


ragee is 
dertaking to pay the 
rights of the mortgagee are 
derivative and cannot exceed 
the mortgagor. 
Standard Mortgage Clause 

“On the other hand, where the mort- 
gagee’s interest is protected by a union 
or standard mortgage clause, the courts 
usually hold that there exists a separate, 
distinct and independent contract be- 
tween the insurance company and the 
mortgagee, and that nothing the mort- 
gagor might do will destroy or limit 
mortgagee’s rights under the policy. 

“The mortgagee does not stand in 
the shoes of the mortgagor, but rather 


is immune from any policy defense 
which the company might be able to 
assert against the named insured, the 


The effect is often substan- 
same as though the company 


mortgagor. 
tially the 


had issued a separate policy to the mort- 


said Mr. 


gagee covering his interest,” 
Lindsey. 
“The ‘interest’ involved where the loss 


is payable to a mortgagee as his inter- 
est may appear, or where it is provided 
that any loss is payable to the mort- 
gagor and the mortgagee as their inter- 
ests may appear, is not the mortgagee’s 
interest in the property, but the interest 
which he has in the indebtedness and 
the payment of the loss. 

“Thus, a mortgagee has a first lien or 
first claim upon any proceeds to the 
extent of the mortgage indebtedness, the 
mortgagor becoming entitled to any of 
the proceeds only after his debt to the 
mortgagee has been satisfied. If, through 
depreciation, the value of property 
totally destroyed was less than the 
remaining indebtedness as of the time 
of the loss, all of the insurance money 
could go to the mortgagee and the 
mortgagor would still owe a balance. 

“In any particular case, the rights of 
the mortgagee and the obligations of 
the insurance company are primarily de- 
termined by the type of loss pavable 
clause, and by whether the mortgagee’s 
rights are dependent upon or inde- 
pendent of any rights or lack of rights 
of the mortgagor. Reference to specific 
problems emphasizes this fact. 

Conveyance of Insured Vehicle 
Before Loss 

“A transfer or sale of the insured 
automobile ordinarily voids the policy 
as of the time of the surrender of own- 
ership,” Mr. Lindsey continued. “Since, 


under an open loss payable clause, a 
mortgagee has no greater rights than 
the mortgagor, a mortgagee has been 


recovery where the automobile 
after it had been sold by the 
mortgagor, and also where the insured 
automobile was stolen after there had 
been a change of ownership effected by 
a divorce decree. 

“But under a standard or union mort- 
gage clause, the mortgagee can recover 
notwithstanding the fact that the mort- 
gagor never had an insurable interest in 
the property and the policy was void 
ab initio, and, likewise, where there 
was a transfer prior to the time of the 


loss. 


denied 
burned 


Policy Violations 

“Using a vehicle for carrying passen- 
gers for hire which voided the insurance 
as to the mortgagor has also prevented 
the mortgagee from recovering a fire 
loss, where the mortgagee was named 
only in an open loss payable clause and, 
therefore, stood in no better position 
than the named insured, the mortgagor. 
The same result has followed where 
the named insured had other insurance. 
A contrary result would follow with a 
standard or union mortgage clause, or 
an unconditional assignment of the pol- 
icy to the mortgagee, consented to by 
the insurance company. 

a Arson 
“While arson is a good defense as to 
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it can be sus- 

respect to a mortgagee’s 
under the simple or open 
type of loss payable clause, and not 
when the mortgagee is named in a 
standard or union mortgage clause. 


the mortgagor or 


owner, 
tained with 
claim only 


Adjustment, Appraisal and Arbitration 


“The courts are in general agreement 
that, under a union or standard mort- 
gage clause, a mortgagee is not bound 
by an adjustment of a loss entered into 
between the mortgagor and the insur- 
ance company without the knowledge or 
consent of the mortgagee, and many 
courts make the same holding with re- 
spect to a simple or open loss payable 
clause. But if the policy provides that 
in case of a loss, the insured and insurer 
shall ascertain the loss or damage, the 
mortgagee may be bound where that 
is done and there is no fraud,” Mr. 
Lindsey observed. 

“An award by appraisers appointed by 
the mortgagor and the company has 
been held binding upon a mortgagee 
who was not a party to the appraisment 
and had no notice of the appraisal pro- 
ceedings, where there was a simple or 
open loss payable clause. While the same 
result has been reached under a stand- 
ard mortgage clause, it seems contrary 
to the majority. 

“Since, under the union 
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Auto Adjustments 


(Continued from Page 38) 


clause no act of the owner 
agor can invalidate the insur- 
7 as to the mortgagee, an insurance 
pote cannot refuse to make pay- 
- to a mortgagee where the mort- 
zagor has, contrary to the policy provi- 
sjons, compromised and settled with a 
third party responsible for the loss. 
“Where the mortgagee’s interests flow 
from being named in a simple or open 
joss payable clause, the courts have 
divided regarding the effect of the 
mortgagor's releasing a third party. 
Some take the position that the mort- 
gagee’s rights vest and become fixed 
as of the time of the loss and that the 
mortgagor cannot thereafter defeat or 
destroy such vested rights. This is an 
exception to the general rule that the 
mortgagee’s rights can rise no higher 
than those of the mortgagor. 
“Other courts, however, have definitely 
rejected the reasoning that the mort- 
gagee’s rights become fixed, vested and 
not capable of being defeated by any 
act of the mortgagor committed after 
the loss. These, then, hold that a re- 
lease of the third party tort-feasor by 
the mortgagor voids the policy and 
relieves the insurance company of any 
obligation to either the mortgagor or 
' mortgagee,” stated Mr. Lindsey. 


Notice and Proof of Loss 

“While it is the duty of the mortgagor 
' or owner to give timely notice and file 
| proof of loss, his failure in this respect 
will not, ordinarily, defeat recovery by 
the mortgagee and this is true regardless 
of the type of loss payable provision in 
' the policy. 

“Courts disagree as to what a mort- 
gagee must do when the mortgagor does 
not file proof of loss. Some hold, par- 
ticularly where there is a union or 
> standard mortgage clause, that not even 
' the mortgagee need file a proof of loss, 
' while others indicate that if the mort- 
gagor does not file the required proof, 
' the mortgagee must, the insurance com- 
pany being entitled to notice and proof 
from someone. Even though relieved of 
the duty of filing a sworn proof of loss, 
the mortgagee is nevertheless required 
to furnish such information as it might 
have concerning the loss and the insured 
' property. 





Parties to Litigation 

“Partly, but only partly, because of 
the difference between common law and 
code practice, there is a conflict of au- 
thority as to the necessary and proper 
Parties in actions on insurance policies 
which contain loss payable clauses. If 
the mortgage indebtedness equals or ex- 
ceeds the amount of the loss for which 
the insurance company is liable, the 
mortgagee has been held to be the 
Proper and only necessary party plain- 
tiff, but the contrary has also been 
decided. A mortgagor has been de- 
scribed as a necessary party along with 
the mortgagee, particularly where the 
amount of the loss was in dispute. 

‘In an action brought solely by the 
mortgagor as owner of the property, 
the mortgagee has been said to be a 
necessary party,” continued the speaker. 
But the mortgagor has also been held 
to be the real party in interest and 
entitled to maintain an action alone. 
ne court has said that either the mort- 
Sagor or mortgagee may sue without 
the other and that recovery by one 











would bar any recovery by the other, 
the insurance company, if it so desires, 
having the right to require the joinder 
of the other. 

Where an insurance company did not 
object until trial date to the fact that 
the mortgagee was the sole party plain- 
lit, a court ruled that it had consented 
to a splitting of a cause of action and 
had elected to defend two lawsuits in- 
stead of one. 


Mortgage But No Loss Payable Clause 

‘If there is no loss payable provision 
but the company or its adjuster knows 
or learns of a mortgage or lien, the 
mortgagee may have rights under the 











IOWA AGENTS CONVENE 





Elect Elling President of State Assn.; 
State Asked to Investigate Relief 
Society Activities 

Emil C. Elling of Garner, Ia., was 
elected president of the Iowa Associa- 
tion of Insurance Agents at the annual 
convention held in Des Moines. He suc- 
ceeds William F. Grandy of Sioux City. 
B. W. Hopkins of Des Moines, formerly 
treasurer of the association, was named 
as vice president and Ivan Anton of 
Des Moines was elected treasurer. Phil 
Jester of Des Moines was reelected as 
state-national director. 

The newly elected executive committee 
meeting after the annual convention, 
adopted a resolution which asked the 
Insurance Department and the attorney 
general’s office to take steps to de- 
termine if the Catholic Mutual Relief 
Society is engaging in the insurance 





mortgagor’s insurance policy and the 
insurance company takes some risk in 
disregarding the mortgagee even though 
not mentioned in the policy. 

“Thus where fire insurance was car- 
ried on an electric refrigerator without 
the mortgagee’s knowledge, the mort- 
gagee was nevertheless entitled to -re- 
cover from an insurance company which, 
with knowledge of the conditional sale 
contract, had already paid the full 
amount of the loss to the mortgagor.” 





business. 

The society, which has headquarters 
at Omaha, Neb., provides fire coverage 
with maximum amount of relief, in case 
of a loss, determined on a basis of the 
donation made to the organization. It 
is believed that the society retains only 
a small percentage of the coverage and 
places the business with insurance com- 
panies, 





Oppenheimer President of 
Missouri Agents Assn. 


George Oppenheimer of the Oppen- 
heimer Bros., insurance agency of Kan- 
sas City, was elected president of the 
Missouri Association of Insurance 
Agents, at the closing session of the 
fiftieth annual meeting in St. Louis on 
September 9. As president he succeeds 
John J. O’Toole of St. Louis, secretary 
of the F. D. Hirschberg & Co., Inc., who 
was named chairman of the execeutive 
committee, replacing Clifford C. Jack- 
son of Mountain Grove, who like Mr. 
O’Toole is a former president of the 
association. 

Other officers named at the meeting 
were national director, C. Stephen 
Stubbs, Kansas City; first vice presi- 
dent, Joseph A. Leslie, Sikeston; second 
vice president, Oden D. Prowell, St. 
Louis; third vice president, Joseph Jack- 
son, Maryville, and secretary-treasurer, 
Edmund J. Price, St. Louis. 


New Jersey Agents Plan 
Fall Educational Course 


The fall course of the School of In- 
surance sponsored by the New Jersey 
Association of Insurance Agents will 
start on Monday, October 3, according 
to Charles J. Unger, executive secretary 
of the association. 

The course, covering basic principles 
of property insurance and designed for 
the beginner, will be held on Monday 
and Thursday evenings from 6:30 to 
9:30 o’clock in the Raymond-Commerce 
3uilding, Newark, and will cover a 
period of about ten weeks. 





Fire Warning Card Given 
Hotel Clients by Agency 


The Rhulen Insurance Agency in Mon- 
ticello, N. Y., recently won good will for 
itself, and at the same time performed 
a contribution to fire safety by supply- 
ing its hotel clients with a fire warning 
card furnished by Philip Morris & Co. 

The card, prepared by the cigarette 
maker in cooperation with the National 
3oard of Fire Underwriters, warns 
guests against careless smoking habits 
and particularly stresses “Don’t Smoke 
In Bed.” 





YOU BE THE JUDGE AND JURY! 






The farmer is putting you in the 
position of judge and he wants a 
decision when he says — 


“In order to work separated tracts of land | have to 
drive my unregistered tractor and 
hay rake over a state highway. My 
hay rake extends over the center of 
the road. While traveling this route | 
meet an oncoming automobile which 
runs off the road and is damaged 
while trying to avoid my hay rake. 


Would my Farmer’s Comprehensive 


Personal Liability policy cover me?” 


Could you answer the question? 


Put yourself on trial. What are you doing about 
the farmers in your vicinity? Surely the farmer, who 
faces as many hazards as any other individual, is 
entitled to know about the protection he can secure 
for his family and himself. You lose much if you over- 
look this big group of prospective customers—custom- 
ers the Royal-Liverpool Group stands ready to assist 
its agents in reaching. 


Answer to the quoted question is contained in the Group's 


current issue of “True or False.’ Your copy is available on request 


to our Advertising Department. 
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State Fire Prevention 
Activities Commended 





PA. AGENTS HEAR VANDERBECK 





Agents’ Cooperation in Town Inspection 
Programs Asked; Three Planned 
For This Fall in Pa. 





How state fire prevention associations 
share in the service the fire insurance 
industry in providing the public that 
extends beyond the policy contract was 
described by Robert J. Vanderbeck, as- 
sistant secretary of the Eastern Under- 
writers Association, in a talk which he 
gave before the Pennsylvania Associa- 





ROBERT J. VANDERBECK 


tion of Insurance Agents meeting Sep- 
tember 11-13 at Bedford, Pa. As insur- 
ance are civic leaders in their 
communities he said their cooperation in 


will be 


agents 


town inspection programs in- 
valuable. 

The purpose of state fire prevention 
associations, Mr. Vanderbeck said, is to 
augment as much as possible the work 
that is being done by other national or- 
ganizations and to take fire prevention 
to the public at the “grass roots level.” 
This is accomplished through the most 
important of the association’s activities, 
the town inspection. 

Plan Used 27 Years in West 

“This work is in its infancy in the 
Eastern states,” Mr. Vanderbeck con- 
tinued. “However, in the Midwest, un- 
der the guidance of the fire prevention 
department of the Western Actuarial 
Bureau, during 27 years of state fire 
prevention association activity, the 
amazing total of over 1,800 town inspec- 
tions have been successfully completed. 
Civic and safety organizations, fire de- 
partments and fire marshals have come 
to recognize these associations as lead- 
ers in the fire prevention field. 

“Four state fire prevention associa- 
tions are now functioning in the East, 
including the State Fire Prevention As- 
sociation of Pennsylvania which was cre- 
ated last spring. Membership of associa- 
tions is made up entirely of stock com- 


pany insurance men traveling in the 
state. Because of the size of Pennsyl- 
vania, it was decided that it could be 


most effectively covered by dividing the 
association into four divisions. These 
are centered at Harrisburg, Philadelphia, 
Pittsburgh and the Scranton-Wilkes- 
Barre area. Each division is operating 
individually and each has its own officers 
and committees to do the work. 
Town Inspections 

“Town inspections are the principal ac- 
tivity of the association. Considerable 
time and planning goes into a successful 


Automobile and Aetna Casualty to 


Have Exhibit at NAIA Convention 


A 30-foot exhibit, emphasizing benefits 
accruing to agents active in loss preven- 
tion and pointing out many facilities 
available to carry out this work, will be 
sponsored by the Aetna Life Affiliated 
Companies at the annual meeting of the 
National Association of — Insurance 
Agents at the Hotel Stevens in Chicago 
next week. 

The theme of the exhibit, which is 
sponsored by the Aetna Casualty and 
Surety, Automobile and Standard Fire, 
is set by the main headline of the dis- 
play, which reads “Loss Prevention— 
Good Citizenship, Good Business.” 

On display in conjunction with the 
main exhibit will be the Aetna Driver- 


ometer, a unique testing device that 
measures a driver's reactions under 
emergency conditions. In addition, a 


portable motion picture projection unit 
will be used for continuous showings of 
the latest safety films produced by the 
companies’ motion picture bureau. 

Focal point of the exhibit will be a 
three-cycle revolving display stressing 
how loss prevention work offers the most 
natural opportunity for agents to provide 


an extra service which will earn them 
“that added measure of good.will on 
which all sound business growth de- 
pends.” 

Another section will illustrate the edu- 
cational aids—motion pictures, action dis- 
plays, driver tests, booklets and posters 
—available to agents of the companies 
who participate in loss prevention work. 
The panel also will show what com- 
munity groups are most interested in 
public safety work. 

A special feature of the exhibit will be 
a display of industrial accident causes 
and hazards collected during actual on- 
the-job inspections by the companies’ 
safety engineers. 

Samples of all types of the companies’ 
loss prevention literature will be dis- 
tributed at the exhibit, as well as a film 
catalogue containing word and picture 
synopses of each of the Aetna’s 17 cur- 
rent safety films. 

The exhibit, which will be open from 
9 a.m. to 6 p.m., will be located opposite 
the convention registration desk on the 
mezzanine floor. 





town inspection. The association does 
not force its services upon any town. 
It prefers to wait for an invitation from 
a recognized local civic organization, 
such as the Chamber of Commerce, Ro- 
tary Club, Lions Club or the local gov- 
ernment, but preferably a combination 
of them all. 

‘Usually it has been found best to 
have the local Chamber of Commerce 
sponsor the inspection and invite all the 
other local organizations to participate 
because the Chamber of Commerce usu- 
ally has an active fire prevention com- 
mittee. If such a committee does not 
exist in a community where the town 
inspection is requested, then the state 
fire prevention association assists in or- 
ganizing one to cooperate during the in- 
spection and carry on the work after 
completion. 

“At no time does the state fire pre- 
vention association inspect or test the 
fire department apparatus, water sup- 
plies, fire alarm system or other fire 
defenses in the community. The state 
fire prevention association makes no in- 
spections of town gradings and no rec- 
ommendations as to rate levels in the 
community or the individual risks in- 
spected. 


All Mercantile Buildings Inspected 


“On the day of an inspection, mem- 
bers of the association come to town 
and working in teams of two, accom- 
panied by a local fireman when possible, 
inspect all mercantile buildings. A red 
tag “Fix Me” is attached to each hazard 
found. Fuse box stickers are placed on 
all fuse boxes warning owners and occu- 
pants to use proper size fuses. Special 
booklets, marked with the _ hazards 
found on the premises, are left with the 
occupant so that necessary corrections 
can be made. 

“Large manufacturing and special haz- 


ard risks are not inspected but they are 
urged to conduct self-inspections and 
fire drills on the day of the inspection. 
A special committee of the state fire 
prevention association inspects all places 
of public assembly, which include 
churches, theatres, hospitals and schools. 

“Probably the most valuable public 
service accomplished by the state fire 
prevention association during a town in- 
spection is with future leaders and prop- 
erty owners of the community. School 
pupils learn about fire prevention from 
the association’s speakers and by seeing 
sound films. 

“Each division of the State Fire Pre- 
vention Association in Pennsylvania 
plans to make two town inspections each 
year, one in the fall and one in the 
spring. Plans for three inspections in 
Pennsylvania are already underway for 
this fall.” 





New York Dept. Hearing 
On Escott plan Sept. 29 


The New York Insurance Department 
will conduct an open hearing on the 
Escott plan on Thursday morning, Sep- 
tember 29, in the New York City office 
of the Department, following requests 
made by the America Fore Group and 
the Loyalty Group. 

The Escott plan for rating multiple lo- 
cation fire contents risks was approved 
last week by the New York Department 
and the two company groups named, not 
supporting the plan, are asking the De- 
partment to review the legality of the 
plan approved by the executive commit- 
tee of the New York Fire Insurance 
Rating Organization before being sub- 
mitted to the Insurance Department. 
The hearing will start at 10 a.m. with 
Deputy Superintendent Alfred J. Bohlin- 
ger in charge. 
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Rochester Round Table 
Meetings Start Sept. 23) 


The Underwriters Board of Rochester 
N. Y., will resume its weekly round table 
meetings on Friday noon, September 23 
at the Chamber of Commerce. Roy A 
Duffus, president of the New York State 
Association of Insurance Agents, will 
speak on the National Association cop. 
vention which will adjourn in Chicago 
the day before the Rochester gathering 
These meetings will be held, Secretary 
Louis Hawes says, every Friday noon 
until next June. 


Pa. Fire Rates Cut 


(Continued from Page 32) 
will fall to the owners of residential 
properties. All classes of residential 
property in the state, exclusive of Phila. 
delphia, will receive reductions as fol. 





lows: frame protected, 20%; brick pro. f 


tected, 10%; brick and frame unpro- 
tected, 25%; fire resistant, 10%. 

On the basis of 1948 premiums these 
reductions will result in a savings to 
home owners over these next five years 
of $12,281,000. 

Philadelphia Home Rates Unchanged 

Rates in Philadelphia residential prop- 
erty remain unchanged for the present, 
Philadelphia for many years has had the 
lowest rate in residential properties in 
the commonwealth. In addition, the loss 
ratios in Philadelphia on this class over 
the five years under study were un- 
favorable, and would in all probability 
support an increase. However, in view 


of the favorable fire experience in 1948 [ 


it was decided to make no change up- 
ward in these rates pending 
study. 

Mercantile buildings, mercantile con- 
tents, public buildings, textile, cereal and 
flour mills, hotels, public garages, mis- 
cellaneous non-manufacturing, _ sprin- 
klered manufacturing and _ sprinklered 
non-manufacturing are the properties on 


which reductions are granted to all 
classes. 

Churches, educational buildings, ware- 
houses, woodworkers, metal workers, 


mining risks, miscellaneous manufactur- 
ing specials, food products, lumber yards, 
and theaters, are the properties where 
some classes are increased and some 
reduced. 

In addition to residential property in 
Philadelphia where no change in rates 
is made, the rates applicable to farms 
have not been changed. In announcing 
the new rates, Mr. Malone said: 

“It is realized that the new schedule 
of rates is not perfect in every detail. 
The process of making fire insurance 
rates has not and cannot be reduced to 
an exact science because of the many 
unforeseeable hazards involved. It is, 
however, the desire of the Pennsylvania 
Insurance Department to make certain 
that the people of this state get ade- 
quate insurance protection at a cost 
that is fair to the policyholder and which 
affords a reasonable profit to the com- 
panies engaged in this hazardous busi- 
ness, 

“Insurance rates are based on the ex- 
pense of operations, losses paid, and a 
reasonable margin for profit. In_ the 
fire insurance business, that profit 1s 
based on a formula promulgated by the 
National Association of Insurance Com- 
missioners. The expense of doing busi- 
ness varies very little from one com- 
pany to another, but the companies have 
very little control over losses incurred. 


Pa. Deviations Ended 


Through the new fire rate filings in 
Pennsylvania, which have brought rate 
reductions, and some increases, through- 
out the state there will be an end to 
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further requests for rate deviations, In- 
surance Commissioner James F. Malone, 
Jr., said this week. The new rates will 
also wipe out the deviations already 
granted to the Insurance Co. of North 
America and several other companies In 
the Philadelphia and Pittsburgh areas. 
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_ American Advances 


t. 23) 
pUNKERTON MADE SECRETARY 


Bush to Vice President 





Assistant Secretary; Bush 
Entered Insurance in 1919 and 
Joined American in 1934 





The American Insurance Group has 
d William P. D. Bush as vice presi- 
American Insurance Com- 


and Walter Perry, Jr., as assistant secre- 


tary, all effective October 1. 


Mr, Bush is a native of Louisville, 
Ky, He attended the University of Vir- 
cinia, and entered insurance with the 
Niagara Fire in New York in August, 
1919. He served as special agent for the 
Niagara in various southern states from 
1920 to 1924, later joining the Hartford 
Fire as special agent in 1924. 

He remained with the Hartford until 
1934 at which time he became assistant 
manager of the Carolina-Virginia de- 
partment of the American Insurance 
Group. He was elected secretary of the 
American in 1938. In this position he 
has been active in the field supervision 
of a number of southern states and has 
been in charge of the automobile un- 
derwriting of the group as well as its 
foreign operations. 


Mr. Bush served overseas in both 
World Wars with the United States 
Army. In the last war he was a 


lieutenant colonel. 


Dunkerton and Perry 


Harry F. Dunkerton was born in New 
York City. He attended local Long 
Island elementary schools, and graduated 
from Brown University, later obtaining 
his LL.B. Degree at Fordham Law 
School. He is a member of the bar of 
the State of New York. 

Mr. Dunkerton joined DeCoppet and 
Doremus, dealers in securities in the 
New York stock exchange in 1932 as 
a trainee, and progressed through 
various phases of that organization to 
the position of personnel director which 
he held from 1942 until March, 1944, 
when he joined the American Insurance 
Group. Mr. Dunkerton has headed the 
personnel department of the group from 
that time, and has also been active in 
the education work now in progress. 

Walter Perry, Jr. is a native of New 

Haven, Conn. where he attended local 
schools, He later graduated from Hotch- 
kiss School and Yale University. His 
first business experience was gained with 
the Guaranty Trust Co. of New York 
City in the trust-investment department. 
In 1940 he joined the United States 
Marine Corps as a private and emerged 
Irom the service in 1945 as a captain 
after seeing action in Okinawa. 
_ Following his discharge from the serv- 
ice he rejoined the Guaranty Trust and 
remained until 1946 when he entered the 
investment department of the American. 
In his new position as assistant secre- 
tary his duties in the investment de- 
partment will continue. 





Robert M. Taft at 
Atlanta Office of FIA 


The Eastern regional office of the 
Factory Insurance Association, Hartford, 
announces appointment of Robert M. 
Taft of the Hartford office as special 
agent in the Atlanta office. Mr. Taft 
went with the FIA in July, 1938, after 
graduating from Worcester Polytechnic 
Institute. He became an inspector and 
traveled until 1941 when he was located 
in the Charlotte office. 

_In June, 1942, he entered the U. S. 
Naval Aviation and spent four years 
in the service. Following the war he re- 
turned to the association as a supervisor 
in the inspection department in Hart- 
lord. On January 1, 1948, he was trans- 
ferred fo the underwriting department as 
Supervisor of the Southern territory. 


Chicago Premiums of Fire 
Companies Are Reported 


A large number of fire companies op- 
erating in Chicago have completed their 
filings of net fire premiums written in 
the fiscal year ended June 30 for the 
purpose of paying the 2% tax for sup- 
port of the fire department. The fig- 
ures are less reinsurance and various 
credits, but include underwriting pool 
premiums. On a basis comparing with 
totals for the fiscal year ended June 30, 
1948, they are: 





1949 1948 

DRMNtNONE 25 cen dicduw cae $ 833,300 $917,150 
CAE eke deeesiewkas cua 261,950 258,150 
CRED \akccavdevesawauete 402,250 307,350 
CONEOIGW§ ccccccivnvecce 83,000 152,200 
Milwaukee Mechanics ... 441,850 409,050 
WNSRUE  o cuse ces neccnens 543,750 475,800 
Agmeriqan; Ne Jocvccwcwes 490,600 598,500 
CAEN (Oe cksvansecacns 308,900 192,300 
PIMINEEE waad as alcewe me 750,000 613,950 
MN FINE kpckécxcennane 661,350 586,400 
COS ko cicvcensesas 1,428,250 629,800 
Fidelity-Phenix ......... 406,450 422,400 
Detroit FF. & Wie cicceccs 40,200 35,450 
Werld BF. & Miss: cence 99,650 113,700 
Badger Mutual .......... 69,350 61,450 
Standard, Conn. ........; 179,350 187,900 
PIROOMUR. ode edeasedu:s 387,000 407,100 
BG) prncconekeueragvuas 151,050 153,400 
Pacific National ......... 366,300 374,200 
Fisst National 6.<.0/6 0460 260,750 116,700 
Cammmbian Te. Wiecccc sce 215,050 159,500 
North AMesicd «cccccsss 731,150 950,100 
St. Peet F. Geis cscens 428,500 426,950 
Che CORE k veans cccewee 242,650 238,950 
National, Conn. ......... 779,950 676,350 
Transcontinental ........ 226,700 198,500 
Northwestern National ... 750,900 685,950 
MOREE ceacdeccnviesawndes 368,800 555,800 
ra Ae eee 202,000 178,850 
American Alliance ....... 255,800 496,900 
Great American ........ 608,250 517,500 
CS. erry 297,600 230,900 
Northern, N. Y¥...00.e00¢ 542,250 378,850 
MIS co cx cuccce sencias 344,250 395,600 
National Union ......... 241,750 202,900 
Workmen’s Mutual ...... 14,150 13,600 
Michigan F. & M. ......- 145,500 134,300 
New England Fire....... 108,650 103,150 
SeGHGE pacdcnkechcnbe as 90,963 70,528 
Springfield ........+.+0+- 368,483 384,892 
1 93,688 80,463 
Bankers & Shippers...... 87,137 73,053 
PACE co ccccwecccecsvce 202,494 204,973 
Union of Canton........ 79,664 61,419 
Firemen’s Mutual ....... 176,613 158,354 
Commercial Union .....-. 161,156 237,045 
Rochester American ..... 163,316 90,377 
Queen ..cceceececceceee 166,054 198,665 
be @ L. @ Gin. sc cctvcnce 254,059 395,206 
Clee. vaca cvéetepacsecens 117,564 97,331 
Northern of Eng......--- 117,018 125,703 
Franklin National ....... 106,128 88,503 
Mercury .....ee-eeeeeees 136,248 122,751 
Federal ..csccoccsenssee 199,272 177,018 
PMO, vicccwcdes uae nemse 164,178 py 
‘i sociation ......+- 191,607 70,95 
> ea PP rrr ret 129,825 134,893 
Centennial .......-c.eees 98,537 39,870 
Phila. F. & M......--e-- 157,257 131,034 
Alliance 120,881 160,700 
Motors entree 5,15 Ca 
Security Nationa 53 39,43 

anasto Assurance 144,356 250,196 
Pearl Assurance ......-- 127,135 115,162 
Republic ...--.-eeee eres 183,970 171,662 
Providence Washington .. 98,597 359,186 
American Eagle ....-.--+- 170,596 254,791 





J. Ray Hull Addresses 
California Pond 


J. Ray Hull, new most loyal grand 
gander of the Order of the Blue Goose, 
International, was guest of a coterie ol! 
officers and members of California Pond 
at the University Club in Los Angeles. 
He stopped off on his way home from 
the grand nest meeting in Seattle. 

Mr. Hull, in a short talk laid stress cn 
the fact that Blue Goose owed its growth 
to its spirit of good fellowship, and 
urged the members of the order to keep 
up that spirit. He also said that the high 
standard of membership should be main- 
tained and that eligibility requirements 
should not be changed. 





An Experienced Life organization 
is seeking an additional connec- 
tion with firm doing general 
insurance, and desiring to build 
up a new or present life depart- 
ment. We are producers and 
will make money for you on 
satisfactory basis. 


Box 1903, The Eastern Underwriter 
41 Maiden Lane, New York 7, N. Y. 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





55 FIFTH AVE., NEW YORK 

















Additional Living Expense Cover 
Essential in Era of High Costs 


Additional living expenses insurance 
is strongly supported by Walter F. 
Tolman, special agent at Claremont, N. 
H., for the Fireman’s Fund Companies. 
He believes agents should make a real 
effort to sell this protection as it is 
so essential to fire policyholders in these 
years of high living costs. Writing in 
the current issue of the Fireman’s Fund 
Record he says: 

Have you tried to rent a house, a 
flat or an apartment recently? Perhaps 
you own your own home. If so, don’t 
sit back and smile complacently, think- 
ing that no landlord can evict you. 

Wait a minute. Suppose you were 
evicted by fire, explosion, windstorm or 
some other disaster. Results would be 
the same, wouldn’t they ? 

So let’s suppose the worst happened. 
With present day conditions, if your 
dwelling became untenantable through 
fire, for instance, you'd be _ tearing 
around desperately trying to get a roof 
over your family’s head. It would mean 
a stay at a hotel or other temporary 
quarters (unless you were amazingly 
lucky), eating all your meals at a 
restaurant, tips, outside laundry service, 
entertainment of guests, and many other 
expenses, all at greatly increased costs. 

Fixed Costs Continue 

On top of all these troubles you would 
still have to pay taxes on your home, in- 
surance, interest on the mortgage, tem- 
porary storage of any furniture saved 
from the fire, and transportation costs 
to and from the storage warehouse. 

When fire completely destroys a place 
there is no argument about it; every- 
body has to find a new home. Did you 
ever think, however, how easy it would 
be for just a small fire to drive you 
to the street, temporarily homeless? The 
heating system might be put out of 
commission during the winter months, 
electric current or water supply might 
be cut off. Everything in the house 
might be drenched with water by fire- 
men or rain might seep through a 
blasted roof. Couldn’t live there while 
these repairs were being made, could 
you? 

Anybody who has had to find rented 
quarters within recent years will whole- 
heartedly agree right here that what an 
evicted family or individual needs more 
than any other one thing is a sound 
additional living expense insurance 
policy. 

Because here is where the head of 
a household runs into a perfect night- 
mare of unexpected bills to pay. If you 
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think you’re hard up in normal times, 
think what it would be like if you were 
the man who went through this experi- 
ence. Let’s call him Bill, because that’s 
his name. 

What Happens After a Fire 


His home, which he owned, burned 
down. He had to neglect his job to 
join his wife in a frantic search for 
a roof over their heads. They had three 
lively children, all under 10. Landlords 
didn’t want children on their property; 
apartment managers wouldn’t have 
them; one hotel finally did agree to 
give them rooms for a short time only. 
Bill's home had been equipped with 
modern laundry facilities; his wife was 
a wonderful home-maker; they lived on 
a strict budget to make Bill’s income 
stretch over all their normal expenses. 

So when their home was destroyed 
by fire it was a real tragedy. They 
moved into the hotel at a stiff rental for 
five people; meals were eaten in restau- 
rants; all laundry had to be sent out; 
telephone calls were cut down but still 
cost plenty; guests had to be entertained 
in the hotel. Bill was frantic because he 
had no insurance to meet this emer- 
gency. It would have cost him very little 
to be amply protected, when you re- 
member that the coverage costs at the 
same low rate he was already paying 
for fire and extended coverage on his 
home. 

To determine the amount of insurance 
you would need, take a look at the fol- 
lowing two lists which can be used as 
a basic work sheet. 

A. Emergency expenses: Rental of 
temporary quarters; meals; tips; tele- 
phone; laundry; entertainment of guests; 
transportation from temporary quarters; 
storage of furniture; transportation of 
furnishings to and from storage ware- 
house; insurance; and if you own your 
own home you will have the continuing 
expenses of taxes, interest, depreciation, 
repairs. 

B. Normal monthly expenses: Rent; 
heat, light and groceries; tele- 
phone; laundry; entertainment of 
guests; transportation; insurance; and, 
if you own your home, taxes, interest, 
depreciation and repairs. 

A minus B equals additional living 
expenses required. So, if you do not 
already have this form of insurance per- 
haps you had better sit right down and 
sell yourself a policy, first. 


gas; 





American Appoints Murray 
Underwriting Supervisor 


The American Insurance Group an- 
nounces appointment of Archibald Mur- 
ray supervisor of the underwriting 
and service divisions of the marine, bur- 


as 


glary and miscellaneous lines depart- 
ment at the home office. He studied at 
Rutgers and Columbia Universities be- 
fore entering insurance in 1935. He 
joined the American in 1947 in the 
marine and inland marine underwriting 


department after extensive experience in 
loss, ocean and inland marine work. 
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Marine Underwriters Approve in 


Principle New War Risk Measure 


disbursements 
and funds; and other obligations and 
liabilities of such vessels or their own- 
ers or charterers ordinarily covered by 


Members of the American Institute 
if Marine Underwriters on Thursday, 
September 8, unanimously approved in 
principle the War Risk Insurance Bill 
(HR6061), introduced in the House of 
Representatives on August 19, and re- 
corded their recognition of the neces- 
sity of along the 
that bill, In taking this action, the in- 
stitute reserved to itself and to its in- 
to suggest 


legislation lines of 


dividual members the right 
alterations in the specific wording of 
the legislation in question, if such altera- 
tions appear desirable after further 
study or in the light of facts developed 
at Congressional hearings on the bill. 

The bill, introduced in the House at 
the request of the United States Mari- 
time Commission and the Administra- 
tion, would authorize the United States 
Maritime Commission to provide war 
risk insurance, with the approval of the 
President, whenever it appears to the 
commission that insurance adequate for 
the needs of the waterborne commerce 
of the United States cannot be obtained 
on reasonable terms and conditions from 
the American insurance market. 

This would include insurance of ves- 
sels of American registry, citizen-owner- 
ship and use, foreign flag vessels when 
owned by citizens of the United States 
or used in United States waterborne 
commerce, or in the interests of national 
defense or national economy, cargo 
shipped on such vessels, cargoes owned 
by citizens or resident of the United 
States, cargoes exported or imported to 
or from the United States, or in which 
citizens or residents are financially in- 
terested as buyers or sellers, and cargoes 
shipped in domestic or interstate com- 
merce; the officers, crew members and 
other persons employed or transported 
on such vessels; the personal effects 





Subrogation Suit Time 
Limit Is Not Exceeded 


The Tenth Circuit Court of Appeals, 
Fruchauf Trailer Co. v. Gilmore, 167 F. 
2d 324, affirming judgment for the plain- 


tiff in the Federal District Court for 
Western Oklahoma, holds that a sub- 
rogation action, brought within two 


years after plaintiff insurance company 
paid a judgment against its insured for 
personal injuries to another and the in- 
sured paid the amount of their attor- 
neys’ fees for defending the damage ac- 
tion and other damage arising from the 
same cause, to recover such amounts 
from the corporations alleged to have 
caused the damages by its negligence, 
was not barred under either the two or 
three-year Oklahoma statute of limita- 
tions. 





CALDWELL JOINS GULF 
President T. R. Mansfield of the Gulf 


Insurance Co., Dallas, announces that 
Troy Caldwell has been added to the 
inland marine staff. Mr. Caldwell was 


formerly an inland marine man with the 
Insurance Co. of North America. 


TRUSLER HEADS CANADA CO. 

C. Dudley Trusler has been elected 
president of the Canada Accident & Fire 
Assurance ‘Co. He is manager for Can- 
ada of the Commercial Union and associ- 
ated companies. 


of such persons; vessel 


insurance. 

Commercial insurance markets both 
here and abroad are still providing a 
market for war risks and can probably 
continue to do so, barring a major con- 
flict or the imminent threat of such a 
conflict. It is recognized, however, that 
in the event of hostilities between the 
four great powers, the facilities of the 
commercial insurance markets might not 
be adequate to provide such war risk 
insurance, 

The United States Government made 
war risks insurance available in both 
world wars and with the continuing in- 
crease in the destructiveness of modern 
weapons and the tendencies of con- 
flicts to break out with little or no 
prior notice, it would appear necessary 
that a Government agency be in a posi- 
tion to provide adequate war risk in- 
surance, 


Employers’ Names Nagle 
N. Y. Inland Marine Head 


Joseph M. Pernollet, resident mana- 
eer of the Employers’ Group Insurance 


Cos. for the state of New York, an- 
nounces the appointment of William 
Nagle as manager of the New York 


State inland marine department. 

Mr. Nagle has had years of experience 
in underwriting and producing inland 
marine business. He will be assisted by 
Joseph F. O'Day who has been asso- 
ciated with the Employers’ New York 
inland marine department since its in- 
ception. Mr. Nagle succeeds J. Donald 
Fort who has been promoted to super- 
intendent of the Employers’ home office 
inland marine department. 





Truck Cargo Thefts Are 
Running Unusually High 


With mid-year truck cargo thefts and 
hijackings running unusually high, loss 
levels for the coming months promise to 
reach new records, Babaco Alarm Sys- 
tems of New York reports in its monthly 
crime report to shippers and underwrit- 
ers. 

“Summer is supposed to be the low 
season in truck cargo thefts,” the report 
stated, ‘but if this summer’s losses repre- 
sent a seasonal low, then the U. S. is 
in for a real loss season in the coming 
fall and winter months. Thefts reported 
in the past couple of months have been 
unusually heavy.” 











GLASS 








pAunouuciug 
Multiple Line Facilities 


Atlantic Mutual Insurance Company and its 
wholly owned affiliate, Centennial Insurance 
Company, announce their entry into the casu- 
alty insurance field. This has been made possible 
by New York’s multiple power legislation which | 
became effective on July 1, 1949. 


a 
The Companies are now writing 


OCEAN MARINE 


Strength INLAND MARINE Service 
and FIRE & ALLIED LINES of 
Integrity AUTOMOBILE—Full Cover Agents 
through BURGLARY and 
107 years : . Brokers 

COMPENSATION 


GENERAL LIABILITY 





THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 


49 Wall Street « New York 5, N.Y. 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, 
Automobile and Casualty Insurance 
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U. S. Hits Shipowners 


Absorbing Insurance Costs 


The United States Maritime Commis. 
sion has cracked down on_ steamshj 
companies which, in certain cases ale 
sorb some of the insurance premiums 
for the shippers. Most conferences, in 
their contracts, have provisions authoriz- 
ing the members of the conferences to 
absorb out of the freight rates paid } 
the shippers any added amount of insur. 
ance premiums charged to the shippers 
by the insurance companies because of 
the use by the conference members of 
ships subject to such additional pre- 
miums because of age, or other condi- 
tions or because of the storing of cargo 
on deck, rather than below deck. 

The commission decided that “such 
agreements and the practice of said 
absorption of insurance premiums may 
operate to the detriment of the com- 
merce of the United States by encourag- 
ing the use of substandard and inferior 


vessels, and result in discriminations 
between carriers and also between 
shippers.” 

The commission proceeded to all 


hearings for “some time after August 
31, 1949.” All carriers, members of the 
conferences, were required before Au. 
gust 31 “to show cause why an order 
should not be entered disapproving the 
practice of the absorption of said insur- 
ance premiums, whether previously spe- 
cifically authorized in the said confer- 
ence agreements, proposed to be author- 
ized, or established and practiced by 
said members of conferences pursuant 
to general provisions contained in the 
agreement .. .” 





Federal Barge Lines 


Face Insurance Problems 

The Federal Barge Lines at St. Louis 
has been confronted with a new emer- 
gency of serious proportions—under- 
writers of cargo insurance have an- 
nounced that they will no longer write 
insurance policies on 40 of the system's 
270 barges because these vessel are in 
too dilapidated condition. Some 50 other 
of the barges are obsolete and_ their 
condition is such they also will be re- 
jected by the insurance underwriters 
when existing policies expire, or after 
the conclusion of inspections now in 
progress. 

The Federal Barge Lines, Govern- 
ment-owned, is the largest barge sys- 
tem on the inland rivers, and must ob- 
tain funds from Congress to purchase 
new equipment. Pending at this session 
of Congress is a bill to increase the 
line’s capitalization by from $10,000,000 
to $18,000,000. 

It is believed that if the officials of 
the Federal Barge Lines decide to load 
the obsolete barges to one-half or less 
of their capacity (1,800 tons), the sys- 
tem may still be able to obtain insur- 
ance on this equipment but this would 
result in unprofitable operation. 





Larson Acts to Expedite 
Hurricane Adjustments 


At Tallahassee, Fla., Insurance Com- 
missioner J. E. Larson has authorized a 
“short cut” in adjustments of Florida 
hurricane loss claims in an effort to 
speed up payments to policyholders. 

“The companies may reinstate wind- 
storm insurance policies at their full 
value without the necessity of calculating 
return premiums when policies have the 
unearned endorsement attached,” Com- 
missioner Larson stated. 

“Without the authorization,” he ex- 
plained, “it would be necessary for the 
companies to make time-consuming cal- 
culations of premiums in order to bring 
policies back to their original face value 
after payment of losses. This ruling, 
however, applies only to losses incurré 
in the recent hurricane,” he added. 


4 















: 























September 16, 1949 F Septemb 


= 


Carl 1 
ee 


JOINS I 


Has Bee 
Albany 
Execu 


Carl T 
Superinte 
office of 
partment 


post as 
announc 


surance 
of his ¢ 
Mr. Tyy 
his assoc 
Follow 
mass wil 
alty Ins 
October 
will und 
the esta 
in the cc 
erage re 
benefits 
Mr. 7 
York Ci 
public s¢ 
from Ne 
jored in 
of life 
Mr. Typ 
examine 
He serv 
creasing 
ment ut 
Superint 


El 
Dwigh 
been no} 
surance 
new siz 








1949 


Osts 


Mis- 
nship 
» ab- 
Mums 
S, in 
Oriz- 
es to 
d by 
nsur- 
pers 
se of 
rs of 

pre- & 
ondi- FP 
‘argo FP 


‘such 
Said 


Irag- 
erior 
tions 
veen 





ase 
sion 
the 
000 


of 
oad 
less 
3ys- 
sur- 


yuld 





Ee 
co —_— tC 


September 16, 1949 


Our 50th Year 















ah 


Our 50th Year 





Page 43 








' Carl Typermass Resigns 


N. Y. Department Post 


JOINS LUMBER MUT. CASUALTY 





Has Been Deputy Superintendent at 
Albany Office Since 1945; to Have 
Executive Position With Company 





Carl Typermass, who has been Deputy 
Superintendent in charge of the Albany 
ofice of the New York Insurance De- 
partment since 1945, has resigned this 


CARL TYPERMASS 


post as of September 15, according to 
announcement by Superintendent of In- 
surance Robert E. Dineen. On the eve 
of his departure from the Department 
Mr. Typermass was given a dinner by 
his associates in the Albany office. 
Following a short vacation, Mr. Typer- 
mass will join the Lumber Mutual Casu- 
alty Insurance Co. of New York on 
October 1 in an executive capacity. He 
will undertake as an initial responsibility 
the establishment of a new department 
in the company to provide insurance cov- 
erage required by New York’s disability 
benefits law. 
Mr. Typermass is a native of New 
York City, where he was educated in the 
public schools. In 1927 he was graduated 
from New York University, having ma- 
jored in accounting. After several years 
of life insurance company experience, 
Mr. Typermass Was appointed in 1930 an 
examiner in the Insurance Department. 
He served in various capacities of in- 
creasing responsibility in the Depart- 
ment until his appointment as Deputy 
Superintendent in 1945. 


Ely for IAC President 


Dwight P. Ely of Ohio Farmers has 
e€n nominated for president of the In- 
surance Advertising Conference. The 
new slate, as submitted recently by 
Chairman Ralph W. Smiley of the nomi- 
nating committee, also includes: A. E. 
uncan, Jr., Fire Association, vice presi- 
dent; R. C. Blatchford, Employers’ 
Group, secretary-treasurer, and the fol- 
lowing tor the new executive committee : 
J N. Cosgrove, American of Newark; 
J. F. White, Maryland Casualty; C. J. 
Fitzpatrick, United States F. & G., and 
J. A, Gernhardt, National Surety Corp., 
Tetiring president. Election will be held 
at the October annual meeting at Old 
oint Comfort, Va. 











Eastern Promotions 
By Cont’! Casualty 


C. I. THOMPSON AND DON HETH 





Former to Supervise Aviation Accident 
Lines for East and Met. N. Y.; 
Latter Special Risks Supervisor 
Continental Casualty announces the 
appointment of Charles I. Thompson as 
superintendent of the aviation accident 
insurance division for the metropolitan 
New York and eastern departments of 
the company. Robert Bolson, who has 
been associated with Mr. Thompson in 
the development of this class of busi- 
ness, is being transferred to Continen- 
tal’s Los Angeles branch where he will 
supervise aviation accident and special 

risks A. & H. lines. 

In announcing the new appointment 
J. H. Norton, resident vice president of 
the company, savs that Mr. Thompson 
will sunervise aviation accident under- 
writing for the eastern seaboard in addi- 
tion to metropolitan New York. “This 





new and expanding arrangement,” Mr. 
Norton points out. “makes immediate 


binding and nolicyv delivery service avail- 
able on individual and group coverages 
for New Vork and eastern states from 
the New York office.” 

Mr. Thomnson is assisted hy Eugene 
Mulane and Robert White. Mr. Mulane 
will be available for service to brokers 
and nroducers on the eastern seaboard 
in the handling and production of avia- 
tion accident. groun travel and related 
aviation accident lines. 

At the same time the annointment 
is announced of Donald Heth to be 
s1nervisor at Continental Casnaltv’s New 
York office for the snecial risks accident 


and sickness denartment. Mr. Heth 
comes to the company with a_ good 
background of exnerience in special 


risks and related lines. Resident Vice 
President Norton savs that extension of 
this denartment’s facilities is designed 
to provide home office service to pro- 
ducers for hindine and policy issuance. 
With the demand for snorts coveraves 
and unusval travel contracts on the 
increase Continental Casualtv is im- 
provine its service to meet both present 
and future needs. 





SCHNEIDER NEWARK MANAGER 





Transferred by Manrfacturers Casualty 
From Indiarnarolis Post; Highspots 
of His Career 


Harrv W. Schneider has been pro- 
moted bv the Manufacturers Casualty, 
Philadelphia. to managership of the com- 
nanv’s branch office in Newark after five 
vears as manager of the Indianapolis 
branch. His successor in the latter citv 
is Frank S. Sargeant who until recentlv 
has been assistant manager of National 
Surety’s Indiananolis office. 

Mr. Schneider’s promotion hrings him 
hack to the East coast after 15 years in 
Indiana with the American Surety and 
with Manufacturers. A native New 
Vorker. where he studied law at Ford- 
ham Universitv. Mr. Schneider’s first 
insurance experience was in American 
Suretv’s home office. In 1944 he ioined 
the Mannfacturers Casualtv in charge 
of operations in Indiana. which he has 
since built to a volume of nearlv $500,000 
annuallv. Married, he is the father of 
three children. 

Mr. Sargeant has lived in Indiana al- 
most all his life and is well known. Ex- 
cept for 40 months in the Army Air 
Force, in which he rose from private to 
captain, he has spent the last eight years 
in the insurance business. 


Randall Sees Healthy Competition as 
Result of Return of Buyers’ Market 


Speaks to Pennsylvania Agents; Says Passing of Sellers’ 
Market Is Good Thing for Insurance; Looks for Return 
of Company-Agency Team to “Double-Harness” 


Jesse W. Randall, president, Travelers 
Insurance Cos., expressed conviction that 
increased competition in the “buyers’ 
market” will stimulate companies and 
agents to improve their services all along 
the line in his address before the Penn- 
sylvania Association of Insurance Agents 
at Bedford Springs, September 12. 
Speaking on the subject, “Buyers’ Mar- 
ket—So What!,” Mr. Randall said. 

“Now there is a chap who has been 
with us in the insurance business during 
recent years but who is not with us 
today. He was a comfortable fellow 
to have around and because it is al- 
ways pleasant to have congenial com- 
pany I suppose we would have kept him 
with us if we could. But alas—he is 
gone. His name was ‘sellers’ market’ and 
in memory of his passing I note that 
many of you, figuratively speaking, are 
wearing mourning bands! 


Competition Will Increase 


“Since he went away I have noticed 
an increasing amount of talk and dis- 
cussion about the immediate future of 
the insurance business. It is said that 
he will be replaced by a new chap, named 
‘buyers’ market.’ It is said that competi- 
tion will become more and more severe. 
Some say that our volume of business 
will decline. It is universally predicted 
that our recent period of easy commis- 
missions and easy profits will come to an 
end. The mourners’ benches are already 
becoming over-crowded. 


“Now I agree, in the main, with most 
of these statements. Buyers’ market? 
Yes, we are in it, although different lines 
of business and different areas of the 
country are affected by it to a greater 
or less degree. Competition? Yes, we 
are feeling it now and will feel it more 
six months from now and even more a 
year from now. Volume? I do not agree 
that it is bound to decline, come what 
may. Easy commissions and easy profits ? 
Yes, gone—definitely.” 

Declaring that the passing of the sell- 
ers’ market may even be the best thing 
that could have: happened in the insur- 
ance business today, Mr. Randall said 
it is true that during recent years a 
magnificent job has been done in pro- 
viding a market for an unprecedented 
and staggering volume of new insurance 
coverage, but in overcoming these prob- 
lems, “some seeds of weakness and de- 
cay have been sown” which must not be 
allowed to take root. “They must be 
grubbed out,” he said, “and I welcome 
wholeheartedly the return of any situa- 
tion which will force us to do the things 
that are necessary to keep our business 
strong and healthy.” 


To Reestablish Agents’ Position 


Of primary importance, Mr. Randall 
said, is to reestablish in the minds of 
the business the exact position of the 
producer in the American agency sys- 
tem. He called the agent “the indispen- 
sable middleman without whom the in- 
dustry could not exist in its present 
form.” It takes time and energy to sell 
things, man’s time and energy must be 
paid for and where the laws of supply 
and demand are allowed to work freely 
and are not interfered with, the pay of 
the middleman automatically adjusts it- 
self, he said. 

In recent years of easy production, 
Mr. Randall continued, many producers 
have had their hands full simply taking 
care of the most urgent needs of their 





JESSE W. RANDALL 


clients. “There has not been either the 
time available—or more important, the 
compulsion—to develop improved service 
and selling techniques. 


“The great danger of a ‘sellers’ mar- 
ket’ from the standpoint of both the 
company and the producer is that it 
creates an indifference to the needs of 
the business—a sort of laziness which 
always accompanies blessings that come 
to us too easily. If, therefore, we are 
truly in a buyers’ market, and I said 
before that I think we are, it is going 
to mean that both companies and agents 
are going to have to bestir themselves. 


Do Not Realize Change 


“I am fearful that many people in 
the insurance business have not yet come 
to the full realization that this change 
is taking place. There is much evidence 
that the lush days of the sellers’ market 
still exist in the minds of some individ- 
uals and consequently they are allowing 
priceless time to slip by. Just as suecess 
breeds success, so does complacency lead 
to more complacency. A limb unused 
soon withers. That is why I say that 
too long a period of easy business tends 
to make our business soft and vulner- 
able. That is why I say that we need 
to re-define the position of the producer 
in terms of normal, competitive times. 

“The agent holds his place in our 
economy and in our society through his 
ability to produce and to serve. Let us 
never forget it. The more he produces 
and the better he serves the more suc- 
cessful he will be. In the era just 
ahead it is likely that he will find the 
greatest opportunities for service that he 
has ever known—largely because a 
change in the economic picture has 
brought his position into true focus once 
more. 

“A case in point: As the time of con- 
tinually increasing values perhaps comes 
to an end, insureds are going to be in 
need of even more frequent consultation 
with their agents. They are going to 
need your service. This will also be true 
because of many changes in ordinary 
business operations, since a great num- 
be of products must now be definitely 
sold rather than bought. In the area 
of business interruption insurance, for 
example, agents are already finding in- 
creasing calls for counsel as to the han- 
dling of situations incident to the busi- 


(Continued on Page 50) 
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Ark. Court Upholds Cos. 
In P. L. 15 Challenge 


TAXICAB CO. WAS PLAINTIFF 








Decision Important as First Judicial In- 
terpretation of Regulatory Provi- 
sions of Federal Law 





Member and subscriber companies of 
the National Bureau of Casualty Under- 
writers are cheered by the decision Sep- 
tember 9 of the United States District 
Court at Little Rock, Ark., in the case 
of North Little Rock Transportation Co. 
vs. Casualty Reciprocal Exchange, et al. 
This is the widely discussed case in 
which the plaintiff, a taxicab company, 
challenged the legality of a rate estab- 
lished for the Aetna Casualty & Surety 
by the National Bureau. The fact that 
the court decided in favor of the de- 
fendants —approximately 50 members 
and subscribers of the bureau—is hailed 
as a substantial victory for rate regu- 
latory legislation inasmuch as the court’s 
opinion is the first judicial interpreta- 
tion of the regulatory provisions of 
Public Law 15. 

In this case the plaintiff based its 
arguments upon various grounds in- 
cluding contentions that the regulatory 
provisions of Public Law 15 were uncon- 
stitutional, the new Arkansas rate regu- 
latory law following the all-industry 
model was invalid, the operations of the 
Arkansas Assigned Risk Plan were ille- 
gal, and the rating activities of the de- 
fendants constituted coercion and_ in- 
timidation under the Federal anti-trust 
laws. Damages and an injunction were 
sought. 

Judge Trimble’s Summary 

The defendants interposed a detailed 
answer and moved for summary judg- 
ment without a trial. The decision of the 
court, by Chief Judge Trimble, upheld 
the contentions of the defendants that 
their actions were “regulated by state 
law” and hence are exempted from the 
Sherman Act. In its opinion, the first 
judicial interpretation of the regulatory 
provisions of Public Law 15, the court 
in summary ruled that: 

(a) The regulatory provisions of Pub- 
lic Law 15 are constitutional (the same 
holding which the United States Su- 
preme Court made in the case of Pru- 
dential Insurance Co. vs. Benjamin with 
respect to tax provisions of that statute). 

(b) The Sherman Act is inapplicable 
to cooperative action among insurers in 
rate making and related matters, to the 
extent that such activities are regulated 
by state law. 

(c) Operations of the National Bureau 
are legal and do not involve coercion or 
intimidation; 

(d) The All-Industry bill enacted in 
Arkansas is valid regulation; and 

(e) Operation of the Assigned Risk 
Plan in Arkansas is lawful. 

The National Bureau and its member 
companies were represented by James B. 
Donovan of New York City (who is 
genera! counsel of the bureau) and 
Wright, Harrison, Lindsey and Upton 
(Edward L. Wright of counsel) of Little 
Rock. Frederick U. Andres of Little 
Rock represented the plaintiff and Mal- 
colm Gannaway of Little Rock appeared 
for Casualty Reciprocal Exchange. 

The complete text of the opinion has 
not yet been released by the court. 





VT. COMP. RATES UNCHANGED 
Commissioner of Banking and Insur- 
ance Donald A. Hemenway of Vermont 
has announced that the over-all rate 
level for workmen’s compensation in- 
surance will be unchanged under the fil- 
ing of the National Council on Compen- 
sation Insurance and approved by the 
Department, effective October 1. 


COMP. RATES DROP IN ARK. 

Workmen’s compensation rates in 
Arkansas have been reduced 6.7%, a les- 
ser reduction than one requested by the 
National Council on Compensation Insur- 
ance which was disallowed by Insurance 
Commissioner J. Herbert Graves. 


SEEKS FLAT-RATE PREMIUMS 
Massachusetts Legislator Files Initiative 
Petition to Secure Flat Compulsory 

Auto Insurance Premiums 





An initiative petition seeking a flat- 
rate premium for the entire state on 
compulsory motor vehicle liability in- 
surance has been filed with the Massa- 
chusetts Secretary of State after having 
earlier been approved by the State At- 
torney General as to form. 

Massachusetts is the only state in the 
nation which has a compulsory motor 
vehicle liability insurance law, although 
such measures have been proposed from 
time to time in many other states. 

The initiative petition was filed by 
Representative Harold W. Canavan, 
Revere Democrat. Its proponents now 
must obtain 20,000 signatures of reg- 
istered voters to get the proposal be- 
fore the voters at next year’s election. 
These signatures must be filed with the 
Secretary of State by December 7. 

If adopted, the proposal would mean 
insurance would be pegged at about 
$28.80 a year, according to Representa- 
tive Canavan, who said this estimate 
was based on 1947 figures of the State 
Department of Insurance. He said he 
would seek petition signatures in the 
Boston metropolitan area where higher 
insurance rates are now charged than 
in rural areas which have fewer acci- 
dents. 





CONSIDER MASS. COMP. PLAN 





Carriers Expected to Ask 1.7% Decrease 
and Young Driver Plan; Harrington 
to Demand Greater Decrease 


The Massachusetts Automobile Rating 
Accident Prevention Bureau met recently 
to conclude its recommendations for 
1950 rates under the Massachusetts 
compulsory automobile liability law. It is 
reported that the companies will recom- 
mend a reduction of 1.7% in the level 
of private passenger car rates statewide 
and introduction ot the classification 
plan for drivers under 25 years of age, 
such as has been adopted in most of the 
states. 

Last year, Insurance Commissioner 
Charles F. J. Harrington refused to sanc- 
tion the plan on the ground that the 
statistics were insufficient. Since then, 
the bureau’s actuary, Lawrence W. 
Scammon, has been compiling additional 
data. It is said that most of the risks 
going into the Assigned Risk Plan are 
in the young driver group. 

Commissioner Harrington is expected 
to insist on a much greater reduction 
than the companies will propose and will 
probably demand a reduction of from 
5% to 10%. 


Ray Murphy Reviews Progress in 


Multiple Line Powers Legislation 


Featuring “Multiple Line Underwrit- 
ing” in his address September 13 at the 
60th annual convention of the Pennsyl- 
vania Association of Insurance Agents 
at Bedford Springs Hotel, Bedford, Pa., 
Ray Murphy, general counsel, Associa- 
tion of Casualty & Surety Companies, 
predicted that the earliest use of multiple 
line powers (in keeping with the state 
legislation already passed) “will come in 
the automobile field, by the issuance of 
a single policy to cover bodily injuries, 
property damage and all material dam- 
age coverages.” As to what other fields 
will be developed, Mr. Murphy antici- 
pates that the companies will adopt a 
“make haste slowly” attitude in a process 
of orderly development. 


Legislation Now Permissible in Every 
State 


Reviewing the progress to date, Mr. 
Murphy mentioned first that the multiple 
line underwriting issue has been one of 
extreme controversy, vigorously debated 
for many years, and because of this 
fact “it is difficult for me to trace the 
highlights of the movement without 
seeming to take sides.” However, he 
said, “the hitherto controversial aspects 
of the subject now seem largely re- 
solved by the practical fact that the 
legislatures have spoken, possibly with 
finality. Multiple line underwriting is 
now permissible by law in every state 
and territory.” In light of this fact Mr. 
Murphy deemed it unnecessary to dwell 
on the negative side of the long debate 
and decided, for background purposes, 
to stress the affirmative view but from 
a non-partisan viewpoint. 


First Agitated in 1860 


Although the greatest impetus for 
multiple line legislation has come in re- 
cent years, Mr. Murphy said that as 
early as 1860 the subject was discussed 
in a report made by Superintendent 
Barnes of New York. It was also urged 
by Superintendents Stoddard and Pink, 
also of this state, and by others. By 
way of giving historical and economic 
background facts as to the demand for 
multiple line underwriting powers, the 
speaker then quoted from Superintend- 
ent Stoddard’s report of 1924 to the New 
York legislature. Therein Mr. Stoddard 
deplored the American system of not only 
divisions, subdividing by law insurance 
coverages into life, fire, casualty and 
other divisions, but also of specifically 


naming the kinds of business that may | 


be done in those subdivisions, so that 
in event of a new contingency arising 
no coverage for such contingency may 


be given without further legislation, “Aon 


a result of this system,” reported Mr 
Stoddard, “business interests have fre- 
quently placed their insurance abroad jn 


foreign companies where there js no 


limitation as to coverage. .. . The suc. 
cess of the British companies has been 
due largely to the fact that the British 
system permits multiple lines and little 
or no interference with coverage an 
methods of doing business.” 

It was further gleaned from Superin- 
tendent Stoddard’s report that “one of 
the chief defects alleged against the 
so-called ‘American system’ of insur. 
ance company incorporation and_ |i. 
censing was its emphasis on compart- 
mentation—fire companies were re- 
stricted to fire lines, casualty companies 


to casualty lines, marine companies to 


marine lines, etc. It was to be expected 
that this would lead, as Mr. Murphy 
pointed out, to allegations of inelasticity 
by advocates of multiple line under- 
writing. And with the expansion of the 
American economy, demands for new 
coverages were made so as to meet the 
needs of a growing agricultural, com- 


mercial and industrial nation. But they | 


ran smack up against legal restrictions 
on underwriting powers. 

The inevitable results of this system 
were that differences of opinion became 
more frequent between different types 
of carriers as to which type of carrier 
had which powers; also problems arising 
between the different segments of the 
insurance business from so-called over- 
lapping powers. Charges and counter- 
charges of “invasion” and of “encroach- 
ment” into what was believed to be the 
legally protected fields of the others were 
sometimes made by fire, marine, casualty 
and surety groups, said the speaker. 


Insurance Commissioners Take a Hand 


Continuing, Mr. Murphy stated that 
recognition of these competitive con- 
flicts and a belief that their continuance 
was inimical to the best interests of the 
companies and the insuring public, ap- 
parently led the National Association of 
Insurance Commissioners to attempt a 
resolution of the problem. Thus, in June, 
1933, the Commissioners adopted a na- 
tionwide definition and interpretation of 

(Continued on Page 48) 
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The ideal man will be 


(b) branch or agency trained to have a 
production viewpoint; 


ArE You THE SuRETY MAN WE NEED? 


A nationally licensed Surety Company with New York City Head Office seeks a surety specialist 
for underwriting and production work. 


(c) equipped with technical knowledge 
of the surety business; 


(a) no more than forty; 
(d) inclined to tell a producer how a 


risk may be strengthened, rather than 
why it is not acceptable. 


This Is More Than A Job 


It is an opportunity soon to grow into an official position of a company which has had consistent 
underwriting profits, and whose management is hopeful for even better results. 

If you are ambitious and confident of your abilities, write Box 1904, THE EASTERN UN- 
DERWRITER, 41 Maiden Lane, New York 7, N. Y. 
| Our male employees have been advised of our insertion of this advertisement. Your response 
hereto will be held in strict confidence. 


The man whom we seek will know the historical data we need. 
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Temporary Disability Insurance Laws 
Theme of Edwin F. Knoblock Thesis 


Spread of Voluntary Plans Traced; Scope and Future of 


Cash Sickness 


Legislation 


and Administration 


Treated; Emphasis on Operating Problems 


Edwin F. Knoblock, who is the son 
of Henry E. 
sident, eastern department, Fireman’s 
made a_ timely 


Knoblock, assistant vice 
pre 
Fund Indemnity, 
contribution to the available information 
on “Statutory Temporary Disability In- 
surance in the United States,” in his 
thesis on this subject which was recently 
presented to the faculty of the graduate 
division of the Wharton School, Uni- 
versity of Pennsylvania, in partial fulfill- 
ment of the requirement for the degree 
of master of business administration. 
Since completion of his thesis Mr. 
Knoblock has joined the Glens Falls 
Insurance Co. and is taking its home 
office training course in preparation for 
making insurance his career. 

In the exhaustive study which he 
made of the problem of temporary dis- 
ability, the hazards involved and_ the 
economic aspects of the subject, Mr. 
Knoblock put considerable emphasis in 
his thesis on the scope and need of 
cash sickness legislation in the United 
States. At the same time, the author 
did not overlook the fact that an in- 
creasingly large number of employed 
persons are being protected by various 
voluntary methods against the loss of 
earnings due to temporary non-occupa- 
tional disability. In addition to citing the 
coverage afforded by private insurers, 
Mr. Knoblock gives a brief and impar- 
tial description of such plans as wage 
continuation, those provided by mutual 
benefit associations, fraternal societies 
and labor unions. 


has 


Offers Solution of Operating Problems 


One of the most interesting chapters 
in the thesis is that featuring “Operat- 
ing Problems,” a subject of widespread 
interest today in A. & H. insurance 
circles. The author observes that cash 
sickness insurance poses many such 
problems, some of which are inherent in 
the nature of the hazard, and some of 
which are due to faultily drafted legis- 
lation or to poor administration of the 
law. His objective in this chapter is to 
Suggest a solution or, at least, mitiga- 
tion of these operating problems. In 
addition, Mr. Knoblock makes a case 
lor separating cash sickness insurance 
administration from unemployment in- 
surance administration. 

_ As to the latter, the author says: “It 
is claimed that savings resulting from 
jont administration more than offset 
any disadvantages. The two programs 
have also been linked together because 
unemployment insurance funds have 
been used to finance present cash sick- 
ness laws. Though experience has shown 
that more temporary disability benefits 
are paid when business conditions are 
Poor, there seems to be no other con- 
nection between the hazards of tem- 
Porary disability and unemployment. The 
hazard of temporary disability can be 
measured, can to some extent be pre- 
vented, and has proven itself to be 
insurable, None of these claims can be 
made lor the hazard of unemployment. 
: Even more fundamental is the dif- 
lerence in the character of the claim- 
ants for each type of benefit. The indi- 
vidual claiming temporary disability 
enefits is not truly unemployed even 
though he is unable to perform his 
Tegular work and is not receiving wages 


from his employer. After the worker 
has recovered from his disability in 
nearly all cases he returns to his former 
job. By linking this program with un- 
employment insurance the job relation- 
ship is ignored, and employers have no 
incentive to cooperative actively in ad- 
ministering the program. 


N. Y. State Setup Cited 


“Seemingly, in view of these argu- 
ments, cash sickness administration 
could be more effectively handled by 
the various state workmen’s compensa- 
tion boards (such as is the case under 
the new disability benefits program in 
New York State, fully effective July 1, 
1950). At first the two types of cover- 
age would have to be handled separately 
but after temporary. non-occupational 
disability insurance gets out of the ex- 
perimental state the two systems could 
be combined. In effect, this would give 
the worker 24-hour temporary disability 
insurance coverage. 

“Such broad coverage could be eco- 
nomically administered and would re- 
duce jurisdictional disputes since _ it 
would make no difference where or 
when the worker was disabled. It would 
also eliminate the possibility of workers 
receiving both types of benefits for the 
same disability. In addition, workmen’s 
compensation boards have had experi- 
ence dealing with injured workers and 
have perfected the administrative ma- 
chinery necessary to process claims effi- 
ciently. Workmen’s compensation boards 
have also had experience administering 
statutory coverage which allows con- 
tracting-out. 

“Finally, there would be no question 
whether the individual was actually a 
member of the labor market at the time 
he was disabled...” : 
Role of Private Insurance Companies 

In an early chapter Mr. Knoblock 
refers to the role of the private com- 
panies in the field of temporary disabil- 
ity. He observes that historically, acci- 
dent and health insurance belongs in 
the realm of casualty insurance “but 
lately through their Group insurance 
departments, life insurance companies 
are doing an increasingly large percent- 


age of the entire business.” He then 
points out: 

“Because of intense competition there 
are many types of contracts available to 
the purchaser of A. & H. insurance. By 
no means though do they all qualify as 
truly adequate coverage. They may so 
severely limit the causes of disability 
covered that the insured is not com- 
pletely protected at all. Although subject 
to the regulations promulgated by State 
Insurance Departments, accident and 
health insurance has not been controlled 
as closely as other lines of insurance. 
The passage of Public Law 15 two years 
ago will probably result in more strin- 
sent regulation on the part of the 
states.” 

Need for Cash Sickness Legislation 

As to the need for cash sickness 
legislation, the author takes the position 
that voluntary methods of providing 
temporary disability insurance coverage, 
while important in the general picture, 
have not silenced the clamor demanding 
protection of nearly all employed per- 
sons in the United States. After pre- 
senting several reasons why voluntary 
methods cannot hope to protect every- 
one against loss of earnings, such as 
cost, underwriting limitations and other 
limits, he summarizes: 

“An increasingly large number of 
employed persons are being protected 
by various voluntary methods ... De- 
spite the factors limiting universal vol- 
untary coverage, we have every reason 
to expect more and more persons to 
be covered as time goes by. No one can 
say with certainty how many persons 
are actually covered at the present time, 
but various estimates lead to the con- 
clusion that between 30 and 60% of the 
employed population are entitled to some 
sort of disability benefit. 

“| Voluntary temporary disability 
insurance cannot whollv solve the prob- 
lem, even if we are willing to wait for 
time to elapse. A compulsory insurance 
program is the solution. Enactment of 
such legislation will result in much 
larger numbers of the labor force being 
covered. However, it must be remem- 
bered that even a compulsory program 
may never become universal since some 
groups, such as casual workers, farmers 
and domestics (which are especially dif- 
ficult to cover) may have to be excluded 
for administrative reasons.” 


Justification for Compulsory Insurance 

Mr. Knoblock then maintains that 
justification of recommendation for a 
compulsory insurance law hinges on two 
all-important assumptions. The first is 
that the legislation will be well-drafted, 
and the second is that there will be effi- 
cient administration. He points out: 
“Assuming these conditions are met, a 
compulsory program will result not only 
in more persons being covered, but also 
in coverage at lower average cost. The 
reduction in cost will be due to reduced 


acquisition expense and the virtual 
elimination of anti-selection. On the 
average, benefits will be more nearly 


| 
VESTED RENEWALS 


Think of your own security as you sell security to 
others! For instance, if you were writing our Life, 
Accident, Health and Hospital insurance and should 
leave or die, you or your estate would continue to 
receive your renewals on a vested basis. Our Com- 
pany is a leader in providing the advantages of 
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adequate than those today but not nec- 
essarily more secure, unless the law 
requires adoption of true insurance 
principles or the state uses its general 
taxing powers to guarantee benefits.” 


Lessons Drawn From Foreign 
Experience 


In his chapter on “Brief History of 
Cash Sickness Legislation” Mr. Knob- 
lock briefly describes the German and 
British sickness insurance systems and 
then traces the history of such legisla- 
tion in the United States. He believes 
that many lessons can be drawn from 
analysis of the foreign experience. Thus, 
in summarizing this chapter, he dis- 
cusses the reasons why cash sickness 
legislation in the United States (the 
Rhode Island, California, New Jersey 
and New York laws) have not been 
modeled after those of foreign coun- 
tries. His conclusions follow: 

“Unlike Germany and Great Britain, 
the United States has not had a large 
number of non-profit benefit societies 
insuring workers against the loss of 
earnings due to temporary disability. 
Instead, it is more usual, in this coun- 
try, to be insured by private commer- 
cial insurance companies, if at all. It is 
therefore necessary in this country to 
develop legislation which takes this dif- 
ference into consideration. Our legisla- 
tion has recognized the interest of pri- 
vate insurance by adoption of the con- 
tracting out principle increasingly and, 
despite the Rhode Island and railroad 
act exceptions, our cash sickness laws 
will reflect the influence of private 
insurance.” 


Administration of U. S. Laws 


In his next chapter Mr. Knoblock dis- 
cusses the coverage, definition of disa- 
bility, benefits, financing and adminis- 
trative expense involved in the present 
cash sickness laws here which cover the 
persons included under the related un- 
employment insurance acts of Rhode 
Island, California and New Jersey. 

Regarding administrative expense he 
writes: “Each of our state laws places 
a limitation on the amount of contribu- 
tion which the state fund can use to pay 
administrative expenses. Rhode Island 
learned to her dismay that cheap admin- 
istration may be expensive in the long 
run. Part of the difficulties experienced 
in that state were probably due to the 
fact that initially only 1% of contribu- 
tions could be used for administration 
of the system. In 1944 this was in- 
creased to 3% of contributions (retro- 
active to July 1, 1943), and in 1946 the 
allowance was further increased to 4% 
of contributions. But since contributions 
were increased to 14% of taxable 
wages, the allowance was really 6% on 
a comparable base. Though the contribu- 
tion rate was reset at 1% in 1947, the 
administration allowance has continued 
at 6% of contributions. 

“California allows 5% of contributions 
to be used for administration of the 
state fund, and the allowance in New 
Jersey is 6%. Administration of the 
railroad cash sickness system is by the 
Railroad Retirement Board. No special 
allowance has been made for the ad- 
ministration of the cash sickness 
tems.” 

As to the administrative costs of com- 
mercially insured plans which are in 
competition with the state plan in Cali- 
fornia and New Jersey, the author says: 
“Such costs are higher than the state 
plan mainly because of acquisition costs. 
In New Jersey, for example, life insur- 
ance companies pay 20% of ccllected 
premiums for the first year commission 
and 5% annual renewal commission. On 
the other hand, casualty insurance com- 
panies pay 7%4% to 10% of collected 
premiums as long as the policy is in 
force. In addition, commercial insurers 
issue individual certificates to acquaint 
employes with their disability insurance 
rights.” 


sys- 


Future Trends 


In his final chapter Mr. Knoblock 
deals with future trends in cash sick- 
ness legislation and reaches several con- 
clusions. He is convinced that the sale 
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of accident and health insurance in 
states not having cash sickness laws 
will probably increase during the next 
few years. While everyone cannot be 
covered by commercial insurance, he 
says, the companies could postpone en- 
actment of compulsory legislation if 
they insured a very high percentage of 
the employed population. “Under these 
circumstances,” he adds, “even if a law 
were enacted, it is probable that it 
would be an all-private insurance type 
with an assigned risk or some other 
similar plan to handle risks which the 
companies would be reluctant to insure 
voluntarily. However, at present not 
enough commercial disability insurance 
has been sold to make enactment of 
the all-private insurance type of law 
feasible...” 

His second conclusion is that “it is 
probable that all future cash sickness 
laws will include the contracting-out 
principle adopted in California and New 
Jersey. Inclusion of this provision is 
recognition of the fact that a substantial 
amount of commercial temporary disa- 
bility insurance has been sold already 
and that it is not necessary to uproot 
established plans. Moreover, the poor 
showing of the Rhode Island monopolis- 
tic state fund has strengthened the case 
for this type of legislation .. .” 


Next Mr. Knoblock observes that 
“commercial insurers have felt that if 
given equal opportunity they could com- 
pete successfully with state funds. Ex- 
perience in California, as yet very inade- 
quate, seems to substantiate this. The 
New Jersey cash sickness law has not 
been in operation long enough to pro- 
vide a basis for judgment. On January 1, 
1948, there were 8,767 private plans 
covering 678,309 individuals, or about 
30% of the total number of persons 
covered by the California law. On Janu- 
ary 1, 1949, the number of private plans 
had increased to 14,943 and 897,649 indi- 
viduals, or about 33% of the total, were 
covered by these plans. Nearly all of 
these private plans were insured by 
commercial insurance companies, espe- 
cially by the accident departments of 
life companies. Casualty insurers are in 
the market for this business, but they 
have been hampered by the lack of ex- 
perience with this type of group insur- 
nice... 


In New Jersey, the author says, com- 
mercial insurers do not have to contend 
with an “anti-selection” clause. They 
feel that such a clause is unnecessary 
since the State Fund can merit-rate the 
employer’s contributions, and therefore 
can compete with private plans on a 
cost basis. “However,” Mr. Knoblock 
continues, “it is difficult to understand 
how the state can successfully merit- 
rate compulsory temporary disability 
insurance. Furthermore, jt will be many 
years before most employers can qualify 
for merit-rating by the state fund. In 
the meantime, unless they appreciate 
the value of self-restraint, commercial 
insurers may accept only those risks 
which appear to be profitable. When the 
state fund begins merit-rating, it will 
have to be very aggressive if it hopes 
to capture risks already covered by pri- 
vate plans. 

“Obviously, the whole future of pri- 
vate temporary disability insurance de- 
pends on the willingness of the industry 
to insure an average cross-section of all 
risks in the state.” 


Inclusion of Medical Care Benefits 


A fourth conclusion is that medical 
care benefits will not be added to our 
cash sickness laws until they are out 


of the experimental stage. “At this 
time,” says Mr. Knoblock, “it does not 
appear that additional benefits could 


be financed without raising the tax rate 
now charged. All our present laws re- 
flect a desire to set the tax rate at 
about 1% of taxable wages, and it seems 
unlikely that state legislatures would 
be disposed to increase the rate. In addi- 
tion, the Federal Government has ex- 
pressed the attitude that medical care 
benefits should be provided under the 





Federal Social Security Act, rather than 
by state laws.” 

Gives Credit for Source Material 

Mr. Knoblock gives credit for source 
material in his bibliography to well 
known authorities in the life and acci- 
dent and health fields as well as to 
Government experts. Among others he 
obtained assistance from books written 
by Edwin J. Faulkner, president, Wood- 
men Accident Co., and Professor C. A. 
Kulp of University of Pennsylvania; also 
from pamphlets or articles prepared by 
I. S. Falk, Federal Security Agency; 
J. F. Follmann, manager, Bureau of 
Accident & Health Underwriters; John 
H. Miller, vice president and actuary, 
Monarch Life Insurance Co.; George 
W. Kemper, home office A. & H. mana- 
ger, Fireman’s Fund Indemnity Co.; 
William L. Kick, eastern A. & H. man- 
ager of the same company; A. L. Kirk- 
patrick, insurance manager, U. S. Cham- 
ber of Commerce; Albert Pike, actuary, 
Life Insurance Association of America, 
and Edmund B. Whittaker, who is vice 
president of Prudential Insurance Co. 





WRITES NEW POLICY IN EAST 





Fireman’s Fund Indemnity Announces 
Simplified, Basic A. & H. Policies 
Are Now Available 


Richard V. Goodwin, vice president, 
Fireman’s Fund Indemnity Co., has an- 
nounced to producers in the eastern de- 
partment of the company availability of 
new basic accident and health policies. 
His announcement was followed by one 
from William L. Kick, manager of the 
accident and health department in the 
east, giving a detailed description of the 
program. 

“This program has been the subject 
of national advertising for about a year 
but due to certain difficulties encoun- 
tered in the eastern department’s states, 
has not been available until the present 
time,” Mr. Goodwin says. “However, in 
the meantime, it has been ‘producer 
tested’ in other parts of the United 
States and the results have been most 
gratifying. 

“Tt contains three outstanding features. 
First, simplification, making it easier to 
describe and sell. Second, liberalized 
benefits, making it more attractive to 
the insured. Third, the ‘tailor made’ 
feature whereby the agent or broker 
plays an important part by specifying 


the. correct combination of basic and 
optional coverages to fit individual 
needs.” 


This program, now available in the 
east, Mr. Kick says, has been used by 
the head office for the past year, ap- 
proximately, and has been enthusiasti- 
cally received. “These new policies,” he 
continues, “provide broad coverage com- 
bined with flexibility so that your clients 
may now have complete coverage at no 
greater cost than competitive restrictive 
forms,” 


U. S. F. & G. Men Honored 
At Luncheon in New York 


In recognition of three staff associates 
who have recently been promoted by the 
United States F. & G. in New York 
territory, the agency and development 
department in the New York office gave 
a luncheon last week for Mark Adams, 
now associate manager of the Brooklyn 
office; Norman Bartell, now manager of 
the uptown New York branch, and 
Arthur Colberg, now assistant manager 
of the downtown office. 

Charles A. Morlock, superintendent of 
the department, was toastmaster and 
paid tribute to Messrs. Adams, Bartell 
and Colberg as the former members of. 
his staff who have assumed executive 
positions. Kenneth S. Walker was chair- 
man of arrangements and members of 
the agency and development depart- 
ment attending included Mrs. Eva To- 
bias, Harold M. George, Mr. Walker, 
William Daly, Eugene O'Neill, Vincent 
Lawlor, B. Herbert Reaves, Chester 
Nietzel, Henry Meyer, George Petersen, 
Fred Linington and Edward McTiernan. 








Follmann on Functions 
Of the A. & H. Bureau 


ADDRESSES NEW YORK CLUB 








Says Organization Is an Outstanding 
Educational Factor; Describes Work 
of Its 12 Committees 





The functions of the Bureau of Acci- 
dent & Health Underwriters as an edu- 
cational factor in accident and health 
insurance were described by Joseph F. 
Follmann, Jr., manager of the bureau, in 
his address before the Accident & Health 
Club of New York, at the Empire 
Hotel, New York City, September 13. 

The bureau, said Mr. Follmann, dates 
back to 1891, with the organization of 
the International Association of Acci- 
dent Underwriters, which, in 1904, de- 
veloped the first occupational classifica- 
tions manual in the country to have wide 
acceptance and usage. It amalgamated 
with the Board of Casualty & Surety 
Underwriters in 1911 to form the Inter- 
national Association of Casualty & 
Surety Underwriters. 

However, Mr. Follmann said, it soon 
became apparent that the interests of 
the member accident and health compa- 
nies would be served better by a sepa- 
rate association and it was further recog- 
nized that life insurance companies were 
coming to play an increasingly impor- 
tant part in the accident and health 
field. Accordingly, the Bureau of Per- 
sonal Accident & Health Underwriters 
was organized in 1914. The bureau took 
its present title in 1947. Forty-seven 
companies presently comprise its mem- 
bership. 


Composed of Companies 


Mr. Follmann explained how the bu- 
reau is composed of companies, each of 
which delegates its representative on the 
bureau and only the chairman of the 
governing committee is elected as an in- 
dividual. The governing committee is the 
policy-making body. The bureau func- 
tions through its committees and the 
company representatives who compose 
these twelve committees devote an ap- 
preciable amount of time to the tasks 
assigned them and their companies, in 
turn, incur considerable expense, Mr. 
Follmann said. 

Mr. Follmann summarized the activi- 
ties of these committees and the execu- 
tive offices of the bureau, and said in 
conclusion: 

“Jn many other ways, the bureau 
serves the accident and health business 
and its member companies. To mention 
a few: it participates in the Hemispheric 
Insurance Conferences sponsored in the 
United States by the Chamber of Com- 
merce and participated in by all North, 
Central, and South American nations; it 
serves on the New York Advisory Board 
for Agents’ Examinations cooperating 
with the Superintendent of Insurance 
in the conduct of such examinations; it 
cooperates and maintains close associa- 
tion with other insurance trade associa- 
tions having common interests; and it 
participates in many studies the effect of 
which might be to the benefit of its 
member companies. 


Billion Dollar Business 


“Today accident and health insurance 
is a business with a premium volume of 
considerably in excess of one billion dol- 
lars. Although a business which, in the 
United States, is now almost 100 years 
old, its great period of growth has oc- 
curred in the past ten years: a growth 
of over 400%. 

“Consequently, accident and health in- 
surance today plays an important and 
vital part in our national economy; in- 
suring individuals and families against 
the various financial hazards of accident, 
sickness, and hospitalization, guarantee- 
ing business and credit stability through 
the business forms of insurance, round- 
ing out the workmen’s compensation 
coverage by protecting, through Group 
insurance, against the financial hazards 
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Underwriter at branch office in Boston T. F 
with old line stock company, offering Analyzes 
excellent opportunity for advancement, Ratio 
Reply, stating education, experience, " 
previous connections, age and salary Covera 
expected. Reply strictly confidential, blanket 
Address: B L c/o The Eastern Under. banker s 
writer, 41 Maiden Lane, New York a 
8 N. ¥. | meeting 
——___ fF cociation 
oem  Ceptemb 

: S 8 6Mr. 
CIO Proposal Invalid, jecturer 
. > uate oC 
Miss Mary Donlon Says) atios 
Miss Mary Donlon, chairman of thee pared th 
New York Workmen’s Compensation? affects | 
Board, plainly indicated in an address qf smaller 
the annual executive conference, Sep. Notin; 
tember 12 of New York’s Joint Legisla.} isting b 
tive Committee on Interstate Coopera-f and su! 
tion that the use of surplus funds jpf said thi 
the state’s unemployment insurance fundp business 
to finance the disability benefits pro.f realistic 
gram was invalid under existing Federal? The © 
legislation. The proposal had been madef surance 
at the state CIO convention last week} the spe 
in Saratoga Springs. loans fc 
Miss Donlon asserted that “the effec} dition, | 
of this proposal would be to put the delity ¢ 
whole burden of disability benefits) by the 
costs on those employers in New York) which ¢ 
State with the best employment records) img. 1S 
and let the employers with the worse) bankers 
records to get off scott free.” amount 
She also explained that the so-called ioe 
Knowland (Federal) Resolution, which L, Crat 
permits diversion of employes’ contribu. | pointed 
tions to unemployment insurance for) ae 
the purpose of paying disability benefits, peepee 
was not applicable to New York condi-f ark 
tions because “New York has never re- B. Du 
quired employes to contribute to unem-f John I 
ployment insurance.” and He 
; & Sure 
mittee. 
of non-occupational injuries and illnesses,f the Oct 

offering protection against unusual ex- 
posure resulting from travel or hazard- CPCI 
ous occupation, and in many other ways 

of serving the insuring public. Over 5 
“With this growth has come additional - 

responsibilities and burdens. Accident f C: 
and health insurance is a matter of Ne 
prime interest today not only to the re ne 
state legislatures and the regulatory offi- tea 
cials, but also to the Federal Trade Com-F =; 44 ¢ 
mission and the Post Office Department. Fo cure 
These interests” in themselves, — have ing sa 
placed an ever increasing burden upon Foreigi 
the insurance companies. of the 
Public and Political Interest of the 
ne : 2 and C 
In addition to this, there is the pub- sponso 
lic and political interest in having alf “The 
employed persons covered for minimum which 
protection. The development of, and— Under 
problems arising out of, such legislation upon i 
have created an entire new area of cov- qualific 
erage—and problems—in the accidentf  preced 
and health field. And then there atef be Pay 
the ever present problems of writing the} manag 
business: improvement in underwriting the Yi 
technique, sensitiveness to fluctuating pany, 
economic conditions, reduction of admin- the bu 
istrative costs, improvements in present The 
coverages, development of new cover- wide \ 
ages, and increase in sales. Mayne 
“In all these developments, the Bureau depart 
of Accident & Health Underwriters Albert 
plays an increasingly vital role on be- intend 
half of its member companies and the Walte 
industry at large. It furnishes a medium the V 
for contact with legislators and officials. Frank 
It keeps its members advised of develop- resent 
ments and suggests proper solutions to Surety 
the many problems which arise. But} resent 
most important: the bureau, tapping the F Leona 
tremendous experience and resources 0 tary ¢ 
its member companies and bringing to alty. 
gether men of divergent opinions, is to- Tick 
day an outstanding educational factor dustry 
tending toward the increasing develop- be se 
ment and constantly expanding broadet Ameri 
view of the men who represent its mem tion, . 
ber companies.” ing, C 











September 16, 1949 








Our 50th Year 








R Cava tito 


— 
te “ ety Our 50th 















Page 47 























= SCS” ’ 
N.Y. Surety Ass’n Gets 
R Banker’s Slant on Bonds 
pod a, GLAVEY OF CHASE BANK 
Oston | 
Hering Analyzes Coverage, Rates and Loss 
ement, |p Ratios Under Bankers Blanket 
‘i Bonds; P. L. Crafts Presides 
lence, [| 
salary ff Coverage under and rates for bankers’ 
ential, | blanket bonds were discussed from a 
nd § panker’s viewpoint by Thomas F. Glavey, 
iF of the insurance department of the 
York » Chase National Bank, at the opening fall 
meeting of the Surety Underwriters As- 
—— FF  ocjation of the City of New York on 
— September 8 at the Lawyers Club. 
Mr. Glavey, who also is insurance 
lecturer at the Rutgers University Grad- 
§ uate School of Banking, analyzed loss 
1 Says) ratios under blanket bonds and com- 
of the) pared the nature ot the coverage as it 
ensation— affects both the larger banks and the 
dress af smaller institutions. 
e, Sep. Noting the amicable relationship ex- 
Legisla.} isting between the banking fraternity 
Oopera-f and surety underwriters, Mr. Glavey 
inds inf said this is an outstanding example of 
ce fundf. business cooperation, the result of a 
'S pro-f realistic appreciation of mutual problems. 
Federal The operations of a large bank’s in- 
n madef surance department were outlined by 
t weekf the speaker, who also discussed bank 
loans for construction purposes. In ad- 
effec: dition, he referred to the limits of fi- 
ut the) delity coverage as suggested for banks 
enefits by the American 3ankers a 
> York which organization 1s interested in —_ 
ecords | ing its member banks protected by 
worse bankers’ bianket bonds in adequate 
- amounts. 
gow at the meeting was Putnam 
‘called L. Crafts, Home Indemnity Co., who ap- 
bey pointed three past presidents of the as- 
tribu- sociation as a nominating committee to 
‘ Po propose a slate of officers and executive 
oa committeemen for the ensuing year. J. 
é B. Duke, New Amsterdam Casualty; 
alts lohn P. Madigan, Maryland Casualty, 
ee and Harry F. O'Malley, Aetna Casualty 
& Surety Co., are members of that com- 
ess 3 mittee. They will make their report at 
SSeS, the October meeting of the association. 
| ex- —— 
zard- CPCU LUNCHEON IN CHICAGO 
ane eh) 
be Over 500 Persons Expected to Attend 
ional Affair October 5 at Which CPCU 
‘dent _ Designations Are Conferred - 
; Capacity attendance of more than 500 
Bs midwestern insurance men and women 
the at the seventh annual “Insurance All 
hie Industry Luncheon” to be held October 
ee 5 at Chicago’s Hotel La Salle has been 
aie assured by advance reservations, accord- 
wh ing to R. Maynard Toelle of American 
— Foreign Insurance Association, chairman 
of the committee of the Chicago Chapter 
of the Society of Chartered Property 
and Casualty Underwriters which is 
ib. sponsoring the event. 
all The luncheon is an annual affair at 
de which the Chartered Property-Casualty 
and Underwriter designation is conterred 
4 upon individuals in the area who have 
OV qualified for the distinction during the 
04 preceding year. Principal speaker will 
are F be Paul H. Schindler, Youngstown, Ohio, 
the manager of the insurance department of 
ng the Youngstown Sheet and Tube Com- 
" — pany, who will discuss insurance from 
ss the buyer’s point of view. 
nt The Chicago designees represent a 
t — wide variety of backgrounds. Robert E. 
Maynard is manager of the insurance 
ay department of the Curtiss Candy Co. 
TS Albert Devroye is assistant loss super- 
fe Intendent of the Millers’ National. 
. ag Dithmer is field supervisor for 
s Fe, estern Underwriters Association. 
“ rank A. Hohenadel, Jr., is a field rep- 
ie resentative of the Aetna Casualty & 
fo § = =Surety. John B. Lamar is a claim rep- 
tt resentative of the Standard Accident. 
a Leonard W. Larson is assistant secre- 
d 4 i of the Lumbermens Mutual Casu- 
-— 7. 
)- 








Tickets for the “Insurance All In- 
dustry Luncheon,” at $3.25 each, may 
€ secured from R. Maynard Toelle, 
American Foreign Insurance Associa- 
tion, A-1013 Insurance Exchange Build- 
ing, Chicago. 


Berkeley Cox and Dr. Filson 
To Address A. & H. Bureau 


Two of the speakers to be heard at 
the annual meeting October 10-12 of the 
Bureau of Accident & Health Under- 
writers at Highland Park, Ill, are 
3erkeley Cox, counsel, Aetna Life, and 
Dr. Ralph M. Filson, medical director, 
Travelers. 

Mr. Cox, who is scheduled to appear 
at the opening session, October 10, will 
speak on the recent activities of the 
Federal Trade Commission directed at 
mail order insurers and what effect they 
are likely to have on the A. & H. busi- 


ness generally. 

Dr. Filson, whose address will feature 
the closing session October 12, will dis- 
cuss “Influences in A. & H. Underwriting 
From Some of the Most Recent Thera- 
peutic Developments in Medicine and 
Surgery.” He will tell about recent ad- 
vancements in the field of medicine and 
the effects of such developments on 
A. & H. underwriting. At the close of 
his address Dr. Filson will answer 
questions. 





S. L. DUNSEITH IMPROVING 
The many friends of Samuel L. Dun- 
seith, vice president, New Amsterdam 


WOMEN’S BEEFSTEAK DINNER 

The women’s division of the New Jer- 
sey Accident & Health Association will 
hold its first gathering of the fall season 
Saturday, September 17. It is to be an 
outdoor beefsteak dinner at the home 
of Mary Kishner in Rahway. Vice presi- 
dent of the division, Miss Kishner is 
with Columbian Protective Association 
as personnel director. 





Casualty in New York, will be glad to 
know that he is showing improvement 
following a recent sickness. His friends 
hope that he will be fully recovered and 
back on the job soon. 





If Disaster Strikes- 








Reinsurance Lessens the Shock. Tremendous capital outlays are at stake in 


the continuing operation of steel producers. A major accident or disaster 


could destroy or hamper a steel plant with sizable insurance costs. Properly drawn 


reinsurance is the most important safeguard employed by the insurance 


companies writing large risks. Our experience enables us to assist insurance 


companies with practical facilities. 
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Rudolph Discusses Domination Issue 


In Contract Suretyship Litigation 


Domination Issue in 


“The 
Suretyship Cases’ 
paper read by Harold W. Rudolph, gen- 
eral counsel, Seaboard Surety Co., be- 
fore the fidelity and surety round table 
at the meeting of the Section of Insur- 
ance Law of the American Bar Associa- 
tion at St. Louis, September 6. 

Mr. Rudolph said in his foreword that 


Contract 


the “domination issue” is a familiar 
phenomenon in all the generations of 
man. Because of its antiquity, it is 


well known to all the sciences, he said; 
real science gives it favorable counte- 
nance in some cases such as the recogni- 
tion of dominant and servient estates in 
real property. 

“As applied, however, to the relations 


with persons, real or artificial, have 
with each other in the field of human 
affairs,” he added “the jurisprudence 


which is based on what we know as the 
English common law deprecates domina- 
tion in most of its forms, finding it 
almost as repugnant to justice as social 
science finds human slavery. 

Charges of Domination Heard 

“Where, then, as in today’s business 
centers, the charge of domination may 
be heard to echo all the way from 
minor frictions in labor disputes to 
gladitorial combat in anti-trust proceed- 
ings, it should not surprise many that 
even a comparatively young industry, 
such as corporate suretyship, should, on 
occasions, become a_ battleground for 
waging this form of contention. Surety 
companies, particularly those in the con 
tract bonding field, which, sooner or 
later, are drawn into contest on the 
domination issue, may take comfort from 
the fact that other business institutions 
have already fought some hard bouts in 
this area and that from the experiences 
of these others, some useful lessons may 
be drawn.” 

The issue of unlawful domination and 
control may arise in a variety of situa- 
tions in the field of contract surety- 
ship, Mr. Rudolph said; adverse condi- 
tions with which the contractor has to 
contend may bring about a showdown 
f [ either of 


or default in performance, in 
which events the surety may find it 
desirable to take protective steps for 


preventing or minimizing loss. Usually, 
he continued, provisions for such steps 
are embodies in the bond application and 
the indemnity agreements which the 
surety obtains at the inception of the 
suretyship. 

Indemnify Surety Against Liability 

Generally, he said, such provisions in- 
demnify the surety against liability as 
well as loss and expense and in imple- 
mentation of such indemnity; assign to 
the surety all equipment, supplies and 
subcontracts in connection with the con- 
tract; assign to the surety all contract 
moneys as well as other assets whether 


or not related to the contract; if the 
contract is a public works contract, 
create a trust fund of all contract 


moneys for the payment of third party 
obligations; authorize the surety to at 
any time take over the work and 
complete it at the contractor’s expense; 
obligate the contractor to procure the 
surety’s discharge from liability for ex- 
isting default; require the indemnitors 
to deposit with surety, on demand and in 
cash, the amount of any reserve 
which the surety shall post to cover any 
contingent claim; waive any obligation 
on surety to give notice of any facts or 
information coming to surety’s notice or 
knowledge which might affect its rights 
or liability; contain a confession of 
judgment in favor of the surety. 

Mr. Rudolph recommended that in ad- 
dition, and in anticipation of the domi- 
nation issue in control-situation, every 
agreement contain an immunity clause 
which he said will not of itself, prevent 
the domination issue from arising but, if 
supported by a course of fair dealing 
in the manner of exercising controls, 
should go far, defensively, to relieve the 


loss 


was the subject of the 


mishkin studio 
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surety from the of later at- 


tack. 


pressures 


Viewed as Charter of Power 

“These and similar provisions,” he said, 
“may be looked upon a charter of power 
under which the surety may act to 
control a contract performance, as well 
as to secure itself against loss. It seems 
desirable for the surety to have the 
benefit of such an express agreement 
setting forth rights of this nature. In 
exercising the controls which a_ con- 
tract completion may require, the surety 
may at least show a prima facie right 
such controls by reason of these 
express provisions. 

“Additionally, any security in the way 
of real and personal property which the 
surety obtains from the contractors or 
indemnitors by instruments of transfer 
executed after the occurrence of trouble, 
may be justified in the light of the earlier 
general assignment contained in the 
written indemnity form; and such later 
assignments may, indeed be expressed 
to be supplemental to the original as- 
signments contained in the earlier indem- 
nity agreement. All security agreements 
which may later be taken from the con- 
tractor or indemnitors will. wisely, dis- 
close the complete chain of relationship 
between the parties, forestalling any 
charge of concealment.” 

Mr. Rudolph analyzed a number of 
cases where the litigation involved the 
domination issue in contract suretyship, 
and presented the following conclusions: 

Deal With Domination Issue 

“The cases under examination have 
dealt with the domination issue in 
the banking, industrial and suretyship 
fields. They involve claims both of credi- 
tors and of proprietors of the alleged 
dominated entity. While it is not pre- 
tended that these cases will meet surety 
situation ‘on all fours’ as reeards the 
facts, it is nevertheless true that the 
collision of interests, as between domi- 
nant and servient parties, will occur 
in the surety field when the contract 
surety exercises controls, much as we 
have seen it to have come up in other 
business fields. It seems reasonable to 
suppose that corporate sureties may be- 
come more interested in this question in 
the future development of their business. 
Like banks, their instruments of surety- 
ship touch commercial enterprises, large 
and small, at many points. Bonding 
the performance of many kinds of con- 
tracts, both public and private, has al- 
ways been a backlog source of surety 
premiums. 

“Corporate suretyship, furthermore, is 

(Continued on Page 49) 
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the insuring powers of marine transpor- 
tation underwriters. In October, 1933, 
articles of agreement concerning the 
definitions were made among fire, mar- 
ine and casualty insurers. Commenting 
on this procedure of demarcation, the 
speaker said: 

“Although it was based upon a prin- 
ciple of self-regulation of the insurance 
business, which was markedly effective 
in resolving many inter-group conflicts 
and in bringing about a great degree of 
stabilization, nevertheless the continuing 
competitive necessity of the companies 
to meet buyers’ demands for new cov- 
erages and yet stay within the limits of 
their underwriting powers, in time led 
to renewed demands for broadening of 
those powers. To a certain extent, the 
existence of the so-called ‘Appleton 
Rule’ in New York had a tendency to 
keep the various types of companies in 
line, Under this rule, as enforced by 
the New York Commissioners, an alien 
or foreign insurer wishing to enter New 
York was compelled to forego the writ- 
ing of types of business, which it was 
legally empowered to do by its charter 
any place in the United States, if such 
lines of insurance were not authorized 
under the Insurance Laws of New York. 
The rule was promulgated in the interest 
of New York domestics to remove the 
competitive advantage in favor of com- 
panies domesticated in states permitting 
broader underwriting powers than did 
New York. 

“Tn 1941, Superintendent Pink of New 
York made certain suggestions for the 
authorization of multiple line underwrit- 
ing powers; suggesting that serious 
thought be given to the subject since, 
as he saw it, there was a trend in that 
direction, particularly with regard to 
full automobile coverage and the per- 
sonal property floater, which could not 
long be delayed. Both preceding and 
following this suggestion, attempts to 
broaden underwriting powers were made 
on the legislative level in various states. 
These legislative battles, and the rancor 
thereby developed, served to convince 
many insurance supervisory officials and 
company executives that the best inter- 
ests of the public and the insurance 
business required some definitive solu- 
tion of the issue. Notwithstanding the 
war emergency and the enormous de- 
mands made upon the industry for cov- 
erages, the subject of multiple under- 
writing powers, like Banquo’s ghost, 
would not down.” 


Diemand Committee Named in 1943 


Mr. Murphy then referred to the ap- 
pointment of the Diemand Committee 
in 1943 which was instructed by Insur- 
ance Commissioner C. F. J. Harrington 
of Massachusetts, then NAIC president, 
“to study and report on the various 
steps necessary for extension of fire and 
casualty company charters in order to 
engage in multiple line underwriting in 
the U. S. A. and abroad.” The speaker 
also pointed to the five specific recom- 
mendations made the following year by 
the Diemand Committee “which con- 
stituted a limited program for multiple 
line underwriting.” 

This brought Mr. Murphy to a review 
of problems created by the SEUA de- 
cision and the compulsion upon the 
states to put their insurance houses in 
order to fulfill the requirements of Pub- 


ee 


lic Law 15. Nothwithstanding such prob. 
lems, he said that many states whos, 
insurance licensing pattern did not the; 
conform to the recommendations of th; 
Diemand Committee amended their Jay 
to put them into effect. In fact, by De. 
cember, 1947, this committee reporte 
to NAIC that many states had legis. 
lated beyond the five-point program an 
had granted full multiple line powers 
It was then that the NAIC approved th 
recommendation that the complete poy. 
ers be legislated in all states. 


Potential Extent of Such Legislation 


The potential extent to which multipk 
line. underwriting, whether limited or 
complete, may become a factor on the 
American scene, was. shown to the 
Pennsylvania agents in a compilation oj 
the “Underwriting Powers of Stock Cas. 
ualty and Surety Companies” which Mr 
Murphy distributed among them at the 
close of his talk. He pointed out: 
“Limited or complete multiple line un- 
derwriting is now permissible in every 
state of the Union, Alaska, the District 
of Columbia and Hawaii. The fact that 
a company charter authorizes such u- 
derwriting does not mean that the com- 
pany must exercise the broad _ powers 
thereby granted to it. The extent tc 
which any company chooses to avail it- 
self of its legal powers is still one for 
its management to determine in its dis- 
cretion, Some companies have already 
broadened their operations. Only re- 
cently the insurance press reported that 
two former fire companies became the 
first members of the National Bureau 
of Casualty Underwriters. Several fire 
companies have also, within the last 
year or so, become members or subscrib- 
ers of the Surety Association of Amer- 
ica. 

“All of you have noticed from the 
chronology of events that a good deal 
of the legislative expansion in the field 
of multiple line underwriting occurred 
in a period roughly parallel with the 
reorganization in the insurance field 
which resulted from SEUA decision in 
1944. It is striking that within a short 
space of years we have seen a change 
of policy with reference to the activities 
of insurance companies on two fronts— 
the judicial, by bringing insurance with- 
in the orbit of the commerce clause 0! 
our constitution, and on legislative—by 
authorizing integrated underwriting as 
against segregated. 

“It is my understanding that your 
Association gave unqualified support to 
the Multiple Line bill recently enacted 
in Pennsylvania. No doubt you would 
like to know just what the new law 
means to you in terms of procedure and 
income. I shall therefore repeat what 
some executives have said to me, to the 
effect that the principle of multiple line 
operation involves no hostility to the 
best interest of the local agent and no 
threat to the income which he now fe 
ceives from the production of business; 
that if in practice it facilitates opera- 
tion, as they believe it will, the com- 
panies, the agents and the policyholders 
will all ultimately be benefited.” 





NAMED BY S. C. COMMITTEE 


The South Carolina legislative commit 
tee investigating workmen’s compensa 
tion insurance rates in that ‘state have 
employed Samuel B. Horovitz, Boston 
attorney, to assist it when it makes an 
appearance before the National Council 
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H.W. Rudolph Address 
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ng itself more and more to an 
increasing public demand for the servic- 
ing of risks. If, as seems inevitable, 
this desirable trend should continue to 
expand, then it would seem wise for the 
surety industry to recognize, and to 
avoid, in the contract-bonding field, some 
of the pitfalls which have harassed the 
dominant entities in the cases which we 
have been examining. is 

“If the principal is in difficulty, the 
surety may desire merely to take pro- 
fective measures to guard its rights 
without taking over control of the oper- 
ations. To accomplish this, it may place 
a representative on the scene to observe, 
make suggestions to the principal, re- 
port to the surety on progress, and to 
exercise joint control over funds. It may 
demand and receive security for addi- 
tional undertakings by it on behalf of 
the principal. If measures of this charac- 
ter are the only ones taken, there is 
really no basis for a claim of actual dom- 
ination by the surety. 

Creditors May Charge Concealment 

“Creditors may seek to reach the 
surety, however, on charges of conceal- 
ment, misrepresentation and deception, 
and perhaps on ordinary principles of 
agency and estoppel. Such a represen- 
tative is generally a true agent of the 
surety. In order to avoid the conse- 
quences of acts by this representative 
which do not have the actual approval 
of the surety, the surety should provide 
him with written instructions, which are 
made known to the principal, and which 
define and confine his duties within the 
intended limits. If the surety insists that 
the representative adhere to those in- 
structions, it will make difficult, if not 
impossible, any claims based on a theory 
of implied or apparent agency. This may 
also insulate the surety from acts ot 
concealment or misrepresentation by the 
representative. On a departure from 
these instructions, the principal prob- 
ably has a duty to protest and object 
to the surety, which will enable the sure- 
ty to stop promptly any unauthorized 
activity by its representative. 

“The surety itself must guard against 
any action which might tend to mislead 
the creditors of the principal as to the 
actual state of affairs and as to the 
authority of its representative. There 
probably is no duty on the surety to 
disclose the state of affairs to creditors 
except and to the extent that the prin- 
cipal would have such a duty. 

“The surety may suggest changes in 
management personnel to the principal, 
because the surety has a legitimate in- 
terest in seeing that the project is in 
capable hands. However, the surety 
should not insist that a particular per- 
son be engaged and, once engaged, 
retained, over the objection of the prin- 
cipal. This will add support to a subse- 
quent charge that such .person was 
actually an agent of the surety. The 
surety should insist upon competent per- 
sonnel without regard to personalities. 
“If the surety decides to assume con- 
trol of the principal for the purpose of 
completing the project, additional prob- 
lems are presented. Conduct which may 
be characterized as concealment, mis- 
representation and deception by the 
creditors or proprietors of the principal 
must be avoided. Also, the surety must 
be certain that its assumption of control 
IS Warranted under its agreement and 
by the facts, or has been voluntarily 
consented to by the principal. It is at 
this stage that the charges of duress, 
coercion, undue influence, and business 
compulsion have been made. A threat 
by the surety to exercise its proper legal 
rights or to refuse to give the principal 


adjust 





needed assistance unless demands of the 
surety for protection or control are met 
will not support any of these charges, 
which must be predicated upon a threat 
y the surety to do what it has no right 
to do. This pitfall can be easily avoided. 

“When the surety assumes control of 
the principal, it must avoid action which 
will justify the application of the instru- 
Mentality rule. The temporary owner- 
ship of stock, the selection of officers 
and directors, and the lending of money 


to the principal do not constitute such 
control as will make the surety liable to 
creditors or proprietors of the principal. 
If, however, the surety ignores the for- 
inal statutory requirements as to meet- 
ings, elections, records and accounts in 
its dealings with the principal, it may 
find itself responsible for the principal’s 
activities. It is difficult to believe that 
such a_ situation could arise, but it 
already has done so in the Kentucky 
Wagon case. 

“If the surety observes all of the for- 
mal statutory requirements and carefully 
treats the principal as a separate entity, 
it must nevertheless make sure that 
representatives whom it may place- in 
control of the project and on the prin- 


cipal’s board of directors are actually 
treated as employes and directors of the 
principal. If these representatives pur- 
port to act as agents of the surety, 
there may be liability for their actions 
on ordinary principles of agency. 
“Finally, there is the problem of the 
allegiance of the directors and officers 
selected by the surety. Ordinarily their 
duty is to make their decisions in the 
light of the best interest of the entity 
which they serve. However, the surety 
is given the right to name such persons 
for the protection of its interests. This 
apparent dilemma between the general 
legal duty and the intended duty in this 
particular situation can be resolved if it 
is recognized that the interests of the 


principal and surety will normally be 
identical and not in conflict; that such 
representatives selected by the surety 
are expected to act for the good of 
the common interest of the principal and 
surety in the most economical and expe- 
ditious discharge of the bond obligations; 
that the principal may not demand rec- 
ognition by the surety’s representatives 
of other interests of the principal ex- 
cept insofar as they do not compete 
w:th this common interest; and that the 
surety’s representatives must act in the 
light of this common interest and not 
because of other independent interests 
of the surety not contemplated by the 
parties when the surety was given its 
power to control...” 
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Randall on Buyers’ Market 


(Continued from Page 43) 


ness changes now taking place. 

“This closer agent-to-client relation- 
ship is a fine thing for the business be- 
cause it will provide tremendous onportu- 
nities for the development of many new 
lines such as leasehold interest, rents, 
valuable papers, storekeepers compre- 
hensive, fidelity and surety, steam boiler 
and a great variety of others, some of 
which are sure to attract the attention 
of your more important clients. Not 


only will this enable you to add addi- 
tional premium value to your books, it 
will also allow you to fill up the gaps in 
the insurance programs of your clients— 
gaps which have undoubtedly troubled 
you even though you have not had the 
time—or again, the compulsion—to 
remedy the situation fully. 

“The real producer is one who goes 
out and creates new business—a man 
who gets every last iota of the business 
in his territory. In easy times many 
agents think only of a line presently 
written by some other agent and per- 
haps in another company, giving little 
thought to the possibility of actually cre- 
ating a new sale of a new line of insur- 
ance to his clients. Yet the business is 
there, yours for the taking, and it is a 
certain way for you to increase your 
premium volume and at the same time 
perform a notable service to the insur- 
ing public. All too often we are con- 
fronted in a ‘not covered claim case’ 
with failure on the part of someone to 
have directed the assured’s attention to 
an exposure for which coverage should 
have been bought. 

“Much has been said about the inade- 
quacy of fire coverage in the recent in- 
flationary period but obviously the same 
is also applicable to bodily injury, medi- 
cal payments, property damage indem- 
nity, as well as burglary and robbery 
insurance, and a host of other coverages. 
The field is limitless, and I venture the 
opinion that in your agency, if the lines 
of insurance which your existing custom- 
ers have not purchased were developed, 
the results would be absolutely astound- 
ing to you. This careful tilling of the 
field to reap a bountiful crop does, of 
course, require imagination, energy, and 
manpower.” 


Take in Young Men 


Mr. Randall said he had noted with 
interest the large number of old, estab- 
lished agencies which have taken in 
young men as solicitors and prospective 
junior partners and have sent these 
young men to the training schools which 
many companies provide for new agents. 
This is a good thing, he said, and the 
only way in which these agencies can 
be perpetuated. “I do not say it is your 
duty to have men ready to take over 
where you leave off,” he added. “But I 
do think such a policy is a profitable 
one for any agency. And it is especially 
important now, as our business becomes 
more complex every day.” 

As an example of the many new chal- 
lenges which face every agency. Mr. 
Randall cited the new Pennsylvania Mo- 
tor Vehicle Financial Responsibility Law 
which will become effective the first 
of next February. This law, he said, will 
afford the producers a marvelous oppor- 
tunity to render real services to more 
owners and operators of motor vehicles 
in the state. He said agents who do not 
actively plan for the writing of this 
business will be missing a golden oppor- 
tunity, esecially as the writing of auto- 
mobile business will not be for one year 
only and may well include automobile 
physical damage insurance as well as 
other forms in due course of time. 

Speaking of the current agitation for 
state or the Government to go into the 
insurance business, Mr. Randall said: 


Government in Insurance 


“Are you concerned about current agi- 
tation for the state or the Government 
to go into the insurance business? Of 
course you are and so am I. But I say 
again that some of this agitation is an 
outgrowth of the recent sellers’ market 


and that it will subside in a buyers’ 
market.” 

As to the trends toward social insur- 
ance against non-occupational sickness 
and disability hazards, Mr. Randall said 
there will be more legislation of this 
type. “Is it a sign that again we have 
not moved fast enough to preempt Gov- 
ernment?” he asked. “I think it is. To 
remain strong and free we need to beat 
the Government to the punch every time 
where the public welfare is concerned. 
We can improve our business in a great 
many ways and this improvement will 
come fastest in a hard-fighting, give- 
and-take, competitive market. When we 
give the public the best possible service 
and coverage and keep improving all the 
time, then we will no longer have any 
fear of Government taking over any of 
our business. 

“And so we get back again to my 
theme: a sellers’ market versus a buyers’ 
market, with the latter getting my vote 
every time. I have talked more about 
the agent and producer but believe me, 
I am not exonerating the companies 
themselves. A strong, aggressive intel- 
ligent and prosperous group of agents 
and other producers is the best asset 
any company can have. But field forces 
cannot do the entire production job 
themselves. 


Problems of the Companies 


“In recent years company underwriters 
have not had to solve problems of 
how to write difficult risks satisfactorily. 
All they have had to do is say ‘No.’ Any- 
body can say ‘No,’ but a good under- 
writer is one who can figure out a way 
to write almost any risk on a proper 
basis. The companies have not had to 
develop new and improved coverages, 
rating plans and underwriting methods 
to get business. Company services, such 
as claim and engineering, have not been 
forced by competition to keep improving 
all the time. 

“We know now, or soon will, that the 
good old team of the pre-inflationary 
days needs to be put in double-harness 
again. We know we must give agents 
the best possible product to sell and the 
best of service to help them sell it. And 
we know, too, the importance of com- 
missions. It was the pleasure of my own 
companies last year to pay almost 47 
million commission dollars to approxi- 
mately 40,000 agents and brokers and it 
is my earnest hope that year after year 
the increase in business which we under- 
write will permit us to pay even more 
commission dollars. 

“1 do not think the subject of com- 
mission is one to which I could do full 
justice here today but let me assure you 
that every company gives it constant 
and deliberate consideration. We know 
that commissions must not be so high 
as to price the agent out of the market, 
but at the same time they must be 
high enough so that the agent receives 
enough to meet his reasonable costs and 
give him an adequate return for his serv- 
ices. Agents fully earn their commis- 
sions, and a growing volume of commis- 
sion dollars is what we all want. One 
thing is abundantly clear: the progress 
of the companies and the progress of 
the agents is only as fast as that of a 
team working in harness. Neither can 
move more than a few steps ahead with- 
out the cooperation of the other. With 
that in mind I want to take you behind 
the scenes of the insurance business as 
it exists today from the companies’ 
standpoint. These are only one man’s 
opinions, it is true, but I believe they 
represent a feeling that is fairly general 
throughout the industry.” 


Condition Is Crucial 


Mr. Randall described the present situ- 
ation as even more crucial, in some re- 
spects, than those periods in which the 
companies were losing considerable 
amounts of money because although 

many of the fire and casualty com- 
panies showed an excellent profit for 
the first six months of this year, this 
profit, at least in regard to some of the 
most important lines, still leaves those 
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It was a little better than one year ago that we had the pleasure of devoting this 


space to the wit of Dr. Wesley Gadd, who, in spite of his many 


duties as busines: 


insurance consultant at the home office of Provident Mutual Life Insurance Co., stile 


manages to glean plenty of unusual bits of humor (or ‘ 


‘bits of unusual humor,’ 


ever you prefer). And so, we are again happy to present Wes Gadd, than whom ther 
q 


is no than-whomer. 


—MERVIN L. LANE, 


GADD-ING ABOUT TOWN 


The reason a dog has so many friends 
is that his tail wags instead of his 
tongue. 

x * x 

As a birthday present, a salesman sent 
his wife a check for a million kisses. The 

wife wrote back: “Dear Jim, I can’t be- 
gin to express my appreciation of the 
check. I gave it to the milkman this 
morning and he cashed it.” 

<< oe 


A chap went to a newspaper office and 
said he wanted to run an ad in the paper 
offering $100 for the return of his wife’s 
pet cat. The clerk said: “Isn’t that a 
rather high price for a cat?” “Not this 
one,” said the advertiser, “I drowned it.” 

x * * 


Nothing robs a man of his good looks 
like a hurriedly-drawn shade. 
x ok * 


Up in the Hudson Valley, there’s a 
cemetery with a very large sign at the 
entrance announcing “THE GATES OF 
HEAVEN.” A smaller sign underneath, 
reads: “Gates Close at 4:30.” 

* * * 


A few words mumbled over your head 
and you're married. A few words mum- 
bled in your sleep and you're divorced. 


su! did not deceive my husband, yoy 
Honor,” said the witness. “On the con 
trary, he deceived me. 
going out of town, but he didn’t.” 


* * x 
Poetry in Prose: “Mary had a me a 
dress, ’twas light and chic and airy; ith 


didn’t show a speck of dirt, but oh-o-o- ‘ : 


oh, did it show Mary.” 
a ee 


tain on the post, reading: 
Mrs. 


May 15.” A few days later she received 
this courteous reply: “With the excep- 
tion of five men on leave and three on 


the sick list, Captain Green’s company > 
will take great pleasure i in accepting your) 


kind invitation.” 
* x 


doctor’s waiting 
Second patient: “Oh, 


Patient in 
“How do you do?” 


so-so, I’m aching from neuritis.” First) 
patient: “I’m glad to meet you, I’m 
Cohen from Chicago.” 


* * * 


Inmates of the lowa State Penitenti- 
ary refer to it as “The Walled-Off As- 


toria.’ 
—WESLEY GADD. 





lines with virtually no underwriting gain 
over a five or ten year period. 

Even if the entire year 1949 were to 
show comparable results, he said, the 
companies would be far from earning 
in many lines an underwriting profit over 
a five to ten year period anything like 
the modest figure which seems vital to 
enable them to give reasonable service 
and build up proper reserves for disas- 
ters. “In other words,” he said, “while 
we can rejoice over the good record this 
year, we must promptly dispel any gen- 
eral impression that the insurance busi- 
ness has suddenly become, on a perma- 
nent basis, a gold mine. Wherever they 
are justified by the record, I want to 
see rate reductions made but manifestly, 
1 feel the same about increases.” 

Mr. Randall, returning to the subject of 
commissions, said “no finer service to all 
of us has been performed in recent 
months than that of John C. Stott, pres- 
ident of the National Association of In- 
surance Agents, who, in one of his recent 
addresses, warned agents that pressure 
for increasing commissions and other 
unsound moves would lead only to chaos. 

Can Defeat Purpose of Increase 

“There is no question but that the 
increasing of commissions beyond rea- 
sonable levels can completely defeat the 
avowed purpose of such an increase, 
namely, the b — of the local agent. 
The inevitable swing of the pendulum 
might readily cause an extreme down- 
ward trend in business, and in the final 
summing up of things none of us is 
benefited by such extremes.” 

Mr. Randall said the whole expense 
field is certain to come under close 
scrutiny by the companies and agents. 
“Inefficient operation,” he said, is a 
luxury we can no longer afford. Actions 
already taken by agents at the national 
and local levels in this direction have 
shown real evidence of statesmanship. 
The companies, too, are making strides 
toward greater efficiency which, after all, 
is greater economy.” 

Mr. Randall said he has yet to talk to 
a prominent local agent who is not con- 
cerned about this problem and he has 
discovered “the finest kind of coopera- 
tion, the greatest desire to work towards 
the lowering of office costs, to advance 


minimum premiums and to take other 
actions that may be necessary to out 
the business on a paying basis... . With 
ingenuity and planning we should be able 
to devise ways to reduce costs and at the 
same time maintain the service which has 
become traditional with us.” 


Should Hold Losses Down 


Mr. Randall stressed the importance, 
in the buyers’ market, of holding losses 
to a minimum and said an agent should 


identify himself with all the communityf 


loss prevention efforts. More and more 
agents are coming to understand the 
public relations value of local accident 
and fire prevention programs, he said. 


Most urgently needed and most practical F 


of all for agent participation, he added, 
are community programs to reduce traffic 
accidents. He personally commended 

Ralph W. King of York, Pa., for the 
manner in which, despite opposition at 
every turn, he put over the safe driver 
education and training program in his 
area. 

Mr. 


lows: 


Randall’s conclusion was as fol- 


Buyers’ Market Not New 


“T hope that those of you who came 
into this meeting today wearing a 
mourning band for that late lamented 
hail-fellow named ‘sellers’ market’ will 
now view his passing with somewhat 
less regret. This new chap ‘buyers’ mat- 
ket’ is not new at all, and he certainly 
is not a bad fellow to do business with. 
He was with us, you know, during the 
periods of the greatest growth of our 
business. He is rambunctious, that is 
true, but he keeps us on our toes. 

“So we are in a buyers’ market. So 
what! It is good that there should be 
competition between companies and be- 
tween agents. The results will be better 
coverage for the assured and in most 
instances at the right price. What more, 
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may I ask, does anybody want?” 


L. W. SANDERS, JR. BEREAVED 
Sympathy i is extended to Lawrence 
Sanders, Jr., insurance broker at 99 John 
Street, New York, in the recent death 
of his mother, Mrs. Lawrence W. San- 


ders, while on vacation at Nantucket, 
Mass. 



























